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New Engineering 
Study Of Floods 
And Flood D- 


Firm Retained in 1952 S 
Assist Insurance Indust 
Technical Phases of Prob. 


MAYS AT NAIA CONVEN‘ 


American Insurance Assn. Hop 
Companies and Agents Coop- 
erate in Reaching Conclusions 











The American Insurance Association, 
which includes in its membership many 
of the leading stock insurance compa- 
nies, has asked the engineering firm re- 
tained the Insurance Executives 
Association in 1951-52 study the 
engineering aspects of floods and flood 
damage to assist the industry again on 
phases of this problem, 
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the technical 
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particularly those which might be pe- Hartford New York 
culiar to the recent disastrous floods 
in Eastern states. 

ence a anementiedteneennnentl 


This significant development was made 
known by Milton W. Mays, secretary of 
the America Fore Group, when speaking 
before the national board of state direc- 
tors of the National Association of In- 
surance Agents at the Los Angeles con- 
vention last week. Mr. Mays was asso- 
cated with the IEA for some years 
before going with the America Fore 
Companies. 


No New Facts at Hand Now 


While the American Insurance Asso- 
ciation committee has no new facts that 
at the moment would lead to conclusions 
different from those stated in the 1952 
study of floods and flood damage, said 
Mr. Mays, “the inquiry is considered to 
be of great importance and it will be 
carried on with dispatch so that the 
indings will be available as promptly as 
possible. 

“The committee of American Insur- 
ance Association hopes that once again 
the companies and their agents can co- 
perate in reaching sound conclusions 
in this very important matter and in 
Presenting a united front against what 
appears to he an extremely grave threat 
‘0 our business.” 

le 1952 report of the Insurance Ex- 
ecutives Association stated that under- 
‘titing of flood insurance by commercial 
Msurers 1s not practicable for manv rea- 
sms and that such action could ex- 
pose insurers to such liability as would 
lireaten their solvency. On the basis 

(Continued on Page 25) 
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BUSINESS INSURANCE 


is a prime necessity for most American 
businesses. The close corporation can solve 
the problem of quickly disposing of a de- 
ceased member’s stock at a guaranteed 
price without sacrifice, hardship or possible 
liquidation. 


BUSINESS INSURANCE 


plus an expertly prepared stock retirement 
agreement implemented by a Colonial 
Preferred Whole Life contract provides a 
sound arrangement that permits a business 
to continue its normal operations despite 
the unexpected loss of an important stock- 
holder or partner. 


} AGS THE COLONIAL LIFE 


Y] INSURANCE COMPANY OF AMERICA 


HOME OFFICE e EAST ORANGE, NEW JERSEY 


Richard B. Evans, President 





Am. Life Convention’s 
50th Annual Meeting 
Marks Biggest Year 


Mounting Life Insurance Tax Bill 
Gets Attention From Several 
Convention Speakers 


TRIBUTE TO J. B. REYNOLDS 


G. S. Nollen Recalls Leadership of 
Principal ALC Founder; Linton 
on Medical Research 


By CLarENce AxMAN 


Chicago—The American Life Conven- 
tion, celebrating its 50th anniversary in 
at the 
each Hotel this week, now has a mem 


annual meetings Edgewater 
bership of 245 companies. Public demand 
life 


companies making new 


for insurance, demonstrated — by 
high records of 
insurance in force, and the great pros 
the country 
Chief 


panies is the tax situation. 


perity of are everywhere 


recognized. concern of the com 


the growing 


tax bill in life insurance were Robert L. 


Among those discussing 


senior vice president, Equitable 
Claris ALC 
vice president; Ralph H. Kastner, gen 
eral counsel, and Alfred N. Guertin, ac 
tuary, ALC. State taxes and other state 
imposts will probably reach $242 millian, 


Hogg, 


Society; Adams, executive 


while Federal income taxes may be up 
wards of $190 million. Out of every $100 
of premium income about $3.50 is paid 


in taxes, 


Problems That Get Attention 
Other problems reported include lib 
of Social 


Act, investigation of union welfare plans 


eralization features Securit 


activities relative to advertising of acci 
dent and health insurance, manner in 
which insurance is written at military 


posts, and some phases of Group insur 


once, 

One of the features of the business 
outside of Washington is the growing 
attention that is being paid to writing 


of bank loan insurance, which with some 
companies is gathering considerable mo 
No 


nuities is being taken at this ec 


mentum. position on variable an 
mvention 
as it is still under study 

The convention 
session Wednesday for 


in which a warm tribute was paid to the 


stopped its business 


on an interval 


late Joseph B. Reynolds, president of 
Kansas City Life, as the principal 
founder of ALC. His widow and daugh 


ter, Angeline Bixby, were called to the 


rostrum and heard Gerard 5S. Nollen, 

past president, Bankers of lowa, give 

ALC’s appreciation of what Joe Keyn- 
(Continued on Page 8) 
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Why does the man who sells Living Insurance speak up? 


proach to selling that can lead to increasing 


It's late at the PTA meeting. Someone is 
needed to organize next year’s program. 
Again and again where good neighbors 
share the load in community projects— Red 
Cross, PTA, Community ‘Chest and many 
others—the Man from Equitable is a willing 
volunteer. After work, he shows the same 
spirit of service that marks his business day. 
As a life underwriter, he spends his work- 
ing hours thinking of others — their hopes, 


their fears, their dreams. The Man from 
Equitable shows them how to turn these 
dreams into happy reality — with Living In- 
surance. This is modern insurance that 
stresses benefits for the living. Benefits for the 
policyholder himself while he lives. If he dies, 
benefits for the family that lives on after him. 

This concept of Living Insurance is 
dynamic—a real aid that simplifies the work 
of the Life Underwriter. It is a positive ap- 


sales volume. 

And in making his daily calls the Man 
from Equitable can count on a return that 
is more than money. It comes from the 
knowledge that more and more families live 
without fear of the future because of the 
Living Insurance he has sold them. 

This is the big reward of service—a reward 
that makes hard work worthwhile. 


THE EQU ITABLE LIFE ASSURANCE SOCIETY OF THE U.S. 


Home Office: 393 Seventh Avenue, New York 1, N.Y. 
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President Hubbell Sees Outlook Good Joseph M. Bryan, New ALC President, 


Economy Promises to Continue at High Levels; Some Infla- 
tionary Forces at Work; Urges Support of Educational 
Institutions; Reviews Activities of Year 


Chicago—“We are presently operating 

in the most favorable business climate 
which our country has ever enjoyed,” 
F. W. Hubbell, president of American 
Life Convention told the 50th anniver- 
sary meeting at Edgewater Beach Hotel 
here this week. Mr. Hubbell is also 
president of Equitable Life of Iowa, Des 
Moines. 

“Our economy has reached boom pro- 
portions and promises to continue at 
present high levels,” continued Mr. Hub- 
hell. “The trend of gross national pro- 
duction, which is the sum of the total 
output of goods and services, is at the 
highest rate in our history. During the 
second quarter of this year it was at an 
annual rate of $384.8 billion, a rise of 
25% ina single quarter and an astound- 
ing rise of 7.5% in a single year, this in 
site of the fact that government pur- 
chases of goods and services have actu- 
ally decreased. Furthermore, this tre- 
mendous output has been accomplished 
without a rise in the price level. 

“Employment and wage scales are at 
an all-time high. Unemployment has 
been reduced to a very low figure. As a 
result, disposable personal income which 
is income after taxes was at the rate of 
$267 billion dollars during the second 
quarter and promises to increase during 
the remainder of 1955. Consumer spend- 
ing has risen even faster than incomes, 
due to the high degree of confidence 
which our people have in the continu- 
ance of good business. 

“All segments of our economy with 
the exception of agriculture have been 
enjoying this expansion. The price of 
farm products has been depressed not 
only by the large surpluses of farm com- 
modities being produced, but also by the 
enormous stocks in the hands of the 
Commodity Credit Corp., the govern- 
ment owned facility charged with the 
purchase of farm products or of making 
loans on them at artifically higher prices 
than they will command in the market 
place. Automobile production has been 
at an all-time high and will probably 
taper off during the last part of this 
year. The construction of homes con- 
tinues at a high rate, but at a lower pace 
than that which was set at the first of 
the year. On the other hand, the in- 
vestment by business and industry for 
expansion of plant and equipment is in- 
creasing at an impressive rate. Business 
inventories are also on the increase. 


Life Insurance Prospered 


“We in the life insurance business,” 
said Mr. Hubbell, “have profited by this 
prosperity. Gains in the writing of new 
business have been chalked up each and 
every month and are continuing. Our 
assets increased $2.9 billion during the 
frst half of the year. Other saving in- 
stitutions, such as mutual savings banks, 
mutual funds, and building and loan as- 
sociations, are also showing great prog- 
Tess, 

“Naturally the thought arises as to the 
duration of this high peak of business 
activity. It is being sustained by an in- 
crease in private spending rather than 
y larger expenditures by the Federal 
rovernment, the latter of which have 
leveled off. Extension of credit has been 
very important in increasing sales of all 
goods, particularly of homes and auto- 
mobiles. At the end of 1954 mortgages 
= non-farm homes amounted to more 

han $75 billion. Automobile installment 
cel by the end of June totaled over 
$12 billion. All debt, public and private, 
is now over $606 billion, or $12,923 for 
‘very American family. This is an in- 
"ease of $200 million since 1946. The 
largest increase is in private debt, which 
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more than doubled during this period 
and now stands at $342 billion. In a 
growing economy one expects an in- 
crease in debt, but when it exceeds twice 
the annual income of all of our people, 
it is time to give the subject very care- 
ful consideration. 

“A note of warning has been sounded 
by the Federal Reserve System. The re- 
discount rate of the various Federal Re- 
serve Banks has been raised in order to 
curb unwise and inflationary lending bv 
the commercial banks. The terms of 
FHA and VA mortgages have been 
changed by shortening maturities from 
30 to 25 years, and by increasing the 
required down payments by 2% in order 
to prevent too great an expansion in the 
home building industry. 

“Offsetting these very sound decisions 
of the monetary authorities are the in- 
flationary possibilities in the terms of 
the labor contracts which have been ne- 
gotiated recently. It will be difficult, if 
not impossible, for employers to increase 
the productivity of labor sufficiently to 
meet the increase in hourly costs. 

“Costs of materials have already ad- 
vanced. As examples: steel prices have 
increased approximately 5%, and copper 
by more than 10%. Aluminum, zinc, 
rubber and other commodities have also 
had material increases in prices. Even 
before the catastrophic floods occurred 
in Pennsylvania and New England in 
August, these were in short supply. The 
increased demand for rehabilitation will 
tax productive capacities to their limits, 
which will insure a continuation and 
possibly an increase in the prices which 
prevailed previous to this disaster. 

“With business expanding and wage 
costs rising, it is difficult to see any- 
thing but higher prices throughout our 
economy. There is one exception and 
that is in the prices of agricultural prod- 
ucts which will do well if they do not 
decrease. This spells out another dose of 
inflation. Whether it is a mild one or a 
strong one will depend on the reaction 
of the buying public. This group at 
present is very price conscious, and al- 
though in a mood for satisfying its 
wants, it demands good value in its pur- 
chases. 

“This makes certain that in our com- 
petitive economy, producers will take 
every practical measure to keep their 
prices down. They will take every pos- 








An Executive With Many Activities 


Chicago — New president of American 

Life Convention elected at the 50th an- 
nual meeting held at Edgewater Beach 
Hotel here this week is Joseph Mc- 
Kinley Bryan, first vice president of 
Jefferson Standard Life of Greensboro, 
N.C. and chairman of Pilot Life. He 
has long been active in ALC and has 
many connections both within and out- 
side the insurance business. 

Born in Elyria, Ohio, February 11, 1896 

and educated at Mount Hermon School, 
Mount Hermon, Mass., Mr. Bryan was 
for several years a member of the New 
York Cotton Exchange before joining 
Jefferson Standard Life in 1931. With 
that company he is presently serving as 
first vice president, director and mem- 
ber of the executive and finance com- 
mittees. In Pilot Life he is chairman of 
the board, director and member of the 
executive committee. 
_ Among other connections, Mr. Bryan 
is president of the Jefferson Standard 
Broadcasting Co., owners and operators 
of Radio Station WBT and WBTV, 
Charlotte, N.C. He is a director and 
member of the executive committee Se- 
curity National Bank. Greensboro, N.C. 
He is president of Carolina Apartment 
Hotel Corp., Raleigh. 

Long prominent in Masonic work, Mr. 
Bryan is on the board of governors of 
Shriners Hospital for Crippled Children, 
Greensboro; is Past Potentate, 
Temple, Charlotte and _ president of 
Southeastern Shrine Association. Also a 
member of the Elks, he served with the 
AEF in World War I and is a member 
of the American Legion and V.F.W. 

In ALC, Mr. Bryan is a member of 
the executive committee and the impor- 
tant Joint Committee on Federal In- 
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come Taxation of Life Insurance Com- 
panies and has served as chairman of 
the Financial Section. 

Among his clubs are: 
tional Golf Club, Augusta, Ga., Metro- 
politan Club, Washington, D.C., Mer- 
chants and Manufacturers Club, Greens- 
boro, Sedgefield Ride & Hunt, Greens- 
boro Country Club, Rotary, Charlotte 
City Club, Cat Key Club, Cat Cay, 
Bahamas and member of Sigma Chi 
Fraternity. 


Augusta Na 





sible step through research and mod- 
ernization of plant to keep their costs 
down. Should this effort fail, they will 
of necessity be compelled to cut their 
profit margins which might be disastrous 
for marginal producers. It would seem 
that business in general should continue 
at high levels, but whether they will ex- 
ceed those of this record breaking year 
of 1955 remains to be seen. 

“Our business will continue to prosper 
for a number of reasons,” said Mr. Hub- 
bell. “The most important one is the 
fact that each year we have more and 
better trained agents. The American 
Life Convention has, for many years, 
encouraged the education and _ training 
of agents through its Agency Section. 
At its annual meetings, a day is devoted 
to a program for agency officers. Topics 
on various phases in the development of 
our agency forces are discussed by ex- 
perienced and successful sales managers 
in our business. Frequently outside 
speakers, who have messages of value to 
us, are included on this program.” 

Mr. Hubbell reviewed the activities 
of ALC during the year and told of the 
regional meetings and committee work. 

“We can be exceedingly proud of our 
staff,” he said in closing. “Without ex- 
ception, the members are industrious, 
capable, and loyal to the Convention. 
They carry on the routine work from 
day to day, and always meet emergen- 
cies which arise with speed and skill. I 
wish to express my sincere appreciation 
to all for the assistance which they have 
rendered me on every occasion. All have 
worked most harmoniously with our sis- 
ter organization, the Life Insurance As- 
sociation of America, whose interests 
are the same as ours. 

“This Convention has demonstrated 
through the years that where high prin- 
ciples are involved, the components of 
this great business of ours can unite to 
support them. Our member companies 
present a variation of characteristics. 


Legal Section Stine 


Chicago—Clarence L. Peterson, vice 


president and general counsel, Ohio 
State Life, has been elected chairman 
of the legal section of American Life 


James P. Swift. vice 
counsel, South- 


Convention, and 
president and general 
western Life of Dallas, has been elected 
secretary. A graduate of Notre Dame, 
Mr. Swift has been chairman of the 
Texas Life Convention legislative com- 
mittee. 


Agency Section Officers 
Chicago—Karl Ljung, vice president, 
Jefferson Standard Life, has been 
elected chairman of the agency section 
of ALC. Grant Hill, vice president, 
Northwestern Mutual Life, is the new 
secretary. 





They are of different sizes—large, me- 
dium and small. There are stock compa- 
nies and mutual companies. Some write 
Group insurance and some do not. The 
same applies as to Industrial insurance. 
Many issue policies with accident and 
health benefits, as well as those for hos- 
pite ul, surgical and medical care. Some 
issue a combination of all of these types. 
Our business is fiercely competitive, not 
only in the writing of insurance, but in 
the selection of investments. In spite of 
all of these differences, each company 
recognizes the fact that it is vested with 
a sacred trusteeship to protect and serve 
its policyholders and their beneficiaries. 
Placing this principle above all else, we 
have realized for the past half century 
that in order to conserve the best inter- 
ests of our policyholders, we should join 
together in this great American Life 
Convention. As long as we keep this 
purpose in mind, disregarding individual 
differences and advantages, and work 
for the common good, this Convention 
will grow and prosper.” 
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L. J. Kalmbach Gives Some Blunt 


Opinions on Competitive Situation 


Declaring that there must be continual and critical self-examination of practices 
in the insurance business, but saying also that the business should have every 
desire and determination to adopt ways and means of meeting changing conditions 
and improving its service to the public, Leland J. Kalmbach, president of Massa- 
chusetts Mutual Life, gave blunt opinions to American Life Convention in Chicago 
this week relative to some phases of the competitive situation. He gave reasons 


why he is opposed to variable annuities; why he thinks “cost advertising’ 


’ is over- 


emphasized if carried to the extreme; said special and high minimum amount 
policies present problems difficult to solve; and criticized some phases of Group 


insurance practices. 


Variable Annuities 


Commenting on variable annuities, Mr. 
Kalmbach said: : 

“T am convinced that the high standing 
of our business has been due to a great 
extent to the fact that we have sold 
only guaranteed fixed dollar contracts 
and have lived up to those contracts. 
[| believe strongly that this fine standing 
would be affected adversely over a long 
period of years if- we were to issue 
individual contracts providing for bene- 
fits that vary with the market prices 
of common stocks. 

“IT am sure most of us feel that we 
shall continue to experience the ups and 
downs of business cycles with rather 
wide variations in the cost of living and 
in stock prices. If we do have suc h vari- 
ations I believe it is obvious that the 
income under variable annuities will be 
better or worse than the income under 
fixed dollar annuities, depending upon 
the time of purchase and the period of 
benefit payments. Under single premium 
variable annuities, and variable settle- 
ment options if they too became preva- 
lent, the time of purchase would be an 
especially important factor and, of 
course, the results would be rather dis- 
astrous if purchases were made in a 
period of high stock prices and the 
period of benefit payments were one of 
vreatly reduced stock prices. 

“Also, even though the average ex- 
perience under annual premium variable 
annuities might be satisfactory over a 
long period of years, it is, of course, 
obvious that this would be of no help 
to those individuals whose benefit peri- 
ods fell in adverse times measured by 
the relationship between stock prices 
and the cost of living. Moreover, it is 
evident from the experience of the last 
25 vears that we must expect occasional 
periods when stock prices will remain 
at a more or less stationary level, or will 
actually decrease, while there is at the 
same time an increase in the cost of 
living 

Says Many Have Short Memories 

“Many of our policyholders have short 
memories and forget much that was told 
them at the time of sale, particularly the 
more complicated and technical figures. 
I saw evidence of this recently when one 
of our annuitants wrote to the company 
suggesting that we would no doubt 
want to discontinue annuity payments 
since he had already received income 
totalling the purchase price! That is, of 
course, the reverse of what we usually 
experience, but I think it illustrates very 
well the point that we have to expect 
misunderstandings. Downward variations 
in the income provided by variable an- 
nuity contracts would, in my _ opinion, 
result in severe criticism of the institu- 
tion of life insurance by those annui- 
tants who are dependent wholly or to 
a very great extent upon the varying 
income from such contracts. Despite all 
that has been said about the hardship 
to annuitants under fixed dollar con 
tracts during periods of rising prices, 
the life insurance business has, never 


theless, experienced very little criticism. 
I believe this has been due to the fact 
that an investment in contracts issued 


by life insurance companies has been 
recognized as an investment in guaran- 
teed security, and that there has been 
a clear understanding that such con- 
tracts provide for fixed dollar payments. 


Effect on Field Man 


“I would remind you, too, of the 
possible adverse effects of the variable 
annuity upon the field man. It would 
seem paradoxical to train life insurance 
salesmen on the one hand to sell fixed 
dollar life insurance contracts and on 
the other hand to sell contracts with 


benefits that vary with variations in 
stock prices. The introduction of this 
new concept into the sales procedures of 
our great body of salesmen who have 
been trained in the fixed dollar philoso- 
phy of life insurance might be confusing 
to the point of being dangerous, and I 
think it would reduce their overall effec- 
tiveness. 

“If enabling legislation were passed in 
the various states, it is likely that many 
companies would be organized for the 
main purpose of selling variable annui- 
ties. I believe we would have to expect 
some of the business of such companies 
to be sold by opportunists who might 
well have no great concern about the 
long-term standing of the life insurance 
business with the public, or whether the 
purchaser of a variable annuity has also 
made provision for a minimum fixed 
dollar income. In this connection, I well 
remember some of the tales I was told 
vears ago about the sales presentations, 
based upon the record of certain life 
insurance company stocks, that were 
made by some of the specialists who 
were so successful in selling stock-with- 
policy business when such business was 
thriving in several of our states. 

“In my opinion many variable annuity 
salesmen would indicate that, in the 
course of time, the purchaser could ex- 
pect an increasing income because of 
inflation with resulting increased stock 
prices, since this would be their most 
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LELAND J. KALMBACH 


effective sales presentation. This might 
well result in the impression that infla- 
tion is something fundamentally advan- 
tageous to the purchaser. Therefore, if 
life insurance companies generally were 
to advocate the variable annuity prin- 
ciple, I believe that, contrary to tradi- 
tion, they would be in the position of 
impeding rather than helping the Federal 
Government in its efforts to resist in- 
flationary pressures and to stabilize the 
dollar. 

“T will conclude my views on this 
subject by saying that I am opposed to 
the sale of individual variable annuities 
mainly because of my feeling that the 
chief responsibility of life insurance com- 
panies is to furnish insurance protection, 
and because of my conviction that the 
sale of variable annuities generally 
would, in the long run, interfere with 
the adequate performance of that re- 
sponsibility due to adverse effects on 
both our field representatives and _ the 
standing of our business in the eyes of 
the public.” 


Cost Advertising 


President Kalmbach said another de- 
velopment which may prove detrimental 
to life insurance business if continued 
in an aggressive way, “and which I think 
needs review, is the comparatively 
recent emphasis upon cost appearing in 
national advertising.” On this subject he 
said : 

“It is my feeling that cost advertising, 
if over-emphasized, may well give the 
public the impression that cost is the 
all-important factor in purchasing life 
insurance, and that it is not at all neces- 
sary to have the advice and counsel of 
an experienced life underwriter. Also, 
if this type of advertising is continued 
and is effective, it could well bring about 
the sale of life insurance across the 
counter, or even the formation of life 
insurance companies for the sole purpose 
of selling directly without the service 
of agents. These possible developments 
may at first glance appear rather far- 
fetched, but keep in mind that there has 
already been at least one attempt at 
across-the-counter selling. Also, those 
of us who live in states permitting sav- 
ings bank life insurance know that this 
form of across-the-counter selling would 
increase considerably if life insurance 
companies were to promote vigorously 
the idea that the cost of life insurance 
is the all-important factor. 

“It would appear, however, that, the 
most serious danger of cost advertising 
is that, if carried to extremes, it may 
lessen the importance and prestige 0 
our field representatives in the eyes 0! 
the public, and thus have an adverse 
effect over the years upon the progress 


(Continued on Page 11) 
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Work of Joint Federal Tax Committee 


Chairman Robert L. Hogg Reports on Efforts to Arrive at 
Company Tax Formula; Present Situation and 
Outlook for Next Congress 


Chicago—Efforts of the Joint Commit- 
tee on Federal Income Taxation of Life 
Insurance Companies to work out a 
satisfactory formula with the Special 
Subcommittee of the House Committee 
on Ways and Means were told in detail 
in a report to ALC by the chairman of 
that thirteen-man committee, Robert L. 
Hogg, now senior vice president of the 
Equitable Society. The following sum- 
marizes the matters discussed. 

The Distributed Income Formula 


The distributed income formula of 
1954 was developed under great handi- 
cap. The Special Subcommittee of the 
House Committee on Ways and Means 
had indicated quite forcefully that con- 
tinuation of any flat tax formula would 
not be acceptable. Notwithstanding its 
support of the stop gap 61%4% formula as 
a permanent one, the business was under 
pressure to come forward with an alter- 
native. The result was the distributed 
income formula reported at the 1954 an- 
nual meeting. Although this new for- 
mula was approved by a vast majority 
of the member companies of the three 
organizations, it was vigorously opposed 
by several companies in both stock and 
mutual fields. 

Subcommittee Hearings 

before the Subcommittee 
commenced on December 13 and _ ex- 
tended through December 15, 1954. Ap- 
pearances on behalf of the Joint Com- 
mittee were made by Claris Adams and 
the chairman. There were various other 
appearances by representatives of indi- 
vidual companies. The chairman pointed 
out to the House Subcommittee that the 
proposed distributed income formula 
recommended by the business was in 
reality an alternative developed to meet 
the pega original condemna- 
tion of the 6%% flat tax and that the 
business still supported the 6%% flat 
tax or the equivalent in the form of 
the corporate rate on a reduced amount 
of net investment income. During the 
hearings it seemed that opposition of 
the Subcommittee to the flat tax ap- 
proach materially lessened. A_ report 
was subsequently filed by the Subcom- 
mittee with the full committee and that 
report became the background from 
which the subsequent legislative pro- 
posal arose. 


Hearings 


H. R. 7201 


_ The new Congress, the 84th, took over 
in January. Although the political pic- 
ture changed, the tax matter remained 
largely unaffected. The Committee on 
Ways and Means of the new Congress 
took up practically where its predecessor 
had left off. BdaSed on the hearings in 
the previous Congress, Messrs. Mills 
and Curtis introduced a bill containing 
their ideas of what the permanent for- 
mula should be and this is the proposal 
which became HR 7201, reported by the 

Vays and Means Committee without 
further hearings and unanimously passed 
by the House. 

It is assumed that member companies 
have examined the bill in detail. Conse- 
quently, only the salient features will be 
mentioned as a background for consid- 
eration of what may be ahead of us. 
(a) Stock and mutual companies con- 
tinue to be t: axed on the same basis. (b) 
Investment income, expanded to em- 


brace certain types of income not pres- 
ently covered, continues as the basis of 
gross income. (c) Recognition is given 
to reserve requirements by permitting 
deductions from net investment income. 
(d) Pension plans very largely are put 
on a competitive basis with bank trus- 
teed plans. (e) Special treatment is ac- 
corded income arising from settlement 
options, individual annuities and kindred 
categories to minimize duplicate taxation 
in the hands of individuals. (f) Special 
relief is given to companies in difficulty 
about meeting reserve requirements. (g) 
Accident and Health operations are 
taxed on the same basis as mutual acci- 
dent and health companies. An adverse 
feature was the loss of the 85% dividend 
deduction as to life insurance taxable 
income. It is preserved as to non-life 
insurance income. 


Senate Hearings 


Too much comfort cannot be taken 


from the unanimous passage of the bill 
by the House. Passage was possible, no 
doubt, only because of the action of the 
Treasury in agreeing to its acceptance 
as a one-year stop-gap. One influential 
company, the Acacia, vigorously opposed 
it. When the measure reached the Sen- 
ate, this opposition took on significant 
proportions. The Treasury spokesman 
endorsed or rather acquiesced i in the pro- 
posal on a one-year basis but in such a 
way as to virtually condemn the entire 
principle of the measure. Spokesmen for 
the Acacia restated their opposition. At 
the conclusion of the hearings, a motion 
to report the bill failed by divided vote. 
It is felt, however, that some of the neg- 
ative votes were due to a desire to keep 
from the floor a measure of this kind 
during the closing days of the session. 
There were indications that some of the 
committee members felt that the entire 
question should be canvassed by the Fi- 
nance Committee in a deliberate way 
during the next session. 


The Present Situation 


Failure of passage of HR 7201 presents 
two important matters. (1) What is our 
present income tax position? Techni- 
cally, the 1942 Act applies to 1955 busi- 
ness and would produce $274 million dol- 
lars in taxes as compared to $215 million 
under HR7201, and $189 million under 
The spon- 


the 6%% stop-gap proposal. 
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sors of HR 7201, as well as the Treasury, 
concede that there should be legislation 
to make the 1942 act inapplicable be- 
cause of the unfair burden created by 
the formula. Senator Byrd has indicated 
that the Senate Finance Committee will 


act in time to make the 1942 Law in- 
effective. It may just extend the 6%% 

flat-tax formula for another year. (2) 

What may we anticipate in the way of 
Senate hearings? The spokesman for 
the Treasury before the Senate Finance 
Committee, as well as Secretary Hum- 
phreys himself, stated that the Treasury 
does not like HR/7201 and that the 
Treasury will present at the next session 
of Congress its own proposed formula. 
It has been obvious for a long time that 
the Treasury or at least most Treasury 
technicians advocate the total income 
approach equivalent to the pre-1921 for- 
mula. The Treasury spokesman before 
the Senate Committee also endorsed the 
1950 formula as a more logical one than 
that of 1942. In other words, there 
would be an excess interest industry- 
wide averaging method and this would 
produce $368 million on 1955 businesses. 

Spokesmen for the Acacia advocated 
the excess interest company-by-com- 
pany approach for mutual companies. 
The questions of at least one influential 
member of the Senate Finance Commit- 
tee indicated his support of such an ap- 
proach. During the course of the ques- 
tioning some feeling was expressed that 
the life insurance business was grossly 
undertaxed. 

The present position, therefore, is: (a) 
We must make a strong case for the 
adequacy of the yield provided by 
HR/7201, (b) We must also strongly 
oppose the excess interest concept and, 
more important still, we must meet 
head-on the obvious proposal of the 
Treasury for a total income approach, 
(c) Much preparatory work by the busi- 
ness will have to be done in advance of 
the Senate Hearings to be held early in 
January. (d) Time is going to be a defi 
nite factor. Our deadline will be March 
15. If it becomes evident that the March 
15 deadline is not to be met as to a 
permanent solution, the alternative will 
probably be an extension of the 6%% 
stop-gap or enactment of HR7201 for 
one year. Then the end of the 
will become the deadline for action on 
a permanent formula. 

The declared intention of the Treas 
ury Department to advance a formula of 
its own has resulted in the appointment 
of another Special Subcommittee of the 


sessic mn 


House Ways and Means Committee 
as was done by the previous Eighty 
third Congress. The members of this 


new Subcommittee will be Messrs. Mills 
(chairman), Gregory and Curtis who 
were also members of the previous Sub- 
committee. If the Treasury moves along 
on the schedule which its spokesman in- 
dicated when he testified before the Sen- 
ate Finance Committee, it is possible 
that whatever formula they develop may 
be sent to this special House Ways and 
Means Subcommittee and to the Senate 
Finance Committee some time in ad 
vance of the convening of the next ses- 
sion of Congress. This, therefore, means 
that our own Joint Committee must be 
prepared to respond to both Senate and 
House hearings on short notice. 

It is obvious from this report as well 
as the various bulletins of the three 
component organizations that our com 
mittee has been very much occupied dur 
ing the past year. We have had 13 
separate meetings since the Convention's 
annual meeting last October. In addi 
tion, we have attended formal hearings 
on December 13, 14 and 15 in the 
House and on July 25 in the Senate. 
These formal meetings of our committee 
do not tell the whole story. The work 
by each and every member of our com 
mittee preparatory for formal committee 
meetings has been pi ligious. The chair- 
man deeply appreciates the cooperation 
and assistance of all of his committee 
associates. 
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Oil, Gas Leases Reviewed by A. Steere 


Chicago—Oil and gas leases from the 
viewpoint of an insurance company as 
lessor was discussed before the Legal 
Section on Tuesday by Allen C. Steere, 
second vice president and general coun- 
sel of Lincoln National Life. 

“Today the 20 billion dollar investment 
in the oil and gas industry is exceeded 
only by agriculture and railroads. More 
than 500,000 oil and gas wells produce 
some two billion barrels of oil and six 
trillion cubic feet of gas yearly,” said 
Mr. Steere. “There are more than 400 
refineries, and transportation to refiner- 
ies and markets is accomplished by an 
oil pipeline system of more than 360,000 
miles, a gas pipeline of 225,000 miles, 
100,000 railroad tank cars, 100,000 tank 
trucks, and a great fleet of barges and 
tankers, with a gross tonnage in excess 
of 10 million barrels.” 

The growth and development of the 
oil and gas industry is one of the great 
business romances of our time, he com- 
mented. Informed sources confidently 
expect another 50 years of profitable 
wildcatting. Production has already been 
predicted at depths below 30,000 feet. 

To life insurance companies, the mod- 
ern oil and lease has become one 
of the essential contracts of the business, 
Mr. Steere Although such leases 
have been in existence for many years, 
certain provisions still present problems 
and uncertainties, he added 

A man dealing with oi] and gas leases 


wo: - 
gas 


said. 


Review of Legislation 
By Counsel R. H. Kastner 


Chicago—A record volume of life in- 
surance legislation was considered by 


state legislative bodies and the U. S. 
Congress during 1955, according to a 
report by Ralph H. Kastner, general 
counsel of ALC. Speaking before the 
Legal Section, Mr. Kastner reviewed 
legislative activity state by state and 
highlighted several areas in which life 
insurance companies—and — ultimately, 
their policyholders—could be affected. 


“Carrying out the commitment of our 
trade organizations to help strengthen 
the hand of state supervision and clear 
up doubts as to Federal Trade Commis- 
sion jurisdiction in some areas, strenu 
efforts were made to bring about 
passage in those jurisdictions where 
uch statutes were not to be found on 


ous 


the books,” Mr. Kastner said. During 
1955, six states adopted the Individual 
Accident and Health Policy Provisions 


Law of the National Association of In- 
surance Commissioners, so that 39 states, 
the District of Columbia and the Terri- 
tory of Hawaii are now included in that 
category. 

Ten additional states adopted all or 
part of the National Association of In- 
surance Commissioners’ All-Industry 
Fair Practices Act during 1955, bringing 
to 38 states and Hawaii those with such 
legislation on their books. The third 
NAIC Uniform Act, the Unauthorized 
Insurers Service of Process Act was 
passed in 10 states and Hawaii, so that 
this law is now found in 38 states as 
well as Hawaii, although the law in two 
of such states is not the model act. 

The variable annuity “came onto the 
legislative scene with a loud bang” this 
year, Mr. Kastner said. Recalling that 
Governor Dewey last vear vetoed legis- 
lation that would have enabled the cre- 
ation of one variable annuity company 
in New York State, Mr. Kastner re 
ported that similar legislation was intro- 
duced again this year in New York. 
Laws have also been introduced in 
Texas, New Jersey, New Hampshire and 
Maryland. A variable annuity company 
was organized in the District of Colum 
bia in the absence of permissive and 
prohibitive laws there. “Considerable 
diversity of opinion exists with regard 
to this coverage,” Mr. Kastner com- 
mented, 


should visit one of the oil fields, talk 
with landowners, engineers, lease brok- 
ers, geologists and drillers, Mr. Steere 
said. He should visit with major oil 
companies and the independent operators 
in the field. “It is my belief,” he said, 
“that insurance lawyers should go to the 
producing areas and become familiar 


with local conditions. I think there has 
been a tendency upon the part of many 
of us to sign leases without adequate 
background. We have relied on the oil 
lawyer to draw the contracts. I have 
the feeling that he has looked after his 
client, The question is, have we done as 
good a job for our own?” 

Many factors must be considered in 
the development of a comprehensive 
leasing policy, particularly where the 
corporate lessor may be dealing in sev- 
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eral states. The first thing is to become 
familiar with local customs and prac 
tices. Next, it must be understood tha 
no leasing policy can be inflexible. There 
is no right approach which can be used 
in all situations. In some instances jt 
would be to ithe lessor’s advantage to 
insist on early development of the land 
through drilling obligations, and the 
trade should be for royalty. In other 
situations the best trade is for bonuses. 
In a third case, the lessor might have 
been better off if no attempt had been 
made to develop the land and delay rep. 
tals had been paid indefinitely. Genera] 
economic factors must also be taken 
into account such as the demand for 
crude oil and its price. All of these 
should affect leasing policy. In some 
instances drilling should be encouraged: 
in others, drilling might take place inde. 
pendently of any action taken by the 
particular lessor. i 


Federal Civil Procedure 
Viewed by Hugh Campbell 


Chicago—The new Federal Rules of 
Civil Procedure, adopted in 1938 and 
amended in 1946 and 1948 has been 
generally acknowledged a success by the 
Bench and the Bar, said Hugh S. ‘Camp- 
bell, secretary and counsel, Phoenix Mu- 
tual Life. Speaking before the Legal 
Section, Mr. Campbell declared that “the 
original misgivings on the part of many 
lawyers when they were first adopted 
have tended to disappear with the years. 

“I think it is safe to say that today 
lawyers who have occasion to work with 
them on a daily basis are general“y very 
well satisfied with their operation. Noi 
even their strongest advocate c'aims per- 
fection for them, but only the bitterest 
critic denies that they represent a great 
improvement over the rules and practice 
they supplanted,’ Mr. Campbell said. 

“Perhaps the chief criticism leveled at 
the Deposition and Discovery Rules to- 
day falls under two heads. First, that 
they permit unscrupulous attorneys to 
coach a witness to conform his story 
to fit the case when an earlier state- 
ment which has been taken from him 
by opposing counsel is required to be 
produced under the deposition-discovery 
procedures allowed by the rules. Second, 
that in the ‘big case,’ i.e., antitrust suits, 
their use has tended to be both burden- 
some and enormously expensive. 

“In the ‘average’ case with which most 
of us are familiar I think that an im- 
partial survey would account their use 
a success and a distinct contribution 
toward improvement in the administra- 
tion of justice.” 

Mr. Campbell traced the discovery 
procedure from pre-Hickman years to 
the present, reviewing at considerable 
length the history of the Hickman case 
itself (Hickman v. Taylor, 329 U.S. 495) 
in which the Supreme Court developed 
the “work product” doctrine. The “work 
product” of an attorney, as defined by 
the Supreme Court, consists only of im- 
pressions, observations and _ opinions 
which he has recorded and transferred 
to his file. On that basis, the opposing 
counsel is generally precluded from ob- 
taining the benefit of the attorneys 
“work product” through discovery pro- 
cedures. In conclusion, Mr, Campbell 
pointed out that the attorney-client privi- 
lege is still recognized where its techni- 
cal requirements are met: the “work 
product” rule has been sandpapered to 
tissue thinness and the elimination ol 
the “good cause” requirement would 
puncture the fabric. 





On Executive Committee 

Chicago—Elected to ALC’s executive 
committee were: 

Rolland FE. Irish, 
Mutual Life, Portland, 
Stewart, president, West E 
San Francisco; Howard S._ Wilson, 
president, Bankers Life, Lincoln, Neb, 
and R. J. Wetterlund, chairman, Wash- 
ington National, Evanston, III. 


president, Union 
Me.; Harry. J. 
Coast Lite, 
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WHY THE Architect NEEDS A LIFE INSURANCE SPECIALIST 


It’s evident that architecture continues to echo the character 
of its time. The very simplicity of the modern home or 
industrial plant is proof enough that the architect is meeting 
today’s more utilitarian demands without sacrificing beauty 
of design. 

This desire for utility is not isolated to just one area of 
specialization. The architect himself recognizes the need for 
functional, flexible life insurance. Primarily, he wants to 
guarantee financial protection for his family. But he also 
wants to guarantee security for himself. So he seeks an 
experienced life underwriter—an informed underwriter. He 
knows he can’t build an adequate life insurance estate today 
with yesterday’s blueprints. That’s one good reason why so 
many architects, as well as individuals in other fields, turn 
to the man who represents The Union Central Life Insur- 
ance Company. 

The Union Central underwriter is truly a life insurance 
specialist—one of the most thoroughly trained and equipped 
specialists in his field. As a career underwriter, he recog- 
nizes the responsibilities he has to the members of his com- 


munity, and alerts himself to their fluctuating needs and 
wants. More important, he knows how to meet the indi- 
vidual's specific needs and wants. In fact, he has the capacity 
to diagnose a wide range of personal financial problems as 
diversified and complex as the circumstances in which they 
occur. And he has the up-to-the-minute answers, too—a 
folio of policies issued from birth to age 70, designed to meet 
every human need. 

Yes, the Union Central underwriter has the special skills 
and insight it takes to plan sound, intelligent protection for 
every individual. Moreover, continuous Home Office re- 
search and planning provide him with new ways to meet the 
changing needs of his policyholders. Good reasons to know 
the man who represents The Union Central—the man who 
can design a plan to meet your particular life insurance 
needs and wants. 


THE UNION CENTRAL LIFE INSURANCE COMPANY 
CINCINNATI 


This advertisement, adapted from a prospecting brochure designed specifically for this field, is just one example of many way; 


The Union Central supports its underwriters with specialized promotional material to fit every type of life insurance marke. 
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Problems in Rapid Growth of 
A. & H. Told by E. J. Faulkner 


Chicago—‘Accident and health insur- 
ance is as necessary to safeguard against 
loss of earning capacity through disabil- 
ity as life insurance is to protect against 
hazards of dying too soon or 
living too long,” declared E. J. Faulkner, 
president of Woodmen Accident & Life 


financial 


Co., Lincoln, Neb., to the Agency Sec- 
tion of ATA;. 

Life insurers have been changing 
their one-time attitude of disdain for 


accident and health insurance, particu- 
larly since the end of World War II, 
until now “some 70% of accident and 


health premiums is written by life com- 
panies or the affiliates of life compa- 
nies,” Mr. Faulkner said. “Since the un- 
wanted youngster that pushed its way 
in has now been accepted as a proper 
and respectable member of the clan, it 
is important that we in life insurance 
thoroughly understand not only those 
characteristics of the new partner that 
entitles it to a place at the family board, 
but those traits that make it different 
from life insurance.” 
From an actuarial standpoint, accident 
and health insurance is volatile when 
compared with life insurance “because 
illness is often subjective, in contrast to 
the objective fact of death. In addition, 
there is the peculiar effect of the eco 
nomic cycle. It is almost axiomatic in 
accident and health insurance that losses 
will vary inversely with the general 
business level.” In periods of economic 
distress, the insured has a lowered in 
centive, sometimes no incentive, to ter 


minate the disability. 
Rising Costs Factor 
Beyond these hazards there is_ the 
trend which has continued since World 


War Il, hospital costs have risen “at a 
rate of 1% a month.” One reason is that 
hospitals have been faced with rising 
costs everywhere, particularly in pay- 
roll. With the continued improvement 
in medical techniques and discoveries, 
there has been an increase in hospital 
utilization at considerable outlay in 
terms of health care costs. However, “to 
some degree rising hospital utilization 
has been offset by shorter average hos 
pital confinement.” 

Another characteristic of accident and 
health insurance to which life insurers 
must become accustomed, is the inability 
to achieve perfection in insuring all of 
the costs arising from disability and all 
of the risks who seek insurance. “Insur- 
ance is most effective when its objective 
is reimbursement of the large, unex- 
pected and crippling loss,” continued 
Mr. Faulkner, as he went on to point 
out the problem of educating a public to 
recognize this fact, a public which to a 
large degree is conditioned by the “pre 
occupation of the service plans_ with 
paying the first dollar of expense.” How- 
ever, the business is making headway 
in this public relations problem and 
even the service plans are beginning to 
see the validity and value of the de- 
ductible. 

Two other attributes of 
health insurance that require sympa 
thetic understanding by the life insur 
ance partner are the relatively high cost 
of acquisition, and the lapse ratio. But 
these will improve when the growing 
adolescent has become a settled member 
of the insurance community. 

Mr. Faulkner went on to point out 
some of the current problems by saying, 
“We detect growing pains at the com 


accident and 


pany level, at the level of state regu 
lation, and most recently, some rather 
severe growing pains emanating from 


the general area of Washington, D. C. 
On the company level, there is'!concern 
over the possible end result of ‘cut- 
throat rate cutting, especially in Group 
insurance.’ And in addition, we have 
sometimes closed our eyes to proved 
agency precepts in order to expand 
rapidly in the hope of capturing a larger 
share of the market.” 
Problems in Regulation 

In the field of state regulation, “the 
industry is still plagued with too great 
a diversity of statute requirement and 
administrative ruling among the various 
states. We detect signs of incipient con- 
trol of premium rates, a development 
that nearly all of us hold not to be in 
the public interest.” 

Basically, accident and health men 
believe in state regulation, and the trou- 
bles on the state level are minor com- 
pared to those “developments at both 
ends of Pennsylvania Avenue.” Specifi- 
cally, there are proposed expansions to 
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Group Specialist in Labor Union Field Available 


What Home Office Group Executive needs an assistant with I5 years’ 
experience in the group, life and A. & H. fields? | was recently right-hand 
man to V.P. of group department, Eastern company. Age 46. Immediately 
available. Have traveled extensively, dealing with labor unions. Compensa- 
tion open. Address Box 2350, The Eastern Underwriter, 93 Nassau Street, 








Social Security, proposals for a Federal 
Health Reinsurance Fund, and the ac- 
tion of the FTC in the advertising prac- 
tices of accident and health companies. 
Mr. Faulkner pointed out the position 
of accident and health insurance as a 
full partner of the life insurance indus- 
try, and that “governmental encroach- 
ment on its field of service, restrictive 
legislation hampering its ability to ex- 
periment with and devise new proce- 
dures and contracts, or rate regulation 
that hamstrings wholesome competition 
and experimentation are all susceptible 
of equal application to life insurance.” 
In answer to some of these problems 
Mr. Faulkner pointed out the efforts 
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now being made to get effective inter- 
company cooperation through the Join; 
Committee on Health Insurance; to the 
cooperation with National Association 
of Insurance Commissioners to assure 
sound, adequate, and not unduly restric- 
tive regulation, especially to its leader- 
ship in the solution of problems arising 
out of the interest of the FTC in accj. 
dent and health insurance. While urging 
cooperation with the Federal Govern. 
ment in the problems of advertisino 
investigations and in setting up a health 
program for Federal employes, Mr 
Faulkner said, “with such growing pains 
as the proposed amendments to the 
Social Security system and the compul- 
sory cash sickness plan for the District 
of Columbia, it is probably that the only 
honest, tenable position the business can 
take is one of forthright and vigorous 
opposition,” 

_Calling for accident and health and 
life insurance to work together as part- 
ners to answer the challenge to prove 
their capacity, Mr. Faulkner concluded, 
“no one who knows the genius of our 
private enterprise system as expressed 
through voluntary insurance can douhi 
that this business can meet the chal- 
lenge successfully.” 





ALC Meeting 
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olds did in helping build ALC and how 
his wife aided him, especially in_ the 
early days of the association. 


Medical Research Fund 


At a luncheon Thursday celebrating 
tenth anniversary of the Life Insurance 
Medical Research Fund, Chairman M. 
Albert Linton of the Fund’s board and 
also chairman of Provident Mutual Life, 
announced that in this decade the Fund 
has given more than $7,000,000 for heart 
research. This is the largest contribu- 
tion made by any _business-sponsored 
agency for study of the heart and cir- 
culatory diseases. Other speakers at the 
luncheon included Dr. Alan Gregg, vice 
president Rockefeller Foundation, and 
Dr. Francis R. Dieuaide, scientific di- 
rector of the Fund. 





Oliver P. Bennett Named 


Commissioner for Iowa 


Des Moines—Governor Leo Hoegh has 
appointed Oliver P. Bennett, 73, an at- 
torney of Mapleton, Ia., as Insurance 
Commissioner succeeding the late Charles 
R. Fischer who died September 8. Ap- 
pointment is for rest of Fischer's four- 
year term which started last July 1 and 
must be confirmed by 1957 legislature. 

Mr. Bennett graduated from Drake 
Law College, Des Moines, in 1915 ané 
shortly thereafter served with New York 
Life real estate and loan division. He 
was Monona County attorney 1925 to 
1929, state senator 1929 to 1934. He has 
extensive farming operations in Monona 
and Woodbury Counties. He served i 
both World War I and II, was_ judge 
advocate of JIowa_ Selective | Service 
3oard and retired as colonel in lows 
National Guard in 1952. He is marriec, 
has one daughter and three sons. 
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Munson on Deferred Commissions lax 


Chicago—“The agents are somewhat in 
the position of the cobbler whose chil- 
dren are barefoot, since they devote 
much 
the estates of others but have no real 
satisfactory solution for their own prob- 
Newell C. Munson, general coun- 
told the Legal 


lems,” 
sel of Indianapolis Life, 
Section. 

Mr. Munson’s address on “Tax Aspects 
of Agents’ Deferred Commissions” dealt 
which has vexed the 


with a problem 


legal minds of the business for some 
time, and the answer is not yet 
because the Regulations under the 1954 


Act have not been promulgated 


clear 


Revenue 
by Congress. The problem arises be- 
cause the agent receives his commissions 
over a ten year period, generally, con 
tingent upon the continuation of pay- 
ment of premiums by the policyholder. 


If the agent retires to collect thes« 
earnings, certain tax consequences fol 
low, but “the alteration of these tax 


consequences by the death of the agent 
taxpayer has resulted in a variety of 
treatments, some patently unjust, and a 


variety of remedial legislation, with ac- 
companying Regulations.” Mr. Munson 
went further to say that since “there 


insurance as we know 
it without the agent, the companies 
should give sincere thought to their 
problems in this field, not only from the 
standpoint of taxation, but for the pur- 
pose of providing economic stability and 
security as well.” 

Until 1934, deferred commissions be- 
came a part of the decendent’s estate 
on the basis of value attributed to the 
claimant and paid no income tax at all, 
but Congress thought that loophole in 
the income tax structure ought to be 
closed and provision was made to tax 
deferred payments as “accrued income.” 
Then a series of court cases tried to 
define the term “accrued income” and 


would be no life 


time to the orderly planning of 


the matter was handled by the 1942 
Revenue Act making such payments tax- 
able as part of the gross income of the 
person receiving such amounts. This 
means that the actual amount received 
by the widow will be affected by her 
other forms of income. In addition, the 
taxes will be very heavy in the early 
years when the deceased agent has the 
greater number of policies in effect. 

There are two problems involved here. 
First, there is no question about includ- 
ing an agent’s renewal account in his 
estate for estate tax purposes, but the 
problem is finding an adequate formula 
for arriving at this value. The renewals 
may continue or they may stop if the 
policyholder cancels the policy. The 
other matter of “the taxation of renewals 
after death as income is a great deal 
more important to the average agent, 
since in a great majority of cases there 
will be no estate tax.’ 

The problem here is to level the 
amounts payable to the widow or other 
heirs, and several agents have made 
agreements with their companies to 
place such income due in a fund to be 
paid at a given rate, say $500 per month, 
for 108 months and to receive any re- 
maining balance at the end of that time. 
If, for example, the payments into the 
fund during the early years total far 
in excess of $500 per month, is the tax 
to be paid on the basis of “constructive 
receipt of the actual renewals or is the 
Contract amendment effective to level 
income for tax purposes, as well as alter 
actual payments to the widow?” 

Mr. Munson stated his belief that the 
principle of the Oates case, a similar 
method being used to level payments to 
an agent retiring, applied in the case he 
had under consideration, saying, “the 
desirability of leveling income of ‘the 
renewal commission type for the benefit 
either of a taxpayer at retirement, or his 
family after his death, is obvious as a 
personally considered economic plan, 
and certainly should not be primarily 
considered as a ‘devise’ for tax evasion.” 
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Some Uses of Autopsies 


Seen by E. W. Furnans, Jr. 
Chicago—Ernest W. Furnans, Jr., as- 
sistant counsel, Massachusetts Mutual 
Life, delivered a paper on the function 
of the autopsy in the payment of death 
claims to the Legal Section. 

Mr. Furnans began by defining the 
position of the home office counsel by 
stating that when he is involved in mak- 
ing the proper payment for death claims, 
he has the dual responsibility of making 
speedy approval of all just claims and 
yet he must refrain from paying ques- 
tionable or suspicious claims. The prob- 
lems arise when the facts point as 
strongly to death from natural causes 
as to death by accidental causes, or 
where the facts point as strongly to 
suicide as to death by accidental means. 
It is in these situations that autopsy 
may supply the missing link in the facts 
so the counsel can make an intelligent 
decision. 

When Autopsy Is Useful 


There are many instances in which 
“the cause of death leaves a scar which 
a trained pathologist or toxicologist may 
be able to discover through an autopsy 
and the miscroscopic and chemical ex- 
amination of tissue. That which seems 
to indicate a suicidal death may be 
proven through autopsy to be a natural 
death or an accidental death. 

“Another use of the autopsy for dis- 
covering facts lies in the field of mis- 
representation, as ‘the trained patholo- 
gist, from an examination of the vital 
organs, can give at least an approxima- 
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tion of the duration of an existing dis- 
ease which, when tied in with other fac- 
tors, may prove that a misrepresentation 
has been made in connection with the 
issue of the policy.” 

Giving several examples of modern 
autopsy techniques Mr. Furnans went on 
to point out that although autopsies can 
be helpful, counsel should not consider 
them conclusive in all cases. “Differ- 
ences of opinion by physicians as to ulti- 
mate conclusions can and do develop and 
in such instances a jury question is 
presented.” 

Having presented the case for the use 
of autopsy, Mr. Furnans went on to dis- 
cuss the legal right to an autopsy. In 
England and the United States today, 
“it is felt that there is a quasi-property 
right in the surviving spouse or next of 
kin arising out of the duty to take care 
of burial ‘and includes the right to cus- 
tody and possession of the body for 
burial as well as the right to have it 
remain in its final resting place. 

“Tt is for this reason that the per- 
formance of an autopsy without consent 

. gives rise to a right of action for 
damages. However, when the best 
interests of society require, an official 
autopsy may be performed without such 
consent by an authorized representative 
of the state. This exception arises as 
essential to ‘the protection of health and 
the discovery of crime.” 

The right of autopsy written into a 
policy, barring any statute to the con- 
trary, “is valid and if seasonably and 
reasonably requested. The granting 
thereof becomes a condition precedent 
to the beneficiary’s recovery.” 
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L. J. Kalmbach 


(Continued from Page 4) 


of our business and, in turn, upon our 
service to the public.” 

Special Policies 
The next subject discussed by Mr. 
Kalmbach was special policies, “usually 
on one of the continuous Life plans, 
and of different premium schedules ap- 
plicable to all Life and Endowment plans 
meeting certain minimum qualifications 
js to amount.” Continuing he said: 
“A Jower than normal net cost would 
appear to be justified for special policies 
on which there are savings from lower 
commission rates. However, serious 
questions of an equitable and practical 
nature confront us if the net cost under 
policies on a single plan is favored by 
reason either of the imposition of a high 
minimum amount or of more severe 
underwriting rules, or of both. If, for 
example, an individual purchasing a 
large amount of insurance and satisfy- 
ing rigid selection requirements is grant- 
ed concessions in cost on any single 
plan of insurance, it seems to me to be 
illogical to refuse similar concessions 
to another equally insurable individual 
applying for the same amount but on a 
diferent plan. 


Some Startled by N. Y. Department 
Ruling 


“In view of the attitude of the New 
York Insurance Department, as gener- 
ally understood, most of us were prob- 
ably somewhat startled by the ruling of 
the Department permitting gradations 
in premiums according to policy size, 
provided the arrangement is applied to 
all plans of insurance. There is, of 
course, no doubt that overhead expenses 
per $1,000 of insurance are reduced with 
an increase in the average size of policy. 
It should be kept in mind, however, 
that if our companies go too far in 
reflecting unit overhead expenses in the 
cost of insurance, we shall end up with 
a burdensome proportion of overhead 
expenses being charged to policyholders 
buying small amounts of life insurance. 
This would result in the necessity of 
having to charge such high premiums 
for small policies that our service to the 
public in this area would be materially 
limited. : 

“Admittedly, special and high mini- 
mum amount policies present problems 
which are difficult to solve satisfactorily. 
I strongly urge that, in trying to solve 
these problems, we continue to keep in 
mind the importance of maintaining the 
greatest possible equity among our dif- 
terent classes of policyholders, but at 
the same time that we continue to recog- 
nize our important responsibility for 
conducting our business in such a man- 
ner that we are able to fulfill our social 
obligation of insuring the public upon 
a broad and adequate basis.” 


Group Insurance 


Discussing Group insurance present 
day operations Mr. Kalmbach said some 
phases of this “should give management 
Cause for thought and which I consider 
worth discussing for a few minutes.” He 
continued : 

Pi: the Group market we encounter 
Jerce competition to which we find noth- 
ing comparable in our Ordinary opera- 
tions. Competition is, of course, good 
tor all of us, but I believe it is ques- 
tionable whether the extreme competi- 
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tion which we find in the Group field 
adds anything at all to the prestige and 
dignity of our business. 


“It was the original concept that 
Group insurance would be issued only 
on the employes of one employer and 
only for modest amounts. We have gone 
well beyond that concept and seemingly 
we are continually going farther afield. 
We are, for example, granting Group 
coverage on employes of associations of 
employers, and in some instances the 
employers are not even in the same in- 
dustry. 


Liberalization of Schedules 


“There has also been a gradual liber- 
alization of schedules of limits, and on 
occasions these schedules are liberalized 
further to meet competition. There are 
groups outstanding under which as much 
as $300,000 of Group life insurance is in 
force on individual lives. Also, it is not 
uncommon for large amounts to be is- 
sued under groups involving small num- 
bers of lives through the process of 
superimposing, or the writing of separate 
Group contracts by two or more com- 
panies. For example, I understand there 
is one case involving 26 attorneys under 
which the Group coverage is $100,000 on 
each life. 

“Recently, there has been a tendency 
toward the writing of large Group cases 
directly, without payment of commis- 
sions to agents. There were many rea- 
sons for this procedure on the Group 
case covering Federal employes, al- 
though, even there, the service rendered 
by life insurance agents was given some 
recognition. If the elimination of com- 
missions should be extended to other 
types of cases, the reaction of our field 
representatives could be most unsatis- 
factory and, in my opinion, justifiably 
so. 

“Tt seems to me that Group insurance 
practices such as these have serious im- 
plications. It is certainly true that Group 
insurance has been a very effective 
means of broadening insurance coverage. 
In fact, the expansion of Group insur- 
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ance business in recent years represents 
a truly remarkable record. I do believe, 
however, that in certain areas we are 
going farther than necessary, and that 
our (Group operations are very definitely 
encroaching on the Ordinary market. I 
am convinced that Group-writing com- 
panies can continue to grow at a favor- 
able rate, and continue to render very 
effective and extensive service to the 
public without following practices similar 
to those which I have mentioned. 

“T do not contend that all of the prac- 
tices which I have mentioned are un- 
sound, but I feel that management should 
consider seriously whether it is advisable 
to follow Group insurance practices 
which over a long period of years will 
reduce the Ordinary market in some 
areas, will reduce possible commission 
income to our agents, and will make the 
life insurance business less attractive to 
present and prospective agents.” 


Debit Agent a Potent Factor 


Among some other views given by Mr. 
Kalmbach were these: 

The farm market is a good one for 
life insurance agents and should be more 
intently penetrated; the time is not in 
sight when the debit operation in life 
insurance production will not be vitally 
important because the debit agent is a 
potent factor in the life insurance busi- 
ness especially as millions of wage earn- 
ers make most of their purchases on the 
installment plan; and that one of the 
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reasons for the rapid growth of smaller 
life companies is their intensive cultiva- 
tion of local area. 

Mr. Kalmbach said that the emphasis 
companies are placing on training and 
supervision explains to a great’ extent 
why the companies have been able to 
retain such a large number of high 
caliber men in recent years. He highly 
praised training courses, training schools 
and high type sales aids. He praised 
Institute of Life Insurance, American 
College of Life Underwriters, LUTC 
program, National Association of Life 
Underwriters and the life insurance mar- 
keting schools. All have contributed in 
helping companies set higher recruiting 
standards and having a target of higher 
minimum levels of performance. 


Lincoln National Opens 
New Regional Group Office 


The opening of a new regional Group 
office in South Bend, Indiana, and the 
appointment of Samuel 'M. Sharp as re- 
gional Group manager of Lincoln Na- 
tional Life for northwestern Indiana 
and western Michigan have been an- 
nounced by Thomas A. Watson, second 


- vice president and Group sales manager. 


The South Bend Group office headed 
by Mr. Sharp will be located with the 
O. Frank Helvie Agency at 624 Sher- 
land Building until completion of new 
quarters at 622 N. Michigan Avenue in 
South Bend. It will provide Group insur- 
ance service for Lincoln National Life 
agents and brokers as well as admin- 
istrative assistance to the company’s 
Group policyholders in the area. 

Mr. Sharp joined Lincoln National 
Life in 1951. After a comprehensive 
home office training program including 
considerable field work in the production 
and service of Group insurance, he was 
appointed regional Group manager at 
Omaha. In 1953 he was transferred to 
Cleveland as regional Group manager 
of the Cleveland Group office. For the 


past year the has been agency super- 
visor of the Dennis Radford Agency, 
representing Lincoln National Life in 


Omaha. 

He is a graduate with honors of In- 
diana University, has completed the Pur- 
due University Life Insurance Marketing 
Institute course, and the Life Under- 
writer Training Council course. 





Fidelity Mutual Increases 


° ice ‘ 
Policy Limits, Retention 
The Fidelity Mutual Life at its Lead- 
ers Convention in Atlantic City this 
week announced that it is increasing its 
maximum limit retention on standard 
risks from $100,000 to $150,000. It is also 
increasing its limits on single premium 
life, single premium annuities and an- 
nual premium retirement annuities. Also, 
the company is broadening its term rid- 
ers, including both decreasing and tevel 
term rider plans. This means larger 
income on family income riders and a 
wider range of term periods for level 
term rider plans. 
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Canada’s NHA Mortgages 
Discussed by T. R. Walsh 


Chicago—Mortgage investment oppor- 


tunities exist in Canada for U. S. life 
insurance companies under the National 
Housing Act of 1954 of Canada, accord- 
ing to T. R, Walsh, assistant secretary 
and legal officer, Canada Life. Speaking 
before the Legal Section, Mr. Walsh said 
that the similarities between the Canadi- 
an legis!ation and comparable U. S. laws 
are “very extensive.” 

The cost of insurance under the Cana- 
dian law is borne by the borrower and 
insurance is “part and parcel of all loans 
under the Act.” There is free transfer- 
ability of insured loans, but the insurance 
is continued only if and while the loan is 
serviced by an approved lender. 

“The Act includes provisions relating 
to co-operative housing projects, home 
improvement and extension loans, low 
rental housing projects, multiple family 
dwellings, land assembly and so forth,” 
Mr. Walsh said. “Basically the scheme 
of the Act is that the Government of 
Canada insures mortgage loans made by 
approved lenders. ‘Lender’ means a loan, 
insurance, trust or other company or 
corporation, trustee of trust funds, build- 
ing society, credit union or other co- 
operative credit society authorized to 
lend money on the security of real or 
immovable property, and a bank; and 
an ‘approved lender’ means a lender ap- 
proved by the Governor in Council for 
the purpose of making loans under the 
Vet” 

Where the mortgagor defaults, Mr. 
Walsh explained, the approved lender 
may claim against the Central Mortgage 
and Housing Corp. after acquiring ‘title 
by foreclosure or otherwise, and convey 
title to the corporation clear of encum- 
brance except as provided in the regula- 
tions. The property must be vacant or 
occupied by a person other than the 
owner or person related by blood. or 
marriage to the owner, and subject to 





the condition that the unexpired term of 

the lease shall not exceed one year, 
Sees NHA’s Expansion 

Commenting on the difference between 
the Canadian NHA loans and United 
States Section 203 FHA loans, Mr. 
Walsh pointed out that NHA insurance 
is confined to loans on new construction, 
while FHA insurance extends also to 
existing construction. 

“I would hazard the personal opinion 
that the time is not too distant when the 
National Housing Act (of Canada) will 
be amended to provide insurance on 
loans on existing housing,” he said. 

The present maximum interest rate on 
NHA loans is 54%, contrasted with a 
present rate of 44%4% on FHA loans. 

“As to the amortization period under 
NHA, the general rule is at least 25 
years and not more than 30 years. The 
borrower may request a period of less 
than 25 years but the period cannot be 
less than 15 years except on specific 
approval of the Central Mortgage and 
Housing Corp. Under FHA the maxi- 
mum period is 30 years, or three-quar- 
ters of the remaining economic life of 
the property with terms of 10, 15, or 
25 years readily available,’ Mr. Walsh 
said. 

“Under both NHA and FHA, principal 
and interest are payable by monthly 
instalments. Under NHA the borrower 
makes monthly payments to be accumu- 
lated for payment of tax at due-date. 
There is a minimum interest allowance 
at 2% on minimum monthly credit bal- 
ances and a charge at the mortgage rate 
on debit balances.” 

The insurance fee under NHA is 2%. 
If insured only on completion the lender 
is entitled to retain 144 of 1%. It is 
charged to the mortgage advances at the 
time of each advance and paid to Cen- 
tral Mortgage and Housing Corp, pro- 
gressively, or not later than with the 
application for the insurance policy. The 
insurance fee under FHA is % of 1% 
of the balance of the loan and it is 
payable by the mortgagor annually in 
advance. 

Mr. Walsh pointed out that American 
life insurance companies will find differ- 
ences in the laws applicable in each of 
the Canadian Provinces, since jurisdic- 


State Control Better for 
Public, Says Supt. Leggett 


Chicago—Under a Federal system of 
life insurance regulation, the individual 
citizen—the policyholder—would find it 
more difficult to personally bring his 
problem to the attention of the chief 
regulatory official, C. Lawrence Leggett, 
Superintendent of Insurance of Missouri 
and president of National Association of 
Commissioners, told ALC. 
With the existing system of state super- 
vision the office of the commissioner, 
superintendent or director of insurance 
is always open to the public, Mr. Leg- 
gett said. 

“The policyholder can come into that 
office, be heard and, if possible, be 
helped,” he declared. “The distances in- 
volved make it impossible for him to go 
to Washington, or some district office, 
to present his problem and obtain the 
help he needs.” 

Federal agencies tend to become im- 
personal, Mr. Leggett added. Removed 
geographically and by administrative or- 
ganization from close contact with the 
public to be served, response to the 
wishes and the needs of the citizen is 
sometimes sluggish. 

“State insurance departments, on the 
other hand, are close to the people they 
serve geographically, and whether the 
state regulatory official is elected or ap- 
pointed, he is peculiarly subject to the 
will of the citizens of his state. 

“Tt is my personal and honest convic- 
tion that the needs of the insuring pub- 
lic can best be served by continued 
supervision of the insuring industry by 
the several states, without the interven- 
tion of the Federal Government,” Mr. 
Leggett said. 





Insurance 





tion in matters affecting property and 
civil rights rests in the Province. How- 
ever, he added, these variations in ap- 
proach are not so substantial as to pre- 
sent a serious obstacle for an American 
company interested in making mortgage 
investments in Canada. 





Well Known 


eM Keesport, Pa. is well known for 
the manufacture of steel pipe and tubing. 
The Baltimore Life Insurance Company 








Surrounded by bitu- 
minous coal and gas 
field areas, McKees- 
port, Pa., is the site 
of many important 
industrial companies. 
* bg * 
Baltimore Life serves 
McKeesport and 
vicinity through its 
McKeesport District 
Office at 145 Fifth 
Ave. 


Photograph by A. Aubrey Bodine 


is well known, too, for the diversity of 


The Baltimore Life Insurance Company . 1s: 


its plans. Just as important is the ability 
of BLL agents to analyze and serve needs. 
We are proud of our loyal agency family. 
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Brower Views Public Relations 


Chicago—“The modern theory of Pub- 
lic Relations teaches that we should al- 
ways conduct our activities as though 
we did live in a goldfish bowl, whether 
people appear to be watching or not,’ 
Horace W. Brower, president of Occi- 
dental Life of California asserted in his 
address to ALC. 

Mr. Brower took the position that “the 
practice of good public relations is like 
4 fire prevention crew and not like a 
fre fighting crew.” He pointed out the 
tremendous strides that the industry has 
made in this direction, the powerful in- 
fuence of the Institute of Life Insur- 
ance, and the general agreement on the 
basic propaenares about public relations 
among the companies. However, speak- 


ing as the president of a stock company, 


he said that there were at least two 
practices which gave him an uneasy feel- 
ing when he thought in terms of future 





public elations. The first was his feel- 
ing about one of the sales methods com- 
monly in use, the feeling “that in our 
sales methods we are spending too much 
time and misguided zeal trying to mini- 
mize the cost of life insurance and its 
related service and too little time and in- 
genuity trying to maximize their need 
and value.” He referred to the method 
of selling insurance on the basis of net 
cost, that is, “the old 20-year so-called 
paid, less 


1 


net cost figures—premiums 
dividends if participating, less cash 
value.” 


Mr. Brower pointed out that this cost 
projection is true if the man does not 
die, if the dividend scale is maintained, 
and if the policyholder surrenders the 
policy at the exact time shown in the 
illustration used to sell him the policy. 
Admitting that these contingencies are 
presented to the prospective buyer, Mr. 
Brower pointed out the long range pub- 
lic relations problem if the projection 
does not hold up and the buyer feels he 
has been rooked. “What illustrated net 
cost figure of today will be best tomor- 
row and also hest when history has re- 
placed projection ?” 


Its Long Range Public Relations 


Mr. Brower went on to say that he 
was thinking not only of life insurance 
as a business with a hundred years be- 
hind it but as one which looks ahead at 
least a hundred years. “In this happy 
time of new low rates I wonder if we’re 
tegetting what happens when rates and 
costs go the other way and if we’re not 
forgetting that they may do so not once 
but several times in the next hundred 
years.” Mr. Brower said that insurance 
salesmen show cost figures to impress 
people and that they ought not to be 
surprised if the people remember these 
cost figures. He asked if it is “ever good 
public relations to throw or allow to be 
thrown, a boomerang-shaped stick that 
may come back and clobber us ?” 

One of the things we may have to 
do is acquaint our clients with the fact 
that “life insurance is one of the very 
few things they buy on which the cost 
is actually determined after the sale.” 
Better still, we can “educate them to 
want the full benefits of insurance so 
Strongly that the sale is not basically 
conditioned to cost thinking.” 
_ He then asked the question, 
Msurance so lacking in value and ap- 
peal that we can get people to buy it 
only if they think they are getting some- 
thing or nothing? I don’t believe it, but 
some of our presentations seem to be 
based on that approach. 

\nother type of action at the point 
of sale we have developed is the hypo- 
thetical comparison of policy plans 
build up one type of insurance by tearing 
down another, We all know that no 
plan of insurance is good or bad in it- 
self. It is good or bad only as it meets 
or fails to meet the needs of the specific 


“Is life 





policyholder. And policy plans should 


only be compared in the light of a spe- 
cific prospect’s needs, wants and ability 
to pay. 

“T don’t like the thought of the ques- 
tions a man begins to ask himself if we 
encourage him to believe that some of 
our services have inherently more dollar 


value than others, quite apart from his 
needs and wants. We can’t afford to 
allow the impression of double stand- 
ards. Too many people already think 
maybe there’s a better way to provide 
life insurance than through private busi- 
ness.” 

Mr. Brower went on to say that the 
record of the performance of life insur- 
ance was a proud one of which we are 
jealous, and that in order to make it an 
even prouder one he pointed out a few 
places where this may be possible. He 


stated that he was “not unrealistic 
enough to expect that we can achieve an 
immediate switch to working methods 


with a better public relations potential,” 
but called upon industry to 
the positive.” 
methods is to make our services so nec- 
and so appealing to the 
cost becomes a 
People usually find ways to pay for what 
they want badly enough. 
to talk more 
and less about what you pay.” 
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secondary factor. 
Therefore, it’s 
about what you get 
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Some people would. They’d like the convenience of being able to 


pick out a policy with one hand and dessert with the other. 


But for most thoughtful people, nothing will ever replace an honest, 
well-trained life insurance agent able to provide good, sound counsel in 


addition to good, sound policies. 


That’s why, here at Mutual Benefit Life, we’re placing more emphasis 
— not less — on the importance of the life insurance agent. And that’s 


why Mutual Benefit Life agents are confident of a prosperous future. 


George A. Trudeau, New York City, is equally at home 
when it comes to planning personal life insurance (thanks to 
his Analagraph training) or business life insurance (because 
of intensified training in that field) . Result? George is a busy 
man—and his clients are really satisfied. 
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H.W. Manning Tells of Canada’s Great 


Expansion and 


Chicago—Canada’s Main Street is 4,000 
miles long from the island of New- 
foundland to the shores of the Pacific 
and the people who live along it are 
the best customers of the United States, 
asserted H. W. Manning, vice president 
and managing director of Great-West 
Life Assurance Co., Winnipeg, in his 
address to the general session of ALC. 

“Canada is your friend, your best cus- 
tomer, the custodian of natural re- 
sources supplementary to your own,” 
said Mr. Manning. “It comprises a great 
geographical area between the United 
States and her most formidable antago- 
nist. Your northern sentry system is not 
to be found along the 49th parallel, or 
the shores of the Great Lakes. It is the 
Pine Tree line, the Mid-Canada line, 
and now latterly, the D.E.W. line, a 
joint undertaking to establish a_ sen- 
sitive sentry at the summit of this con- 
tinent.” 

Canada stands as a monument to 
friendly relations between two nations; 
“with the complete absence of the 
avarice and greed which has brought 
about the downfall of would be con- 
querors, this great country, the United 
States, has never in this past century 
or more attempted to seize, nor evi- 
denced envy of the territory or the 
wealth of its neighbor.” 

Mr. Manning described the people 
along Canada’s Main Street as pioneers 
at heart. “They have lived close enough 
to nature to have retained a _ rugged 
individualism and, yet, their exciting and 
adventurous opportunity to build a new 
nation has kept alive their imagination, 
their courage and their enterprise.” 

High Insurance Ratio 

The people along main street own a 
substantial amount of insurance. In only 
two of 20 countries was the ratio of life 
insurance in force to national income 
as much as 100%. Canada led with 115%; 
the United States ratio was an even 
Actuary Guertin Reports 

Tax Bill at Half Billion 

Chicago—The life insurance company 
tax bill covering the operations of the 
business for the year 1955 will probably 
be in excess of % billion dollars, said 
Alfred N. Guertin, actuary of ALC, at 
the annual meeting. Mr. Guertin said 
that state taxes and other state imposts 
will amount to about $242 million. The 
exact amount of the tax bill for Federal 
income taxes is still somewhat indefinite 
because of legislation pending before 

Congress. However, computed on the 


Limitless Resources 


100%. And in addition, Canada has wel- 
comed American companies doing busi- 
ness there. There are 31 Dominion-li- 
censed Canadian companies and there 
are the same number of American 
companies. 

There are some differences between 
the United States and Canada, for ex- 
ample, of the two railroad lines, one is 
privately owned and one is government 
owned, but they function in a healthy 
atmosphere of competition. The govern- 
ment also holds monopolies in air trans- 
portation, broadcasting, and in the sale 
of wheat, and Canada is the largest 
exporter of wheat in the world. 

In fact, Canada is the fourth largest 
exporter in the world. It is a land of 
great natural resources, timber and wood 
pulp, metals, oil and gas, and fisheries. 
These resources are the reason for a 
tremendous expansion now going on in 
Canada, today. In northern Quebec high 
grade iron ore has been discovered 370 
miles from the St. Lawrence, and a new 
town has been created with harbor 
facilities at Seven Islands and a rail- 
road constructed to the mine. In British 
Columbia private enterprise has built a 
power development that transmits power 
to Kittimat, a new town created to pro- 
duce aluminum. 

The Canadians are a provident people, 
Mr. Manning continued, and are at 
present financing industrial expansion 
out of its own domestic resources. They 
have reduced the net debt 16% since 
the war. They are living within their 
means and enjoy a high standard of 
living comparable to that of the United 
States 

Mr. Manning concluded his address 
with a statement that these newly de- 
veloped resources are “too expendable 
to be used in futile wars but have been 
harbored until a guiding Providence has 
ordained their use for a higher standard 
of living and the enjoyment of a good 
life.” 


business of 1954, the amount would be 
upwards of $189 million. It will be seen, 
said he, that the quotation used in past 
reports that out of every $100 of premi- 
um income about $3.50 is paid in taxes 
is a valid one currently, further, there 
is every indication that the estimate is 
on the low side. This is an extremely 
heavy burden to be imposed upon the 
most persistent savers in our nation, the 
policyholders of American life insurance 
companies. While the burden of pay- 
ment falls first upon the companies, its 
impact is felt directly by the policy- 
holders in an increased cost in their 
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insurance. 

At the end of 1954 ALC companies 
had in force 99% of the Ordinary, 91% 
of the Industrial, and 99% of the Group 
insurance in force in the United States. 
The interest of American life insurance 
companies in the Accident and Health 
field has been increasing from year to 
year, and in 1954 member companies 
collected €3% of the Accident and Health 
premiums collected by all companies do- 
ing Accident and Health business, includ- 


ing casualty companies and fraternal 
societies. “With these figures before Us,” 
said Mr. Guertin, “it cannot be denied 
that ALC, as a representative of the 
life insurance business, can carry oy, 
its responsibilities with confidence, know. 
ing full well that it has behind it prac. 
tically the entire life insurance business 
and a tremendously large segment of the 
Accident and Health business in which 
so many of our member companies haye 
so large a stake.” 
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Federal Control Threat Still 
Exists, Claris Adams Tells ALC 


Chicago—Because the threat of Fed- 
eral control of life insurance still exists, 
“+ beehooves us to be alert to danger, 
quick and powerful in defense,” Claris 
Adams, executive vice president and 
general counsel of ALC, warned the Con- 
vention. 

“There will always be those in Wash- 
ington who think that Washington can 
do it better,” Mr. Adams declared. 
“Palms itching for power are among 
the most common symptoms of Potomac 
fever. It requires no great degree of 
prescience to prophesy that the last chal- 
lenge has not been met nor the last 
battle fought on this front.” 

Mr. Adams said that the question has 
been raised in some quarters of amend- 
ing or repealing Public Law 15, which 
preserves the right of the states to regu- 
late insurance. The Federal Trade Com- 
mission has already assumed jurisdiction 
over insurance advertising, he pointed 
out, adding that in his own opinion, and 
that of many others, is that it will be 
sustained. 

“In the event that it is not, one promi- 
nent and influential member of Congress 
has announced that he will introduce 
legislation to confirm its ae eo and 
perhaps broaden its powers,” Mr. Adams 
said. 

Menace Still Exists 


Adams recalled that one of the 
ae projects of the American Life 
Convention when it was founded 50 years 
ago, was the maintenance of state super- 
vision as opposed to federal control. 
Curiously enough, on the very day that 
the founders of the Convention first met 
in Chicago, the afternoon papers carried 
a message by President Theodore Roose- 


velt urging federal control. Although 
currently quiescent, the menace. still 
exists. 


Almost the first act of the founders 
was to express unalterable opposition to 
federal control—the principle of state 
supervision was made the cornerstone of 
the new structure. 

“From that day to this our organiza- 
tion has never swerved from the position 
taken nor faltered in the course set,’ 
Mr. Adams said. “Time has deepened our 
conviction and events have justified our 
faith. The institution of life insurance 
as it now exists is sufficient tribute to 
the efficacy of the state supervisory sys- 
tem. 


the issue no longer rests 
on constitutional power. It is purely a 
matter of Congressional policy. Public 
Law 15 has no greater sanctity than that 
of any other statute. It will remain in 
force as long as we muster sufficient 
support to sustain it.” 

In reviewing the history of ALC, Mr. 
Adains said that the Convention has had 
a direct and important influence in the 
increase in numbers, and the growth and 
development of younger companies. This 
has been of great advantage to the busi- 
ness. Pointing to the breadth and in- 
tensity of competition waged by a multi- 
plicity of competitors, he noted that 
while certain life insurance companies 
are among the largest corporations in 
the United States, their size and 
strength, and above all, their record for 
outstanding public service has endowed 
them with justly earned prestige. This 
does not give them a stranglehold on 
the market—they have hundreds of 
smaller rivals in every part of the nation 
which are doing exceedingly well. 

“T doubt that there is a business in 
America in which sound, well-managed 
small enterprise has a better chance in 
a fairer field,” he commented. 

“Life insurance exists to serve the 
American people. It has flourished be- 
cause it serves them well. Public confi- 
dence, the foundation of its success, rests 
upon a general belief in the soundness, 
the strength, the efficiency and the es- 
sential integrity of the institution. How- 
ever, good reputation, the greatest asset 
of any enterprise, must be a true reflec- 
tion of character in order to be long 
maintained. Every business must justify 
itself to each succeeding generation. It 
must advance with progress, adapt itself 
to change, but hold fast to the tested 
and the true. We have full faith that 
in life insurance the stalk will not wither 
nor the leaf grow sere, but that the 
institution will continue to bring forth 
good fruit in season.” 


“However, 





Satterthwaite Presided as 
Legal Section Chairman 


Chicago—Willis H. Satterthwaite, chair- 
man of ALC Legal Section, presided at 
all sessions of the Legal Section which 
opened its meeting at the Edgewater 
Beach Hotel, Monday afternoon, with a 
large attendance. He called attention to 
the fact that with this session the Sec- 
tion was returning to a two-day session 
instead of one. He said that the Section 
had returned to this procedure in re- 
sponse to the wishes of its members and 
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with the approval of the ALC Executive 
c ommittee. 

“The one-day annual program has not 
been entirely satisfactory,” he said, “be- 
cause it has meant a too crowded 
agenda, and has deprived our attenders 
of sufficient time for the discussions of 
many current matters of particular in- 
terest to the legal fraternity outside the 
meeting room, which is an important by- 
product of the meeting.” 

He commented, “The meeting this year 
is notable in taking place at the time 


of the 50th session of the ALC Con- 
vention. The program for this, the 48th 
session of the Legal Section, is mo ex- 
ception to the fine programs which have 
been presented during the past five dec- 
ades. Over this 48-year period of many 
of the most noted figures in the field of 
life insurance law have made important 
contributions to these programs which 
have been of interest and value to the 
institution of life insurance. Our speak- 
ers this year are from a wide geogra- 
phical area, including Canada.” 
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What General Agent Expects Of His 
Company as Seen by John W. Yates 


Chicago—Basing his remarks upon the 


proposition that “Cooperation is the 
barometer of civilization and we can 
measure how far a man can go in life 


by his ability to cooperate with others,” 


Los Angeles General Agent John W. 
Yates, CLU, of Massachusetts Mutual 
Life, addressed the morning session of 


Tuesday, 
gather- 
& reneral 


the Agency Section of ALC on 
the second day of the five-day 
ing, on the subject, “What a 
Agent Expects of His Company. 

Mr. Yates, a veteran of 35 years’ ex- 
perience in "agency management, listed 
the things a general agent needs to have 
from his company in this order. “A 
statement of objectives to be achieved in 
the territory assigned to him; distribu- 


tion knowledge; four-fold training as- 
sistance; financial cooperation and guid- 
ance; leadership; and understanding.” 


He called upon the companies to give 
each general agent a “crysti al clear un- 
derstanding of the company’s objectives 
in the territory assigned to him.” By 
getting him to share his specific written 
plans with them and by having qualified 
home office représentatives visit him 
often enough to keep track of progress, 
the company can keep him steadfast in 
the belief that he can and will accom- 
plish his objectives. 

Stating that “it is at the point of dis- 
tribution that inefficiency and guesswork 
too often take place,” Mr. Yates asked 
for company cooperation in: constant 
market analyses; new policies to meet 
new needs and wants of the insuring 
public; information to meet competition ; 
effective sales aids; and consultation and 
guidance in advanced and more scientific 
methods of distribution. 

Concerning the training of general 
agents, Mr. Yates pointed out that the 
average length of service of general 
agents in that capacity is only five years 
and he asked that the companies con- 
serve the members of this group by 
“proper training in all phases of the 
yveneral agent’s job, plus intelligent com- 
pany supervision.” Part of this can best 
be accomplished before he is appointed 
by making sure that he knows what he 
needs to know or gets the training re- 
quired, particularly training in Business 
Management. 


Training, Leadership Needed 


Looking to qualified supervisors and 
district managers as the best source of 


general agents, Mr. Yates asked that 
these men be properly trained so that 


they can coach new agents on the job 
and cele create an effective agency 
force. Through supervisors’ schools, the 


general standards can be raised and 
from their trained ranks future assistant 
general agents and general agents can 
be appointed. Mr. Yates pointed out 
that the agent’s education has far ex- 
ceeded training, and for this reason, it is 
necessary to have qualified supervisors 
“to go into the field with new agents 
and train them on the job. 

“The general agent has a right to ex- 
pect financial guidance so that a mort- 
gage will not remain on his life, after 
the termination of his contract, which 
the values developed in the agency dur- 
ing his administration will not pay, 
said Mr. Yates when he made the point 
that the lack of a sound financial pro- 
gram is eliminating many general 
agents, today. 

“Perhaps the greatest single expecta- 
tion a general agent has of his company 
is inspired leadership,” Mr. Yates as- 
serted, and he defined leadership as that 
“combination of qualities and powers 
that attracts devoted followers in 
thought and action.” He continued by 
asking that the company “give the gen- 
eral agent the same type of assistance, 
counsel and consideration that you ex- 
pect him to give his agents,” and to take 
the general agent into its confidence 
concerning future plans and progress. 
In addition he called upon the compa- 
nies to discontinue the constant reduc- 
tion in cost of insurance to policyholders 
at the expense of the agent and general 
agent and to stop the alarming extent 
to which commissions have been cut or 
eliminated through Group coverages by 
such large individual certificates being 
issued—often to individuals without a 
common employer. Beyond this, it is to 
the company that the general agent 
looks for someone with the courage and 
authority to speak out on the economic 
issues of the day. 

Finally, Mr. Yates asked that the com- 
panies grant understanding to the prob- 
lems of the general agent. He asked that 
the company keep in contact with the 
general agent from time to time for 
other reasons than to ask for more new 
business. The personal touch is required, 
and “nothing in the world would bring 
greater loyalty and more business.” 


Woods Tells Agency Officer Function 


Woods, president of 

Life of Chattanooga, 
the Agency Section of 
ALC, told the gathering of agency of- 
ficers that, “in the final analysis the 
success or failure of our company goals 
and ambitions hinges on the skill and 
judgment with which your department 
operates. Certainly, you have every right 
to expect that the entire staff of the 
management of your individual company 
be directly interested in the success of 
your plans and activities.” 

Dividing his address under the three 
main headings, the three ‘“M’s” of 
agency management, Men, Management 
and Money, he pointed out that the first 
problem, recruiting manpower, had to be 
solved in a keenly competitive market, 
and that sales skills command a_ high 
premium in a healthy economy. 

Mr. Woods stated his own conviction 
that replacements and additions to the 
field forces should be wherever possible, 
recruited from without our own ranks. 
“While some companies, and I shall not 
debate the question here, approach a 
solution to the problem of manpower, in 
large measure by recruiting their field 


Chicago — Cecil 
Volunteer State 
first speaker of 


forces from the rank of other companies, 
I am convinced that a careful analysis 
of the field forces of most of our com- 
panies will reveal that a high percentage 
of successful salesmen come from out- 
side the business.” 
Need New Skills and Tools 

Taking up the second 
talk, the “M” of 
Woods said that the agent needs new 
skills, new ideas, and new tools. “More 
than anything else, he requires that vital 
touch of inspiration and leadership 
which must spring from you, the agency 
officer, and your associates down through 
your ranks to the outermost member of 
your field organization.” Supervising all 
the activities and training of the field 
forces in their transition from raw re- 
cruits to successful career men, “de- 
mands that rare touch of intuition which 
must constantly spring from the agency 
officer and his department.” 


point of his 
management, Mr. 


The third point under discussion was 
the “M” of money. Pointing out that 
field forces today are producing the 


highest volume of business yet recorded, 
Mr. Woods also asked the agency men 











LIFE SUPERVISOR WANTED 


Agency in northern New Jersey, representing large mutual com. 
pany, is seeking supervisor of full-time men. The man we want with 
us has a background of successful personal production. Some super- 
visory experience helpful but not absolutely essential. f 
advancement opportunities. Substantial salary plus incentive. Write 
in confidence. Our people know of this advertisement. Address Box 
2352, The Eastern Underwriter, 93 Nassau Street, New York 38, N. Y. 
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“we have seen our 
new business for 
companies mount beyond 
any figure contemplated even a_ few 
years ago.” For this reason, Mr. Woods 
called upon the agency officers to con- 
struct an operating budget which is both 
realistic and reasonable. 

In addition to holding down acquisi- 
tion costs, the agency officer has a fur- 
ther responsibility to the individual field 


to face the fact that 
acquisition cost of 
most of our 


man. Mr. Woods said, “His aim, and 
yours for him, must be substantial earn- 
ings leading toward the goal of true 


financial security.” It is up to the agency 
officers and their fellow officers to dedi- 
cate themselves to the proposition that 
the successful, prosperous, happy field 
man is the “best assurance that our 
business is appreciated by the people, 
that its services are accepted and used 
through our representative because ‘he 
is properly trained in the art and science 
of life underwriting in .all its phases.” 
In conclusion, Mr. Woods repeated his 
statement that one of the requirements 
of the agency officer is to provide in- 


spirational leadership to the field or- 
ganization, pointing out the unique 
position of the agency officer in the 
life insurance business, the man who 
throws the switch “which activates the 
dynamos of human productivity and of 
pouring out into the nation, down the 
transmission lines of our field, streams 
of economic power and human _ well- 


” 


being. 


YOU'RE HEADING 


IN THE 


RIGHT DIRECTION 
WHEN YOU REPRESENT 


Combined Insurance Co. of America 
5316 Sheridan Rd. — Chicago 40, Ill, 





Hearthstone Insurance Co. of Mass, 
395 Commonwealth Ave. — Boston, Mass, 


Combined American Insurance Co, 
2817 Maple Ave. — Dallas, Texas 


First National Casualty Co. 
Fond du Lae, Wisconsin 


COMBINED GROUP 


W. CLEMENT STONE 


President 


R. F. Mooney Cites Double Liability 


Chicago—When a life insurance com- 
pany is faced with the harsh requirement 
of double liability as in the Lake case, 
statute and not 
in the court’s opinion,” Richard F. 
Mooney, assistant counsel, Northwestern 
Mutual Life, told the Legal Section. 

Mr. Mooney, the. final speaker of the 
opening session of the five-d: iy meeting, 
talking on “Bankruptcy and Léfe Insur- 
ance Policies,” discussed in detail the 
present situation of the insurance com- 
panies who make payments either of cash 
loan values to owners of life insurance 
policies or to beneficiaries of policies 
who are in the process of bankruptcy. 
The celebrated Lake case required that 
a life insurance company which has paid 
cash loan values, in good faith, to a 
policyholder not disclosing the pending 
bankruptcy proceedings against him, to 
pay the amount again to the trustee in 
bankruptcy. 

Prior to the Lake case decision life 
companies had relied upon the Frederick 
case which in effect said that protection 
should be given to innocent third parties 
dealing with the bankrupt’s property, 
namely, life insurance, after the filing of 
the bankruptcy position. The Lake case 
ruled that insurance policies were not 
to be regarded as in a separate category 
from other property of the bankrupt, 
subject to exemptions under state laws. 

“Generally speaking, an insurance com- 
pany, under the doctrine of the Lake 
case, is exposed to an extra liability for 
payments made after a trustee or receiv- 
er has taken possession of the greater 
portion of the bankrupt’s assets. The 
extent of this exposure is measured by 
the trustee’s interest in the payments 
Before the maturity of a policy it would 
seem that insurance companies are con- 
cerned solely with cases involving the 
bankruptcy of a policyholder who has 
control over beneficial designations or 


“the harshness is in the 





of an irrecovably designated beneficiary.” 
There are limitations of what can be 
claimed by the trustee, namely the cash 
surrender value, in the event of the 
death of the bankrupt. A further limita- 
tion seems to be that if, in default of 
payment, the insurance company, in good 
faith, placed the policy on extended in- 
surance by applying the non-forfeiture 
values, the trustee cannot recover the 
amount of cash value available at the 
time of the date of filing the petition of 
bankruptcy, the court holding that the 
trustee’s rights could rise no higher than 
the rights of those bankrupt. 

The Lake case seems also to govern 
payments to a beneficiary who becomes 
bankrupt. According to Mr. Mooney, 
“such payments, if made after a trustee 
or receiver has taken possess of the 
greater portion of the bankrupt’s non- 
exempt assets, would expose the insurer 
to double liability. Of course, state ex- 
emption statutes may operate to elimi- 
nate or at least reduce the risk of double 
liability.” 

The problem, of course, is finding out 
whether or not people applying for pol- 
icy loans are involved in bankruptcy 
proceedings. Some insurance companies 
have already decided to make investiga- 
tions on policy loans over a certain mini- 
mum amount. The practice of the insur- 
ance business has been to try to make 
such loans as quickly as possible to the 
policyholders. In this modern day, peo- 
ie may be denoted as bankrupts m 
either their place of business, residence, 
or domicile, accordingly, the process 0 
finding out about bankruptcy proceed- 
ings presents some difficulties. 

Mr. Mooney’s conclusion was that the 
questions raised by the Lake case would 
have to be resolved by remedial legisla- 
tion, and he pointed out Senator Kilgore 
has already introduced two bills for this 
purpose which should be enacted at the 
next session of Congress. 
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Litigation Reviewed by Clark Bryan 


Chicago—C. Clark Bryan, assistant 
general counsel for ALC, reviewed the 
jife insurance litigation for 1954-55 be- 
jore the Legal Section. Mr. Bryan began 
py reporting that of the 301 cases of 
interest to the life insurance industry 
reviewed in the ALC Legal Bulletin, 
34.6% were decided in favor of the in- 
surance company which compared well 
with the 1953-1954 docket of 298 cases 
reviewed and 58.6% decided in favor of 
the insurance company. 
One of the particular subjects of inter- 
est reported on were Korean War cases, 
and Mr. Bryan stated that of the 25 
cases involving war clauses and the 
Korean conflict 19 have been decided 
favorably as compared with six unfavor- 
ably. The only unfavorable higher court 
is the Supreme Court of Pennsylvania. 
Other jurisdictions in which war clause 
cases have been decided favorably in the 
past year are Massachusetts, Michigan, 
Missouri, Washington, and the United 
States District Court for the Southern 
District of Illinois. An appendix show- 
ing all jurisdictions in which Korean 
War cases have been decided is at- 
tached to Mr. Bryan’s paper. 

Of the aviation cases which have been 
decided in the past year, five out of 
seven were favorable to the insurance 
company. : 
One of the interesting subjects dis- 
cussed was “Interpleader,” cases being 
cited as to who and when to interplead 
or not to interplead. In one case, John 
Hancock Mutual v. Beardslee, the Court 
of Appeals Seventh Circuit, held the 
company liable for attorney’s fees and 
interest on the ground of vexatious re- 
fusal to pay without reasonable cause. 
This was in spite of the fact that the 
interpleaded defendant, insured’s daugh- 
ter had written the company a letter 
five pages long and had the duplicate 
original policy in her possession. By 
contrast, the case of Haase v. Business 
Men’s, decided by the Missouri Court 
of Appeals, held the company liable twice 


RAYMOND 
COMMERCE 
BUILDING 


and distinguished the cases cited by 
the insurer on the ground that they 
were equitable actions by way of inter- 
pleader, a remedy which was available 
to the insurance company but the com- 
pany did not see fit to take advantage 
of it. 

Another subject involved beneficiaries’ 
rights, especially where, as a result of 
divorce, the first wife and the second 
wife were both claiming policy proceeds. 
Mr. Bryan reported that there had been 
at least eight decisions in this category 
the past year. The Supreme Court of 
State of Washington decided one case 
which was of first impression in that 
state, United Benefit Life v. Price, and, 
Washington being a community property 
state, the court ‘held that the terms of 
the divorce decree were of primary im- 
portance. Consequently, the first wife 


was divested of any interest she might 
have had as beneficiary under the policy 
of insurance conceded to be community 
property and awarded to the husband. A 
similar result 
community property state in the case of 
Aetna Life v. Simmons, by the Kentucky 
Court of Appeals. In that case the com- 
pany was also required to pay twice as 
a result of having previously paid the 
first wife who was still named beneficiary 
at the time of insured’s death. The 
administratrix later sued to recover the 
proceeds and the company cited the 
Kentucky statute, KRS section 304.688, 
which provides that the insurer is dis- 
charged from further liability if it pays 
the named beneficiary before it receives 
notice of any other claim. The court 
held, however, that since the beneficiary 
had filed a copy of her divorce decree 
with her claim, the insurer was put on 
notice that the insured’s heir “claimed to 
be entitled” to the proceeds of the policy, 
the divorce decree having recited that 
each party was to return to the other 
all property acquired by or through the 
other by virtue of the marriage. 

Mr. Bryan also discussed the 


was reached in a _ non- 


very 


important bankruptcy decision of Lake 
v. New York Life, in which the Court 
of Appeais, Fourth Circuit, held five 
companies liable to the trustee in bank- 
ruptcy for the full cash surrender. value 
of policies which the insured had sur- 
rendered between the time an involun- 
tary petition in bankruptcy was filed 
and the time the companies first learned 
of the bankruptcy proceedings. Certiorari 
was denied in that case by the United 
State Supreme Court. In an effort to 
correct the resulting situation, two bills 
were introduced in the Congress by Sen- 
ator Kilgore to amend the Federal Bank- 
ruptcy Act so as to protect insurance 
companies from double liability in situa- 
tions such as this. Unfortunately, Mr. 
Bryan reported, the bills did not make 
any progress before the adjournment of 
Congress and the problem still confronts 
the companies as to what procedure 
should be followed to protect themselves 
from such double liability. 

Other cases reported in Mr. Bryan's 
review are under the subject headings 
of Veterans’ Administration, Insurance 
Company Regulation, Testamentary Dis- 
positions, Binding Receipts, Taxation, 
and others. 






















THE FLEXIBLE FIVE-STAR 


LNL agents like to prescribe the flexible Five-Star Annuity for doctors, 
lawyers and others who must provide their own old-age income. 

Optional maturity dates enable the policyholder to start his income 
early or late — anytime between ages 50 and 70. This flexibility brings 
definite tax advantages. And life insurance protection is provided by this 


low net-cost participating policy, in addition to the annuity benefits. 
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The Insurance 
Industry 


The Raymond Commerce Building 
is recognized as Newark’s leading 
insurance building—more than 60 
leading insurance companies are 
located here. 


Money - Saving Feature: A_ fully 

equipped meeting room is available 

for tenants’ use without charge. 
Owner Management 


Raymond Commerce Corporation 


1180 Raymond Boulevard MArket 3-4600 
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Lincoln National's flexible Five-Star 
Annuity is another reason for our 


proud claim that LNL is geared to help 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Fort Wayne 1, Indiana 


Its Name Indicates Its Character 
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Hinckley Heads New Office 
Of Travelers in New York 





GEORGE P. HINCKLEY 


The Travelers Insurance Companies 
opened a yew branch office in New York 
City this week located at 460 Park 
Avenue. , 

made in Hartford, 


president of 


In a_ statement 


Ewing, vice the 


Travelers, in charge of all agency de- 


Esmond 


partments, said that the office has been 
opened to provide improved service to 
agents and the insuring public. Mr. 
Ewing also said that it is a result of 
the rapidly expanding business develop- 
ments in this area. 

The Travelers will occupy half of the 
second floor in the new 22-story building 
which was completed earlier this year. 
The offices will be fitted with modern 
steel and glass bank-type partitions, re- 


cessed fluorescent lighting, venetian 
blinds, acoustical ceiling, asphalt tile 
flooring, and air-conditioning. 

Managerial appointments were also 


announced. George P. Hinckley, who 
has been manager at the Rochester 
branch office, has been designated man- 
ager, and William J. Ritchie, who has 
been assistant manager at the Robinson 
branch office, has been named assistant 
manager. 

Mr. Hinckley joined the Travelers in 
1948 as a field supervisor at Minne- 
apolis. He was transferred in the same 
capacity to St. Paul in 1950. A year later 
he was promoted to assistant manager 
there and became manager at Rochester 
in 1953. 

A native of New York City, Mr. 
Hinckley received his B.A. degree from 
Queens College, Flushing. He is a vet- 
eran of four years’ service with the 
Army in World War II. Prior to his 
affiliation with the Travelers, he was 
associated with the Pepsi Cola Co., New 
York City, as a district representative 
at St. Paul, Minn. 

Mr. Ritchie began his insurance ca- 
reer with the Herman Robinson Agency, 
Inc., former Travelers general agents in 
New York City, in 1920. He held. the 
title of associate manager. In 1947, Mr. 
Ritchie was appointed assistant manager 
at the Robinson office in New York City. 

\ native of New York City, he re- 
ceived his LL.B. degree from Fordham 
University. 


Lee A. Buck Advanced 
Lee A. Buck, formerly training super- 
visor in charge of the New York Life’s 
Wheeling branch office, has been ap- 
pointed general manager of that branch. 
Mr. Buck joined New York Life in 1949 
as an agent with the Detroit branch and 
became assistant manager of the com- 
pany’s Lansing, Mich., branch in 1952. 
In 1953, he was leading assistant mana- 
ger in the New York Life’s east central 

division and third in the company. 





Midland National Appoints 


Davies as Agencies Head 


Midland National Life, Watertown, 
S. D., has announced the appointment 
of John S. Davies as superintendent of 
agencies. Mr. Davies, who has been a 
district manager for Penn Mutual Life 
in Sioux Falls, S. D., since 1946, will be 
in charge of the company’s agencies in 
Colorado, Montana, Nebraska, North 
Dakota and Wyoming. He will also su- 
pervise three agencies in South Dakota. 

Mr. Davies will share in the develop- 
ment of new Midland National agencies 
and the ones 
with Harland W. Farrar and Douglas E. 
Higg*nbotham. Mr. Farrar will be in 
charge of agencies in Illinois, Iowa, 
Kansas, Minnesota, Missouri and three 
sgencies in South Dakota. Mr. Higgin- 
botham, who has offices in Beverly Hills, 
Cal. hos the territory of California, 
Idaho, Oregon and Washington, under 
his jurisdiction. 

Midland National now has more than 
$120 million of insurance in force in 
the 15 states and territory of Alaska, 
in which it is licensed. This figure ren- 
resents an increase of more than $14 
million since the first of this year. 


servicing of established 


Prudential Brochure on 
Variable Annuities 


The Prudential has issued a booklet 
giving the aims, background and case 
for a Variable Annuity Contract. In a 
foreword it says reason for this is the 
great public interest which has been 
expressed in this proposed new form of 
retirement income protection under 
which annuity payments would vary 
from time to time to reflect the results 
of common stock investments. Legisla- 
tion to regulate the sale and operation 
of Variable Annuity contracts by insur- 
ance companies is pending in New Jer- 
sey, The Prudential’s home state. No 
other states have yet had legislation to 
offer Variable Annuity contracts to the 
public. 





D. P. CAPOBIANCO DEAD 
Daniel P. Capobianco, 39, manager of 
the Buffalo, N. Y., office of the John 
Hancock, died recently. He joined the 
company 18 years ago in Flushing, L. I. 
and was a member of the National 
Association of Life Underwriters. His 

wife and three children survive. 


OUR GENERAL AGENTS— 


about Crown Life’s 


© Lower Rates. 
©@ New Policy Plans. 
® Greater Opportunities. 


about Crown Life’s 


they need. 
POLICY OWNERS— 
about Crown Life’s 
@ Low Cost Protection. 


ment. 
© Our outstanding record. 


Columbia, Florida, Georgia, Hawaii, 





EVERYONE’S TALKING! 


BROKERS and SURPLUS WRITERS— 


@ Ability to provide the extra services 


® Understandable Policies of achieve- 


For comparisons at a glance—ask for Crown Life’s dial-a-rate card— 


rates at all ages for most plans with a flick of the finger. 


We are talking about further expansion. 


INSURANCE COMPANY 
Home Office: 120 Bloor St., E., Toronto, Canada 


OVER ONE BILLION IN FORCE IN OUR 54th YEAR 


Licensed in: Alabama, Alaska, Arizona, Arkansas, California, Colorado, District of 
Idaho, 
Maryland, Michigan, Minnesota, Mississippi, Missouri, New Jersey, New Mexico, 


North Dakota, Ohio, Oregon, Pennsylvania, Puerto Rico, South Carolina, Tennessee, 


Texas, Vermont, Washington, Wyoming and now in Delaware, the 30th state. 







LIFE 


Indiana, Kansas, Louisiana, Maine, 








C. B. Knight Agency Names 
Estate Planning Consultan; 


MILTON H. STERN 


The Charles B. Knight Agency, at 225 
Broadway, New York City, general 
manager for Union Central Life, has 
retained Milton H. Stern of the Newark, 
N. J., legal firm of Hannoch, Weinstein, 
Myers & Stern as consultant for its 
newly-established Estate Planning De- 
partment. 

The new department will be an in- 
tegral part of the Knight Agency’s ex- 
tensive services to life underwriters and 
brokers. Working in association with a 
client’s legal and accounting advisors, it 
will provide a complete analysis and 
evaluation of the client’s estate plan. 

Mr. Stern formerly associated 
with J. K. Lasser & Co. He is a mem- 
ber of the American and New Jersey Bar 
Associations. He served on the latter's 
committee on Federal Taxation. He is a 
lecturer at the New York University 
Federal Tax Institute, and has been a 
contributor to legal and tax periodicals. 

The Knight Agency’s services will in- 
clude, in addition to individual advice 
and participation, a course of instruction 
in estate planning. Invitations to these 
lectures and group discussions will be 
extended to interested life underwriters 
who have appropriate qualifications. 


was 





Indianapolis Life Names 
Illinois General Agents 


Indianapolis Life announces the ap- 
pointment of two new general agents in 
Illinois. 

Charles H. Barthel has been named a 
general agent in Chicago, to succeed 
Henry G. Hall, who died last May. He 
is a ten-year veteran in life insurance 
sales and a recipient of the National 
Quality Award. : 

Lloyd H. Sellers, a veteran of nine 
years in life insurance sales, is estab- 
lishing a new agency in Moline. 





Jefferson Standard Gains 

Jefferson Standard’s new life insur- 
-nce sales for the first nine months ol 
1955 amounted to $159,063,388, exceeding 
Ny 20% sales for the same period in 
1954. : 

A new record was also set in net gain 
-f insurance in force. The net gain for 
‘he first nine months of 1955 amounted 
to $98,596,609, and was greater than im 
ony full calendar year in the nast. Total 
insurance in force reached $1.423,037.12? 
2s of September 30, a gain of over $121 
million for the past 12 months. 
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Heads Los Angeles Agency 
For Union Central Life 

























JOHN G. EDMUNDSON 





John G. Edmundson has been ap- 
pointed manager of the Los Angeles (E) 
Agency of Union Central Life, succeed- 
ing the late Mark S. Trueblood, agency 
manager from 1933 until his death on 
August 28. Mr. Edmundson had been 


selected to serve as associate manager 
of the agency by Mr. Trueblood before 
his death. The Los Angeles (E) Agency, 
located at 3462 Wilshire Boulevard, Los 
Angeles 5, does business in all of South- 
ern California and Arizona. 

Henry E. Belden, CLU, is manager of 
Union Central’s second agency in the 
Los Angeles area. Designated the Los 
Angeles (B) Agency, it is located at 
30 West Sixth Street, Los Angeles 14. 
Mr. Belden’s agency also covers the 
southern California-Arizona area. 

With slightly over six years in the 
life insurance business, Mr. Edmundson 
has accumulated an enviable record of 
accomplishments. Starting as an agent 
for the Mutual Benefit Life in 1949, he 
qualified for the Million Dollar Round 
Table with more than $1,000,000 in per- 
sonal life sales in 1952. The following 
year he was named manager of the Los 
Angeles agency of the Jefferson Standard 
Life, 

Mr. Edmundson and Desaix Myers, 
Jr, manager of economic research, Rich- 
field Oil Co., are co-founders of the 
“Thursday Thirteen,” an informal coun- 
seling service for executives interested 
in making job changes. They have au- 
thored a book, “Making a Job Change,” 
on this subject. Mr. Edmundson also is 
a member of the University Club and 
the Sales Executives Club in Los Angeles 
and is vice chairman of the Southern 
California University Affairs Committee 
for Stanford University. 

A native of Galesburg, IIl., Mr. Ed- 
mundson went West to Stanford for his 
college education and decided to stay. 
Following his graduation in 1936 he was 
employed by Douglas Aircraft as an ex- 
ecutive assistant until 1945. For three 
years after the war he held airline sales 
management positions. 










Garrett Agency Secretary 
For Republic National 


A. A. Garrett has been appointed 
agency secretary of Republic National 
Life, Dallas. 


Msurance division. After attending 

Texas A. & M. College he was grad- 

uated from Southern Methodist Univer- 

mA A former representative with a 

tading national life insurance company, 

I: arrett is a veteran of World War 
and the Korean War. 


Senior Golf Champion 

J. Wood Platt of Philadelphia and 
Bethlehem, Pa., an agent of Equitable 
Society, won the United States Golf As- 
sociation’s senior championship on Oc- 
tober 1 at Nashville. A nationally known 
golfer for the past 35 years, the 57-year- 
old life insurance man shot two-under 
par golf at the Belle Mead Country Club 
to defeat George Studinger of San Fran- 
cisco. He dropped only one hole. 

Associated with Equitable’s William 
T. Walsh agency (formerly the Dicken- 
son agency) in Philadelphia, Mr. Platt 
joined the Society in 1939. In 1950 he 
qualified for the Million Dollar Club and 
his personal production has been close 
to that mark since then. An associate 
of Mr. Platt’s in the Philadelphia 
agency, William Hyndman, III, was run- 


ner-up last month in the National Ama- 
teur golf tournament at Richmond, Va. 





“Home Office Underwriter” 
Issued by Am. United Life 


Current risk selection and medical un- 
derwriting information is reviewed by 
American United Life in a new bulletin 
called, The Home Office Underwriter. 

Although primarily designed as one of 
the reinsurance services of the company, 
the publication will be sent to anyone 
in the industry upon request. Written 
for life insurance officers handling classi- 
fication and issue of new business, The 
Home Office Underwriter will be pub- 
lished at intervals idetermined by avail- 
ability of material. It will operate also 
as a clearing-house for underwriting data 
contributed by readers. 

Covering risk selection topics related 
to life, disability, major medical, etc., the 
publication evaluates and condenses in- 
formation from books, other periodicals, 
speeches, and experience. Headings on 
two tvpical items in the most recent issue 
are “Hidden Motivations Causing Acci- 
dents, Psychiatrists Say,” and “Flying 
Farmers Raise Questions”. 

American United plans to maintain a 
format that will be convenient for filing 
and future reference. Because of the 
technical nature of the articles, an effort 
is made to clarify the material for in- 
surance people outside the risk classifi- 
cation field. 

Chester F. Barney, vice president, is 
heading the project. 

To client companies, American United 
recently distributed a completely new 
underwriting manual covering all phases 
of medical risk rating and will keen it 
up to date with page revisions. The 
Home Office Underwriter is a service 
entirely separate from the manual. 





Union Central Increases 


Union Central Life closed the first 
month of its “$2,000,000,000 In Force” 
campaign with a production well in ex- 
cess of the goal suggested by First Vice 
President Wendell F. Hanselman when 
he announced the campaign early in 
August. 

In a letter to all members of Union 
Central’s field force, Mr. Hanselman 
called attention to the fact that an in- 
crease in life insurance in force of 
$138,000,000 during 1955 would give Union 
Central $2,000,000,000 of life insurance 
in force at the end of 1955. He estimated 
that a production of $18,000,000 to $20,- 
000,000 per month would be necessary 
to achieve this goal. 

Union Central’s production for August 
was $23,922,273, more than five million 
above the minimum goal and was the 
best August in the 88-year history of 
the company. 

During the first two-thirds of 1955, 
Union Central has had sales of $180,592,- 
245, including $22,334,300 of Group in- 
surance additions written on U. S. em- 
ployes this year. Sales, excluding 
government insurance, are 30% ahead of 
the same period of 1954. 























BROKERAGE 
OPPORTUNITY 


Established general agency in mid-town 
New York area, representing one of the 
largest non-participating companies in 
the east, desires experienced brokerage 
man to supervise and expand agency's 
brokerage business. Unexcelled oppor- 
tunity for career-minded man to assure 
successful future with progressive or- 
ganization. 


Guaranteed security with liberal salary 
and bonus for qualified man. 


Write in confidence to: 
BOX 2346 


The Eastern Underwriter 
93 Nassau Street New York 38, N. Y. 


Our staff knows of this advertisement 
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Foundation for 


SECURITY 


In a building, it is a balance of 


architectural line, strength and utility. 


In life insurance, it is a balance of 
modern method, efficiency and 


continuing close human relationships. 


The 
FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA * PENNSYLVANIA 
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Elected New President 
Of Society of Actuaries 


WILLIAM M. ANDERSON 





Actuaries, meeting at 
Hotel, Montreal, 


Anderson as presi- 


The Society. of 
Sheraton Mt. Royal 
William M. 
dent last week. Mr. Anderson, president 







elected 


North American Life Assurance Co., 
had previously held the post of vice 
president of the Society. 

Born in Winnipeg in 1905, Mr. Ander- 
son and his parents moved to Ontario in 
1919, and he began studying at the Uni- 
versity of Toronto in 1924. He joined 
North American Life the same_ year, 
beginning his full-time association with 
the company in 1926 after his graduation 
from the University. By 1939, he had 
reached the position of assistant general 
manager, and was appointed general 
manager in 1945. A further appointment 
in 1950 elevated him to vice president 
and managing director. His election to 
president took place in 1955. 

Mr. Anderson was awarded the C.B.E. 
in 1946 for his contribution as acting 
director general of the National Hous- 
ing Administration. Both he and Mrs. 
\nderson are well known throughout 
North America for their prowess at 
bridge. 


Other Officers 


Other officers elected were. M. E. 
Davis, vice president and actuary, Met- 
ropolitan life, vice president; V. EK. Hen- 
ningsen, actuary, Northwestern Mutual 
Life, vice president; H. F. Rood, vice 
president and actuary, Lincoln National 
Life, vice president; T. KE. Gill, actuary, 



















London Life, Toronto, secretary-trea- 
surer; A. T. Bunyan, secretary and asso- 
ciate actuary, Phoenix Mutual Life, 
editor 

Board of governors: D. C. Bronson, 
consulting actuary, Washington, D. C.; 
W. A. Jenkins, vice president, Teachers 
Insurance and Annuity; Rk. J. Myers, 
chief actuary, Social Security Administra 
tion; B. E. Shepherd, manager, Life In- 


Association of America; P. 
Shepherd, vice president and = actuary, 
Prudential; C. H. Tookey, actuarial vice 
president, Occidental, Calif.; D. N. War 
ers, executive president, Bankers 


surance 









vice 





Prudential Study On 
Variable Annuities 


SEE POLICYHOLD ER PROTECTED 


Accumulations at Stock Market Lows 
Work Out Due to Long-Term 
Upward Price Trend 


The economic research staff of the 
Prudential h: 
performance 
fund with 
stock market low 


s completed a study on the 
of a variable annuity stock 
accumulations at adverse 
points. The study 
contains many grephs and tables com- 
paring results uncer fixed dollar annuity 
and common stock annuity. 

“There can be no doubt,” says the 
study, “that a variable annuity fund, in- 
vested in common stocks, protects the 
policyholder against a decline in pur- 
chasing power brought about by rising 
prices. All evidence points to a con- 
tinuation of the long-term upward trend 
of prices. In fact, many economists hold 
that so many inflationary biases have 
now been built into our economic sys- 
tem that prices are likely to rise even 
more rapidly in the future than in the 
past.” 

The study summarized conclusions as 
follows: 

“Our show that during 


tests even 


stock market low points, the accumula- 
tion of a common stock fund would gen- 
erally have been greater in terms of pur- 
chasing power than the accumulation of 
a fixed dollar fund. This was true in 
most years, except 1932. 

“Under actual historical conditions ob- 
taining in the past quarter century, the 
person on a fixed dollar annuity would 
have had to accept a large reduction in 
his standard of living during his retire- 
ment years. On the other hand, the 
person on a variable annuity, even as- 
suming the worst possible conditions 
(that is depressed stock prices at the 
time of retirement) would not only have 
maintained intact his real purchasing 
power but would have participated in the 
country’s rapidly rising standard of liv- 
ing.” 

Dr. Gordon W. McKinley, director of 
economic research for the Prudential, 
also released a special analysis made by 
Dr. William C. Freund of the perform- 
ance of a variable annuity fund under 
the unfavorable conditions existing from 
1946 to 1949, selected by critics as un- 
favorable to the variable annuity. Dr. 
Freund’s study concludes that even un- 
der the unfavorable conditions of this 
period the variable annuity would have 
protected the annuitant against rising 
prices and provided him with a more 
adequate income than would a_ fixed- 
dollar annuity. 
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Actuarial Club of Pacific 
_At Pebble Beach, Nov. 3-4 


The Actuarial Club of the Pacific 
States will hold its fall meeting at 
Del Monte Lodge, Pebble Beach, Calif. 
m November 3 and 4. A full program 
has been arranged, among the subjects 
to be being that of variable 
annuities. R. H. Niles, associate actuary 
Standard Insurance Co., Portland, 
Ore. and secretary of the club, suggests 
that those planning to attend make res- 
ervations direct with Del Monte Lodge. 
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SECURITY AND SERVICE 


Boston Mutual is constantly re- 
viewing policyholder programs to 
make sure they meet with chang- 
ing family needs. 














John A. Foran, Third V.P. 


Metropolitan in Canada 






JOHN A. FORAN 


John A. Foran has been appointed 
third vice president of Metropolitan 
Life, it was announced by Frederic W. 
Ecker, president. Mr. Foran, associated 
with the Metropolitan’s Canadian head 
office in Ottawa, will be in charge ot 
the company’s personal insurance opera- 
tions in Canada. 

The appointments of Edwin A. Peter- 
son, Gordon Randall, and George N, 
Tompkins as assistant vice president in 
the Canadian head office also were an- 
nounced. Mr. Peterson will be manager 
of Ordinary insurance administration, 
Mr. Randall, manager of debit adminis- 
tration, and Mr. Tompkins, manager ol 
underwriting. 





New Post for T. H. Reynolds 


New England Mutual Life has an- 
nounced the appointment of Thomas H. 
Reynolds as Group supervisor ot Term 
underwriting in the firm’s Boston home 
office. 

A graduate of Williston Academy and 
Yale, Mr. Reynolds joined New England 
Life in September, 1954. Im his new ca- 
pacity, he has the technical and admimis- 
trative responsibility for the underwrit- 
ing of Group Term insurance. 
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TO HONOR MEDICAL DIRECTORS 





New York Managers Plan Dinner and 
Reception for Group Meeting in 
New York on October 19 


Shoemaker, CLU, general 
Mutual, president of 
Association of 


George P. 
agent, Provident 
The Life Managers 
Greater New York, Inc., has announced 
that his Association will give a dinner 
and reception in honor of the Association 
of Life Insurance Medical Directors of 
America on Thursday evening, October 
19, at the Hotel Sheraton-Astor. Mr. 
Shoemaker stated that his Association 
had selected this date because the ‘Medi- 
cal Directors organization will be hold- 
ing their annual meeting in the Hotel 
Statler on October 19- 21. 

Charles J. Buesing, manager, Mutual 
Life of New York, interim chairman of 
the Managers’ Association planning com- 
mittee has been named by Mr. Shoe- 
maker as chairman of this event. Mr. 
Buesing is being assisted by Charles N. 
Barton, CLU, Burton J. Bookstaver, 
Walter W. Canner, David A. Carr, Ros- 
well W. Corwin, CLU, J. Robert Guy, 
CLU, Russell E. Larkin, John A. Mc- 
Nultv, CLU, Clarence Oshin, Carr R. 
Purser, Arthur W. Schmidt, CLU, Ar- 
nold Siegel and Raymond F. Thorne, 
CLU. 

Guest speaker of the evening will be a 
prominent medical director who is well 
known in life insurance circles and who 
is currently visiting several home offices 
on the east coast. Mr. Buesing said that 
final acceptance had not been obtained 
but that those in attendance would find 
his message particularly fitting and that 
his name would be released as soon as 
final clearance is obtained. 

The Managers’ Association gave a 
similar dinner honoring the Doctors’ As- 
sociation on the occasion of their annual 
meeting in New York in 1950. The 
dinner was highly successful and ad- 
vance reservations indicate that a 50% 
greater attendance is expected. 





N. E. BRATT WITH UNION LIFE 





Joins Little Rock Company as Actuary; 
He Has Degrees From Two 
Colleges 
Neil E. Bratt has joined Union Life 
of Little Rock, Ark., as chief actuary. 
President of the company is Elmo 

Walker. 

A native of Nebraska Mr. Bratt at- 
tended University of Chicago and re- 
ceived degrees from University of Ne- 
braska and State University of Iowa. 
He was formerly actuarial service divi- 
sion manager of National Life and Acci- 
dent. He is married and has three chil- 
dren. 





Northwestern Mutual Life’s 
Second 1955 Career School 


Thirty-five life underwriters from 16 
states will attend the Northwestern Mu- 
tual Life’s second 1955 career school at 
the Milwaukee home office October 17-28. 

The two-week course will prepare the 
company’s most successful new agents 
tor advanced underwriting work, accord- 
ing to Harold W. Gardiner, CLU, direc- 
tor of education and field training. 

Life underwriting fundamentals, the 
latest underwriting techniques, and the 
company’s newest practices will be cov- 
ered. Since the school’s faculty is made 
up of 36 company officers and training 
specialists, the agents will have an op- 
portunity to become well acquainted with 


the 2 . a 
the top men in the home office. 





RUSSELL ARMSTRONG DIES 
Russell C. Armstrong, superintendent 
ot the Employers’ Liability Assurance 
Corp, died at his home in Toronto, 
Ont, recently. He began his business 
career with the Royal Insurance Co. and 
joined the Employers’ Liability firm in 
1921. He was a member of the Canadian 
Insurance Claims Managers Association. 


O.F. Grahame Sees Commerce 


Dept. as Insurance Contact 


Addressing the Insurance Economics 
Society of America at its annual meet- 
ing in Chicago this week, Orville F. 
Grahame, president of the Society, sug- 
gested that the Department of Com- 
merce was the proper point of contact 
for the insurance business at Washing- 
ton as its purpose is to foster and pro- 
mote business. Mr. Grahame is vice 
president and general counsel of Massa- 
chusetts Protective and Paul Revere 
Life. 

Turning to another aspect of the busi- 
ness he said: “We have cash sickness 
legislation in four states. Eventually, 
if the people there like it, the chances 
are much better than even that such 
legislation will spread. If the public, and 
particularly working people, in the other 
states without statutory cash sickness 
like what they have, the chances are 
better than even that we could thold the 
fortress and perhaps recover some lost 
territory. We are battling for the minds 
and loyalties of men. 

“We must keep our product modern 
and our service superior, and we must 
not let the public become careless about 
their thinking on the advantages and 
benefits of our system, which we should 
be able to describe in terms which 


RENAMES FIELD PUBLICATION 


State Mutual Life’s Field Magazine 
Called The Statesman; Was Known 
as Field Service 34 Years 


State Mutual Life’s field force publica- 
tion, known as Field Service for the past 
34 years, has been renamed The States- 





man and been completely revamped un- 
der the guidance of Editor William A. 
Loubier. Art work, copy slant and layout 
are all coordinated to reflect a forward 
look. 

In a contest conducted among the com- 
pany’s nationwide agents to select a new 
name for the magazine, the following 
men tied for an appropriate award: 
Robert R. Ullom, Norfolk; Seymour 
Benson, Hartford; and Sol Schumsky, 


New York Foley. 





appeal. Our Service Enterprise System 
is indeed Capitalism Plus, and indicates 
a remarkable future, but we must con- 
tinue to help crystalize the conscience 
of the community in support thereof be- 
cause this system has aroused the jeal- 
ousy of many enemies. I invite your 
further consideration of the positive 
factors in our system and your creating 
a term which describes it.” 
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Detroit Cashiers Elect 
The 


Agency Cashiers Association of Detroit 


annual meeting of the Life 
was held recently and the following offi- 
cers were elected for the coming year: 
President, Helen V. McCoy, State Mu- 
tual; vice president, Joseph Stutzke, Lin- 
coln National; secretary, Dorothy Blood, 
Connecticut General; treasurer, Dorothy 
Craig, Bankers Life, Des Moines. 











BENNIE T. KING 


“| expect to reach 
$20,000 before age 30” 


Wabash, Indiana, August 18, 1955 
Mr. Francis J. O’Brien, Vice President 


The Franklin Life Insurance Company 
Springfield, Illinois 


Bennie King says, 


“IT am not particularly 
proud of my 1950-51 
earnings. But I was very 
young and very 
inexperienced, 


“But I do expect to reach 
$20,000 a year before 
age 30.” 


Here isa record of his cash 
earnings beginning with 
his first full year. 


1950 $ 4,094 
LC Aaa ae 4,274 
1 de aera 8,088 
BSS ores sis stsavers 8,225 
LCL aaa 12,905 








Dear O’B: 


It wasn’t funny then, but I have to laugh now when I look back to 
that lucky day in late 1949 when I had just been fired from a $45 per week 
office job. I was 21 years old and had already spent. a year in military 
service, 14 months in business college, and had held out over a year at this 
job, anxiously waiting until I was considered old enough to sell life in- 
surance. My friends, my parents, my wife and her parents all said I was 
too young. Then Dad encouraged me with—“Well Bennie, since you're 
not satisfied with anything else you may as well give it a try between jobs 
and find out once and for all whether you're a life insurance man.” Frankly, 
when I knocked on the first door I silently prayed that nobody was home. 
But I soon found that the famous PPIP and other Franklin specials didn’t 
have to be sold, just as you had told me. Just see enough of the right kind 
of people and tell them the story. 

I'll always be grateful to General Agent Charles Taylor who gave me 
my “chance,” and to Regional Manager Wayne Messmore who later gave 
me a push in the right direction (five figure income). And thanks to the 
Home Office for your personal interest. It’s a pleasure to earn better than 
just an average living, and my family and I don’t believe that we have yet 
really hit our stride. My goal at the very beginning was $20,000 per year 
by age 30. I'll be disappointed now if this isn’t accomplished ahead of 
schedule. Last year Franklin paid me $13,000 and I’m counting on $17,000 
this year. I’m happy—yes—but not surprised because I believed you O’B, 
when you told me the Franklin story. 

I’m a very lucky fellow. Sincerely, 





Lhe Friendly 
FRANIKILIN IL 


SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 1884 


The largest legal reserve stock life insurance company in the U.S. devoted 
exclusively to the underwriting of Ordinary and Annuity plans 


Over One Billion Nine Hundred Million Dollars of Insurance in Force 


CHAS. E. BECKER, PRESIDENT 


Bennie T. King 


INSURANCE 
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FIRE PREVENTION WEEK 


This is Fire Prevention Week, being 
throughout the 
more 


observed even 
more fully and 


than in previous years. President Eisen- 


country 
enthusiastically 


hower, the governors of most states and 
mayors of thousands of communities 
before this week issued proclamations 
drawing the attention of the public to 
the need for reducing or removing fire 
hazards, This week the whole program 
is being effectively dramatized locally in 
nearly every city, town and_ village 
through the hearty cooperation of public 
officials, insurance agents and compa- 
nies, schools, civic organizations, fire 
departments, the press, radio and TV 
stations. This week serves also as a 
starting point for successful year-round 
campaigns that have resulted in tremen- 
dous savings in lives and property. 

Fire prevention activities started many 
the Middle West, where 
many communities annually conducted 
special “clean-up” campaigns. As a result 
of such activity there were fewer fires 


years ago in 


and soon communities began referring 
to their “clean-up” day as Fire Pre- 
vention Day. As the years went by most 
communities began observing Fire Pre- 
vention Day on October 9, the anniver- 
sary of the Great Chicago Fire of 1871. 
Thus it came about that in 1911, 22 gov- 
ernors issued proclamations calling for 
statewide observance of Fire Prevention 
Day. 

In 1919, 
the 


Wilson 
Week 


President 
Prevention 
proclamation, fire totaled $320 
one-half of 1% of the then 
$68 billion. 


fire 


the year 


issued first Fire 
losses 
million, or 
current national income of 
Last year, by 
amounted to $870 million, about one- 
quarter of 1% of the nation’s $300 bil- 
lion national income. 

The National 
writers, educational and engineering or- 
ganization of the capital stock fire in- 


comparison, losses 


3oard of Fire Under- 


surance business, actively promotes Fire 
Prevention Week. In addition, the Na- 
tional Board conducts both a continuous 
public information and education pro- 


gram and engages also in a broad pro- 
gram of fire safety engineering. 

Numerous other’ organizations, in- 
cluding the National Fire Protection 
Association, associations of stock and 
mutual agents, organizations of mutual 
insurers, and industrial groups contribute 
much to the success of Fire Prevention 
Week and the continuous programs to 
cut down waste caused by fire. All are 
to be congratulated on their efforts and 
their success. 





THE CHALLENGE OF 
“NEW FRONTIERS” 


The two presidential addresses deliv- 
ered at the joint White Sulphur Springs 
week of the casualty- 
Surety company people and agents re- 
Herbert P. Stellwagen, 
Indemnity Co. of North America, and 
Thomas W. Earls, prominent Cincinnati 
agent, will be long remembered for their 
friendly counselling at a difficult time 


convention last 


spectively by 


in the business. 


Convinced that a reorganization of 
merchandising methods is now necessary 
if agency stock companies are to hold 
their own competitively, Mr. Stellwagen 
advocated intensive development of the 
middle-class home-owning population 
which, in recent years, has concentrated 
in the suburbs and in new housing de- 
velopments adjacent to the large cities. 

It is hoped that many of his listeners 
will take heed of Mr. Stellwagen’s ad- 
monition that America’s new 
frontier and we are not giving it the 
attention it demands.” He urged that 
companies appoint new agents in these 


“this is 


areas for personal risk solicitations, as 
well as opening small offices in the new 
shopping centers. 


Significantly, Mr. Stellwagen also felt 
that the time is now ripe for companies 
to make a change in their traditional 
underwriting attitude which has been 
unsympathetic to unduly heavy commit- 
ments in the automobile field. He urged 


CLARENCE B. METZGER 


Clarence B. Metzger, CLU, second 
vice president in charge of training, 
Equitable Life Assurance Society. has 
been named life insurance chairman of 
the business and professional division of 
the United Hospital Fund’s 1955 Cam- 


paign. pas i 

Sir Frank Morgan, chairman of Pru- 
dential Assurance Co. of Great Britain, 
and Rupert S. Thorp, deputy general 
manager, are on a tour of Canada and 
will visit this country. Half a century 
with Prudential Assurance Sir Frank 
Morgan rcse from junior clerk. As 
chairman of Prudential he succeeded 
Sir George Bartow, K.C.B., in 1953. At 
one time Mr. Thorp was with the depart- 
ment of the company dealing with over- 
seas fire insurance and then was made 
manager of the company’s Montreal of- 
fice. In 1929 he became assistant man- 
ager for Canada, his principal activity 
being in building the Prudential’s fire 
business in that country. Transferred to 
the head office in London, he became 


deputy general manager. 





reappraisal of the product both as to 
price and form. In view of the com- 
petitive situation with direct writers this 
advice is most timely. 

Thomas W. Earls, champion of the 
American Agency System, cautioned his 
company friends not to adopt any plan 
which will increase premium volume by 
by-passing agents or reducing the pro- 
ducers’ commission. Mr. Earls was on 
solid ground, in our opinion, when he 
said that “all producer groups would be 
willing, I’m sure, to sit down with the 
company people and discuss carefully 
and conscientiously the best way to im- 
prove the competitive problem existing 
in the automobile field.” He promised 
that his group—NACSA—would provide 
its soundest, most practical members as 
a committee “to foster an immediate 
concerted group with you and other 
producers to find a common answer. We 
do not think that the companies can do 
it alone,” he said. 


W. Merle Smith, manager of the By. 
falo, N. Y., agency of Mutual Life 9 
New York, was guest of his associate; 
at a dinner at the Park Lane Restay. 
rant in Buffalo, marking his 25th yea, 
as manager of the company. He isa Dast 
president of the Buffalo CLU Chapte; 
Buffalo Life Managers Association anj 
the Buffalo and New York State Lif. 
Underwriters Association. 

se 

Valentine Dawson has been appointe; 
manager of the metropolitan departmen 
of the New York office of the Kemper 
Insurance Companies. Mr. Dawson he. 
gan his insurance career in the Mutya] 
Insurance business in 1929 after attend. 
ing Columbia University. Since 1946 he 
has been New York City brokerage map. 
ager for American Mutual Liability. 

* * x 

Walter L. Green, president and chair. 
man of the board, American Bureau of 
Shipping was the principal speaker at , 
recent September meeting of the Amer. 
ican Marine Insurance Forum. Mr 
Green addressed the Forum on the ac. 
tivities and facilities of the Bureay 
with respect to ship classification. 

* * * 

Mrs. Robert B. Stitt, wife of a Chi- 
cago insurance agent who has repre. 
sented the Springfield Insurance Com- 
panies for many years was the winner 
of an oil painting, “The Covered Wagon.” 
This is a painting of the famous trade- 
mark of the Springfield Fire & Marine 
and the award was made at the National 
Association of Insurance Agents’ con- 
vention at Los Angeles last week. 

+ + & 

Brady Thomas, Utica, N. Y., states he 
will purchase the Justin J. B. List insur- 
ance business in Frankfort, N. Y. The 
List Agency, established by Justin J. B. 
List about 30 years ago, has been con- 
ducted since his death in December, 
1954, by his widow, Mrs. Frances List. 

* ox ae 

R. Winifred Burr, assistant secretary 
of New England Mutual Life, has been 
elected chairman of the Vassar College 
Alumnae Fund. Miss Burr, a 1923 grad- 
uate of Vassar, has long been active in 
alumnae affairs. She is a past president 
of the Boston Vassar Club. Miss Burr 
joined New England Life in 1930 as sec- 
retary to the president. Her election as 
assistant secretary of the company came 
in 1948, giving her the distinction of be- 
ing the first woman in the history of 
the company to hold elective office. 

a 
_ D. L. McDougall has retired as super- 
intendent of agencies of Confederation 
Life after being with the company 42 
years. He was educated at University of 
Toronto and was a college teacher be- 
fore joining the company. 

* * x 


Jack L. Nix, Manufacturers Life, Los 
Angeles, won distinction as a profession- 
al football player with the Trojans and 
the Saskatchewan Roughriders. In World 
War II he was in the Marine Corps. 
He joined Manufacturers in February, 
1952. He is a graduate of the University 
of Southern California. 

< *  * 


William J. Moeschler has been named 
assistant chief underwriter of United 
Benefit Life of Omaha, having been with 
United of Omaha since 1940. Prior to his 
present appointment he was life under- 
writing supervisor and was directly re- 
sponsible for the training of new per- 
sonnel. During World War II he served 
in India as an Air Force pilot. 

: Ss 


Newest branch office to be opened by 
Hooper-Holmes Bureau, Inc., is in Pat- 
erson, N. J., which will handle northern 
New Jersey, Rockland, Orange and Sul 
livan counties in New York State. Its 
manager is R. B. Vandermark who has 
been with the bureau for over 20 years 
and was formerly assistant manager at 
the Newark branch office. 








of the Bui. 
al Life of 
 ASSOCiates 
ne Restay. 

25th year 
te i isa Past 
< apter, 
lation and 
State Life 


&PPointed 
lepartment 
1e Kemper 
awson pe. 
he Mutual 
er attend. 
ce 1946 he 
Tage man- 
bility, 


and chair- 
Bureau of 
saker at a 
he Amer- 
um. Mr, 
n the ac. 
> Bureau 
ion. 


of a Chi- 
aS repre- 
ice Com- 
@ winner 
Nagon.” 
us trade- 
< Marine 
National 
nts’ con- 
ek, 


states he 


ecretary 
as been 
College 
23. grad- 
ctive in 
resident 
ss Burr 
as sec- 
‘tion as 
'y came 
of be- 


tory of 


e, Los 
2ssion- 
1s and 
World 
Corps. 
ruary, 
rersity 


1amed 
Jnited 
1 with 
to his 
nder- 
y fe- 

per- 
erved 















October 14, 1955 


























Hulbert S. Aldrich Goes on Boards 
of Ten Insurance Cos. 


Hulbert S. Aldrich, president of New 
York Trust Co., 100 Broadway, one of 
the most noted banking institutions of 
New York City, has been appointed to 
the local boards of directors in New 
York City of Royal Insurance Co.,, 
Liverpool & London & Globe Insurance 
Co, Ltd. British & Foreign Marine 
Insurance Co., Ltd., and Thames & Mer- 
sey Marine Insurance Co., Ltd., all mem- 
bers of the Royal-Liverpool Insurance 
Group. He has also been elected to the 
boards of directors and to be a member 
of finance committees of Royal Indem- 
nity Co., Globe Indemnity Co., Queen 
Insurance Co. of America, Newark In- 
Go., Star Insurance: Co; of 
American & Foreign In- 
which domestic companies 
also comprise a part of the Royal- 
Liverpool Insurance Group. In due 
course he will be similarly elected to 
the board of directors and on finance 
committee of Virginia Fire & Marine 
Insurance Co., also a part of the same 
Group. 

The finance committee of the Royal- 
Liverpool Insurance Group now consists, 
in addition to Mr. Aldrich, of these 
members: Benjamin Strong, president, 
United States Trust Co. of New York; 
William L. Kleitz, president, Guaranty 
Trust Co. of New York; Robert A. 
Lovett, partner, Brown Brothers Harri- 
man & Co.; and Richard S. Perkins, vice 
chairman, First "National City Bank of 
New York. Mr. Strong is chairman of 
this finance committee. 

The New York Trust Co., which on 
September 30, 1955, had assets in excess 
of $781 000,000 and surplus of $40,000,000, 
and deposits on that date of $687,000,000, 
has branch offices in five midtown New 
York City locations. They are Rocke- 
feller Center, Madison Avenue and For- 
tieth Street, ‘Madison Avenue and Fifty- 
second Street, Seventh Avenue and 
Fifty-ninth Street and 205 West Forty- 
second Street. 

Two prominent insurance men are 
among those on the board of directors. 
They are Richard K. Paynter, Jr., execu- 
tive vice president of New York Life, 
and Robert C. Ream, president of Ream, 
Wrightson & Co., insurance brokerage 
concern, Mr, Ream was formerly chair- 
man of American Re-Insurance Co., and 
a former director of Globe & Rutgers 
and United States Fidelity & Guaranty. 
Another New York Trust director is 
Arthur A. Ballantine, who is also a di- 
rector of New York Life. Mr. Ballan- 
tine is a law partner of former Governor 
Dewey, and was formerly Under Secre- 
tary of the U. S. Treasury. 
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Some other New York Trust directors 


are Ralph Damon, president, Trans 
World Airlines, Inc.; Stephen C. Clark 
of The Clark Estates, ine; Perey L. 
Douglas, executive vice president of Otis 
Elevator Co.; Horace Havemeyer, Jr., 
president, National Sugar Refining Co.; 
B. Brewster Jennings, chairman, Socony 
Mobile Oil Co.; Charles J. Nourse of 
Winthrop, Stimson, Putnam & Roberts, 
lawyers; Vanderbilt Webb of Patterson, 
Belknap & Webb, lawyers; Graham H. 
Anthony, chairman of executive commit- 
tee, Veeder-Root, Inc., manufacturers of 
counting devices; Malcolm P. Alderich, 
president, Commonwealth Fund, and 
Walter N. Stillman, a partner in Still- 


man, Maynard & Co., security brokers. 
Board chairman of The New York 
Trust is Adrian M. Massie. 

Born in Fall River, Mass., President 


Aldrich is a graduate of Phillips An- 
dover and of Yale University. Following 
his graduation from college he joined 
The New York Trust Co. Appointed 
assistant treasurer of the bank in 1939 
he was elected vice president in 1943 and 
elevated to the presidency in 1952. 


Mr. Aldrich is a director and execu- 
tive committee member of Bridgeport 
Brass Co., of Penn-Dixie Cement Corp. 
and of National Sugar Refining Co. He 
is a director of Noranda Copper and 
Brass Co., Charles T. Wilson Co., Inc., 
New Britain Machine Co. and American 
Machine & Metals Corp. He is a past 
president of New York State Bankers 
Association and a member of Associa- 
tion of Reserve City Bankers. 

Outside of the field of finance and 
business Mr. Aldrich is a trustee of 
Brearley School and of Greer School 
and is a director in New York USO De- 
fense Fund, Inc. He was chairman of 
the 1954 Heart Fund Campaign. His 
clubs are River Club of New York, 
Downtown Association, Yale Club of 
New York, Union Club and The Links. 

The New York Trust Co. had _ its 
origin in the New York Security & 
Trust Co. which was founded in 1889 
and its initial business dealings were 
largely with insurance and railroad com- 
panies. Soon after opening of the bank 
a railroad company, in order to obtain 
funds to lay a double track, mortgaged 
its property with the New York Se- 
curity & Trust Co. acting as trustee. A 
couple of weeks later the New York 
Life Insurance Co. deposited $300,000 in 
the new trust company. Among the 
founders of the New York & Security 
Trust Co. were Charles S. Fairchild 
who had been Secretary of the Treas- 
ury in President Cleveland’s cabinet. An- 
other was William L. Strong, the last 
mayor of New York before its consoli- 
dation with its five boroughs and the 
man who had given Theodore Roosevelt 
his start in politics by making Roose- 
velt police commissioner. Daniel S. La- 
mont, former secretary to President 
Cleveland and Secretary of War, was 
also on the board of trustees. Several 
railroad presidents were trustees. 

In 1904 the New York Security & 
Trust merged with the Continental Trust 





and a year later the name of the en- 
larged company was changed to The 
New York Trust Co. The Continental 
Trust had also a board of trustees of 
distinction in finance and business, one 
of the trustees being Henry Augustus 
Oakley, who had been president of Na- 
tional Board of Fire Underwriters. An- 
other was William Alexander Smith, for- 
mer president of New York Stock Ex- 
change. Proving of especial importance, 
however, in the history of the bank was 
Otto T. Bannard who directed the af- 
fairs of Continental Trust until its mer- 
ger with New York Security & Trust, 
and then became president of the com- 
bined banks until 1916 when he was 
made chairman of the board. He once 
ran for mayor of New York. 

The second merger in the history of 
The New York Trust Co. was in March, 


1921, which united The New York Trust 
and the Liberty National Bank, one of 


the most important consolidations up to 
that point in American financial history. 
Liberty National was one of the largest 
and most active commercial banks in the 
city. The merger provided The New 
York Trust with additional capable offi- 
cers and other directors. One of them 
was Henry P. Davison, president of 
Liberty National Bank in 1901 and 1902 
and a partner of J. P. Morgan & Co. 
He had been secretary of New York 
Clearing House. Other members of the 
Davison family later prominent in New 
York Trust Co. affairs included Henry 
P. Davison’s sons Harry P. and Trubee. 

In 1916 Mortimer Buckner became 
president of the New York Trust con- 
tinuing in that post until 1942. He was 
succeeded by Harvey P. Gibson, who 
was Liberty National’s president from 
1916 to 1921, and became president and 
chairman of executive committee of The 
New York Trust, remaining until 1930. 
During World War II he was American 
Red Cross Commissioner in England and 
Western Europe and in 1946-47 he was 
national chairman of the American Red 
Cross campaign. 

Another Liberty National executive 
who became president of the New York 
Trust was Artemas L. Gates who in 
World War II was Assistant Secretary 
of the Navy for Air. He was elected 
president of The New York Trust in 
1929, retiring in 1941. 

Until the union with the Liberty The 
New York Trust had been almost ex- 
clusively a trust company. That union 
greatly broadened the bank’s activities, 
especially in the commercial, industrial 
and foreign fields. Among its activities 
became those of underwriting bond is- 
sues in Northern, Western and Central 
Europe. The New York Trust was a 
leading pioneer in a form of bank credit 
that became increasingly popular during 
the depression, doing much to help busi- 
ness and industry. This was the term 
loan, which fitted in length between the 
usual short-term note and the long-term 
security. John E, Bierwirth, at_the time 
a vice president of New York Trust and 
later to be its president, is generally 
credited with a major share in the de- 
velopment of this useful form of credit. 

Artemas Gates was succeeded as presi- 
dent by Mr. Bierwirth. The latter was 
at one time a director of Penn Mutual 
Life Insurance Co. Upon retirement of 
Mr. Bierwirth he was succeeded as 
president by Charles J. Stewart who re- 
signed that post two years ago, and who 
in turn was succeeded by Mr. Aldrich. 

Chairman Adrian M. Massie of The 
New York Trust, one of the most able 
men in the investment and_ banking 
worlds, has long been an investment ad- 
viser of a number of insurance compa- 
nies located in various parts of the 
country. 

a ae 


Booklet for Career Girls 


The British insurance companies have 
recently circulated 15,000 copies of a 
pi umphiet intended to help girls in choos- 
ing a career by telling them something 
about the opportunities which exist in 
insurance. It is intended as the coun- 
terpart of “That’s a Good Job!”—the 
career booklet for boys of which 50,000 
copies have been distributed. 
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Mary Donlon 


appointment by President 
Judge of the United 
States Customs Court, Mary Donlon, 
former head of the New York Work- 
men’s Compensation Board, has been the 
subject of a number of personality 
stories, one of the most interesting of 
which was Bess Furman’s of the Wash- 
ington News Bureau of the New York 
Times. Miss Donlon is taking an apart- 
ment in Washington, but will continue 
to make Kinderhook, New York, her 
home. She lives in a 14-room residence 
set in 70 acres and while she was Com- 
missioner she commuted the 20 miles to 
Albany and back. At Kinderhook, Judge 
Donlon has grown some _ wonderful 
flowers and this year she won a ribbon 
in the Flower Show there for her tulips. 
She is about to clear five acres out of 
the old orchards, Bess Furman says, 
and put in Christmas trees. 

The school in the Kinderhook area, 
called the Ichabod Crane School, is the 
same little one-room where W ashington 
Irving taught school as a young man. 


Since her 
Eisenhower as a 


* * * 


Praise for U. S. Management of 
General Accident 


In his annual report to the 69th annual 
meeting of shareholders of the General 
Accident, Sir Stanley Norie-Miller, 
chairman and managing director, made 
these comments relative to the United 
States business of the company: 

“Another year of progress in spite of 
increasing competition in an already 
highly competitive market reflects the 
greatest credit on our personnel in the 
United States. Underwriting experience 
on what might be termed the conven- 
tional lines of business was unusually 
good, which served to counteract the 
effect of the losses arising from the 
devastating hurricanes which hit the 
United States with exceptional severity 
in 1954. In the final result, the revenue 
profit, including interest earned on our 
important portfolio of dollar invest- 
ments, established a new record. It is 
a tribute to all those who have been 
responsible for the development of our 
business in the United States that losses 
of a magnitude which would have shaken 
us to the core 25 years ago can now 
be taken in our stride with equanimity. 

“We have suffered a severe blow by 
the sudden death of Mr. H. C. Carr, 
chairman of our Advisory Committee in 
the United States since its formation in 
1950. He was unfailing in his interest 
in the conduct of our affairs and in his 
readiness to place at our disposal his 
wide experience in banking and commer- 
cial spheres. We are indeed fortunate 
that Mr. G. J. Keady, president of the 


(Continued on Page 31) 











October 14, 1955 











U. S. Supreme Court 
Dismisses Rate Appeal 


NYFIRO VERSUS NORTH AMERICA 





No Substantial Federal Question; North 
America to Continue Independent 
Dwelling Filings 





The United States Supreme Court on 
Monday dismissed an appeal of the New 
York 
tion from the decision of the New York 
State Court of Appeals 
the North America Companies’ right of 
independence for the dwelling classes of 
fire insurance. 

The per curiam order of the Supreme 
Court stated: “The motion to dismiss is 
granted and the appeal is dismissed for 
want of a substantial Federal question.” 

The New York Fire Insurance Rating 
Organization states that it appealed to 
the U. S. Supreme Court upon the sole 
ground that the construction given to 
Section 184(4) of the Insurance Law of 
this state constitutes a breach of the 
Fourteenth Amendment to the Consti- 
tution, 


Fire Insurance Rating Organiza- 


which upheld 


Position of NYFIRO 


motions in the U. S. Supreme 
the N. Y. Attorney 
General and the North America, they 
asked that the Supreme Court either 
dismiss the appeal of the NYFIRO upon 


In the 
Court made by 


the ground that no substantial Federal 
question is involved, or affirm the de- 
termination of the N. Y. Court of Ap- 
peals, NYFIRO states. 

The Supreme Court this week granted 
the motions to dismiss, says NYFIRO, 
but “did not grant the motion of the 
\ttorney General or the North America 
Companies to affirm the determination 


below.” 

On September 14, 1954, 
hearings had been held, New York In- 
surance Superintendent Bohlinger ruled 
that the Insurance Co. of North America 
and the Philadelphia Fire & Marine had 
the right under the New York Insurance 
Law to withdraw their subscribership to 


after extensive 


the concerted rate-making activity of 
the New York Fire Insurance Rating 
Organization for the dwelling classes of 


fire insurance and thus remain partial 
subscribers only, and that the North 
\merica Companies as partial subscrib- 
ers had the right under the New York 
law to make an independent rate filing 
for the dwelling classes, on the basis 
of material required to be publicly filed 


with the Insurance Department by the 
rating organization. 

The Superintendent’s order in favor 
of the North America Companies was 
challenged by NYFIRO in (1) the Ap- 
pellate Division of the New York Su- 
preme Court, (2) two efforts to obtain 
a review by the Court of Appeals of 
New York and (3) an appeal to the 
U. S. Supreme Court. In each finding 
in favor of the North America the New 


York Courts’ actions were unanimous. 


Three Are Advanced by 
Ullmann Marine Office 


Three new officers of the Albert Ull- 
mann Marine Office, Inc., in New York 
City were elected at a board of direct- 
ors’ meeting last week. 

William 1. Pedersen, marine under- 
writer, formerly assistant secretary, was 
elected vice president, while Louis G. 
Karlo, cargo underwriter, and Harry B. 


claims manager, 
pointed assistant secretaries. 

The Albert Ullmann Marine Office, 
Inc., is located at 84 William Street. 


Chassen, were both ap- 


Syracuse Women to Meet 

“Winning Friends by Telephone” will 
be the subject of a talk by Gordon Good- 
year of the New York Telephone Co. 
at the meeting of the Syracuse Insur- 
ance Women’s Association, on October 
17, in the Hotel Onondaga, Syracuse, 
N.Y. 

Virginia Davies, president of the asso- 
ciation, will preside. Doris Phelps is 
program chairman. 





B. J. WEISGERBER DIES 

Bernard J. Weisgerber, former spe- 
cial agent for the North ‘British Group 
at Wheeling, W. Va., died at age 62 on 
October 2 after a long illness at his home 
in Beech Glen. He had retired from 
active service May 1, 1955. He is sur- 
vived by his wife, Gretta Smith Weis- 
gerber; a daughter, a sister, a grandson, 
a niece and three nephews. 


23 Get CPCU Diplomas 
At Biltmore October 19 


Twenty-three persons from the New 
York area will be officially designated 
Chartered Property and Casualty Under- 
writers on Wednesday, October 19 at 
the Hotel Biltmore, at a luncheon spon- 
sored by the New York Chapter of the 
Society of CPCU. Approximately 600 
insurance men and women will attend to 
witness the colorful presentation cere- 
mony and hear Leffert Holz, Super- 
intendent of Insurance of New York, 
deliver the principal address. 

Dean Harry J. Loman of the American 
Institute for Property and Liability Un- 
derwriters Inc., will present the diplomas 
to the following: : 

Walter C. Ball, David Bernstein, Don- 
ald W. Berry, Stanley Butwin, John J. 
Collinson, John N. Colsey, Jr., Lawrence 
W. Davies, John P. Donoghue, Conrad 
W. Giles, Melvin A. Holmes, Christo- 
pher S. Kempf, Andrew C. Kretschmann. 

Donald F. Liebert, Harold Oshlag, 
Harry Phillips, ITI, Sidney Scheel, Fred- 
erick CC. Schuk cal, Glenn Douglas 
Schwenker, Beverly P. Smith, Frederick 
C. Smith, Robert J. Thornton, Jr., Mary 
Lodge Waldo, Jonathan G. Williams. 
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SELL HARDER! 





Commercial Union 
Assurance Co. Ltd. 
The Ocean Accident & 


Guarantee Corp. Ltd. —_- 


The Insurance Inventory 


Do you know how many of your clients have a realistic 
and accurate inventory of the property insured by their 
dwelling and contents fire policy, their ‘‘all risks’’ 
sonal property and their burglary policies? 
have these important records, is probably a true answer 

e The main reasons why insureds neglect to prepare an 
inventory are unfamiliarity and apathy. You can’t force 
insureds to prepare one, but perhaps if you explained 
how much an inventory aids in expediting a satisfactory 
settlement if they have a loss, and offered to help them 
make it, they might be persuaded. 
work with someone than by ourselves e This is an act of 
pérsonal constructive service an agent can offer his clients 
that will earn their con‘idence and gratitude, and impress 
upon them that he is ‘“‘their insurance agent.” 
times of direct writing competition, it is important to 
utilize every way you know to make personal year-round 
service synonymous with your capital stock local agency. 
The companies of the Commercial Union- 
Ocean Group have excellent inventory folders 


for use by policyholders. s f 
to make inventory-taking a simple practical 


per- 
Not many 


It’s much easier to 


In these 


These are arranged 








American Central Pik 
Insurance Company 
The British General 
Insurance Co. Ltd. 
| The California 
| Insurance Company 

Columbia Casualty | 
Company i 
The Commercial 

Union Fire Ins. Co. 

The Palatine Insurance 
Company Ltd. 
Union Assurance 
Society Limited 
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Firemen’s President 
Honored on Anniversarie; 


\ 





Blackstone Studios 
JOHN R. COONEY 


John R. Cooney, president of the Fire- 
men’s of Newark, was honored at a din- 
ner given at the Essex Club in Newark, 
October 6, on the occasion of his 2lst 
anniversary as president, and his 4lst 
anniversary as an employe of the com- 
pany. Those in attendance were the 
directors and officers of the company, 
some 85 in all, including the officers in 
charge of the Chicago, San Francisco 
and Dallas departmental offices, and sev- 
eral of its branch offices. 

Albert R. Jube, chairman of the com- 
pany’s executive and finance committee, 
commented briefly on the excellent prog- 
ress made by the organization under Mr. 
Cooney’s leadership, and then presented 
to him on behalf of the directors and 
officers a suitably engraved silver ther- 
mos jug set with matching tray. 

William B. Rearden, executive vice 
president, acted as toastmaster. He dis- 
cussed the tremendous growth of the 
company during Mr. Cooney’s _presi- 
dency, mentioning that premium income 
had increased $124,000,000 since 1934, and 
that the assets had increased by $240,- 
000,000, while the policyholders’ surplus 
had increased $79,000,000. 





HOME ADVANCES SCOTT 





Named Manager of Brooklyn Office; 
Kinzinger Is Assistant; Was Trans- 
ferred From Staten Island 
The Home Insurance Co. has ap- 
pointed John T. Scott, III, as manager 
in charge of its Brooklyn office. Harold 
L. Kinzinger, state agent at the Home’s 
Staten Island office, has been trans- 
ferred to Brooklyn as assistant manager. 
Mr. Scott became affiliated with the 
Home in 1929 as a special agent in Phil- 
adelphia. He was transferred to Brook- 
lyn in 1931 and in 1938 was made assis- 
tant manager there. In 1948 Mr. Scott 
was made co-manager of the company i 
Brooklyn office and shortly afterwards 
was named production manager of that 

office. 

Mr. Kinzinger joined the Home’s met- 
ropolitan department in 1938. He later 
served as a special agent for the com- 
pany at its Forest Hills, midtown and 
Staten Island offices. In January, 1953, 
he was made state agent at Staten 
Island. 





PHILADELPHIA MARINERS MEET 

The Mariners Club of Philadelphia 
met October 10 for a luncheon and 
business meeting at the Down Town 
Club, Philadelphia. Sixty marine insut- 
ance underwriters particip: ited in this 
first meeting of the season. Skipper 
Harry J. Noyes presided. 
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New York Agents to 
Meet At Garden City 


COMPLETE PROGRAM ISSUED 
Holz, Neumann, Schwab, Toale, McFalls, 
Others to Speak Oct. 18; Panel on 

Homeowners’ Coverage 


The New York State Association of 
Insurance Agents will hold its annual 
jownstate regional meeting next Tues- 
day, October 18, at the Garden City Ho- 
tel, Garden City, Long Island. Among 
jeature speakers will be Insurance Su- 
perintendent Leffert C. Holz; Joseph A. 
Neumann, Jamaica, immediate past pres- 
ident of the National Assn. of Ins. 
Agents, and Arthur L. Schwab, Staten 
sland, president of the New York State 
Association. 

The morning session of the meeting 
will feature a panel discussion of the 
homeowners’ coverage. _ Participating 
will be Edward Ryder, St. Paul Com- 
panies; Myron W. Bergen, Kessler, 
Wolff & Miller, Inc., Easton, Pa.; W. 
Arthur Quick, general adjuster, Home 
Insurance Co.; George Homer, agent of 
Mt. Vernon, N. Y., and George A. Ward, 
Paine-Ward Agency, Far Rockaway, 


N.Y. 

Following luncheon speakers at the 
afternoon business session will include 
Robert |. Stearns, president, Dutchess 
County Association, on a country-wide 
service to the insured by the agent; Ben 
Hemley of the Hemley Agency, Jamaica; 
David S. McFalls, president, R. B. Mc- 
Falls & Son, Inc., New York City, on a 
speakers’ bureau; Mr. Neumann on the 
compulsory automobile insurance prob- 
lem; John G. Mayer, executive secretary 
of the New York Association, on legis- 
lation; President Schwab; Eugene A. 
Toale. New York manager, Security- 
Connecticut Cos., on. profitable agency 
management; Kenneth W. Haslam, co- 
chairman, membership committee, New 
York Association, and Sup.t Holz. 
Following this session there will be a 
cocktail party and dinner. Reservations 
for this meeting can be made through 
Helen Goodrich of The Hess Agency, 
163-18 Jamaica Avenue, Jamaica, N. Y 





Ex-New Jersey Fieldmen’s 
Dinner on October 24 


The Ex-New Jersey Fieldmen’s Asso- 
ciation will hold its third annual dinner 
and meeting on October 24 at the Hotel 
Gramercy Park, New York City. Joseph 
Sorge of the Caledonian, president of the 
association, will preside. Donald Mac- 
lay, vice chairman of the New York 
Ex-Fieldmen’s Society, will be a guest. 

The Ex-New Jersey Fieldmen’s Asso- 
ciation is composed of insurance men 
who formerly traveled as fieldmen in 
New Jersey. Arrangements for the din- 
ner are being handled by F. W. Malla- 
lieu, Jr., of the Great American and 
Harry Koehler of the Continental. 





Firemen’s Boosts Dividend 
_Directors of the Firemen’s Insurance 
Co. of Newark, have voted to increase 
the annual dividend from $1.10 a share 
to $1.20 a share. This is the seventh 
consecutive year the common stock divi- 
dend has been increased. 


New Flood Study 


(Continued from Page 1) 





1 the 1952 report, which followed the 
costly floods in Kansas and Missouri, 
surance companies continued their re- 
tusal to write flood hazards other than 
M connection with broad form inland 
marine, ocean marine and automobile 
Policies, which types of risks are not in 
the category of fixed property. 

In speaking before the NATA directors 
Mr. Mays last week said that following 
the floods suffered in the northeastern 
States “at a meeting of the American 
Insurance Association, executives of fire, 
casualty and marine insurance companies 
discussed this subject at considerable 
ength following which the members of 
he association voted in favor of the 


Commercial Union-Ocean Group in 


Handsome New William St. Offices 


The ocean marine and New York City 
metropolitan departments of the Com- 
mercial Union-Ocean Group have moved, 
after 29 years at 123 William Street, 
to the handsome newly constructed 
sound-proof and air-conditioned building 
at 156 William Street. These premises, 
erected by the Diesel Construction Co., 
feature a highly modern and attractive 
lobby, electronic elevators and other im- 
provements found in new buildings 
erected recently in the mid-town area. 

The Commercial Union-Ocean Group 
occupies the first, second and mezzanine 
floors, for a total of some 32,000 square 
feet, to house a staff of over 250 per- 


ters for the group’s ocean marine activi- 
ties, which are under direction of John 
C. Ulreich, manager and Harold 
Berggren, assistant manager. A staff of 
30 in this division handles a volume of 
over $2,000,000 in wet marine business, 
which is an important 
activities world-wide. Mr. 
Ulreich has spent his entire business life 
with the Commercial Union-Ocean Group 
having been with them for 25 
and having assumed full responsibility as 
manager on January 1, 1946. 


phase of the 
group’s 


years 


Top Executives at 156 William Street Offices 





Left to right—Harold Berggren, assistant manager, ocean marine dept.; Peter 
Barr, deputy metropolitan dept. manager; V. C. Lock, New York metropolitan dept. 
manager; John C. Ulreich, ocean marine manager, and William WVredenburgh, 
assistant manager, metropolitan dept. 


sons. These departments do a business 
of about $10,000,000 a year. In addition 
to their own nine companies, they also 
manage the Century of Scotland Group 
for ocean marine and New York City 
fire. Efficiency in comfort in the new 
quarters is stressed, from the modern 
board of directors’ room to the colorful 
cafeteria and recreation room for the 
staff. 

All operations of the group are under 
United States Manager and General At- 
torney Harry W. Miller, whose office is 
at One Park Avenue in New York. 

Open house was held at the new ocean 
marine and metropolitan department of- 
fices on October 4-5 when several hun- 
dred guests inspected the new quarters 
and enjoyed a buffet luncheon. Fire 
Commissioner Edward F. Cavanagh of 
New York was guest of honor. 


Top Personnel of Department 
This office is the national heaidquar- 


The New York City metropolitan de- 
partment of the group represents a 
fully autonomous office with the ‘fire, 
casualty and inland marine activities 
fully merged both in underwriting, claims 
and accounts. A_ staff of 225 
transacts an annual business of some 
$8,000,000 from brokers and agents. It 
is under the supervision of V. C. Lock 
as metropolitan manager, Peter Barr, 
deputy metropolitan manager and Wm. 
Vredenburgh, assistant manager. 

Mr. Lock has spent nearly a quarter 
of a century with the organization and 
was named metropolitan manager of the 
fire and inland marine department on 
July 1, 1946, and manager of the entire 
integrated department in October, 1953. 

Mr. Barr, a graduate of N.Y.U. and 
an Army officer in World War II, thas 
been with the company nearly 30 years 
and was named resident manager of 


persons 





CAMDEN FIRE PROMOTIONS 


Thomas J. Howarth Appointed Claims 
Secretary; John W. Linton Named 
Fire Assistant Secretary 

The Camden Fire Insurance Associa- 
tion, has announced the promotion of 
Thomas J. Howarth from claims as- 
sistant secretary to claims secretary, and 
the appointment of John W. Linton as 

fire assistant secretary. 

Mr. Howarth has spent his entire in- 





appointment of a committee to study 
floods and flood damage. This committee 
Was instructed to review the matter of 
floods and flood damage to determine 
objectively if there have been any 
changes in the basic considerations that 
led to the conclusions in the Insurance 
Executives Association report of 1952 


in which the National Association of In- 
surance Agents concurred.” 


surance career with The Camden, having 
joined the company in 1929 as a coun- 
terman in the local department and hav- 
ing served for several years as special 
agent in the local area of New Jersey 
For four years he was state agent for 
The Camden in Detroit, Mich., and was 
brought into the home office in 1949 and 
made a member of the executive staff as 
production manager for The Camden 
and assistant to the vice president. In 
1950 he was designated to supervise 
windstorm claims and in 1952 was made 
manager of the claims department. La- 
ter in the same year he was elected as 
claims assistant secretary. 

Mr. Linton, a veteran employe with 
35 years’ service, began his career with 
The Camden in 1920 and has spent his 
entire time in fire underwriting. He was 
made manager of the western under- 
writing*department in 1931. 





casualty operations on July 1, 1949. He 
became deputy metropolitan manager of 
the entire organization in October, 1953 
and is currently chairman of the Cas- 
ualty Managers’ Assn. of N. Y. 

Mr. Vredenburgh specialized in his 
early years in the inland marine field, 
and after his discharge as an Army offi- 
cer at the end of World War II, he 
was recalled from Cincinnati to New 
York City in 1951 and made assistant 
manager of fire and inland marine on 
May 1, 1953, and of the entire metro- 
politan department in October of the 
same year. 








In our agency, the Boss sometimes 
forgets there are ladies present. Like 
when our biggest account threatened 
cancellation in favor of cut-rate com- 
petition. 

But after cooling off, he called our 
Pacific National special agent. To- 
gether, they convinced the client that 


other things besides rate — financial 
strength, dependability and proven 
service, for example — are all-im- 
portant. 


No wonder I simply purr when I’m 
told, “Write it in Pacific National’. 
I know that’s a good policy for us to 
follow any day. 


AND IT’S A GOOD POLICY FOR 


AGENT, BROKER AND ASSURED 
THAT BEARS THIS SEAL 


Sa % 
Lye AC 
OR SURAN 


PACIFIC 
NATIONAL 


FIRE INSURANCE 
COMPANY 





HOME OFFICE « SAN FRANCISCO 
FOREIGN DEPARTMENT + NCW YORK, SAN FRANCISCO 
x EASTERN DEPARTMENT * PHILADELPHIA 
: WESTERN DEPARTMENT * CHICAGO ~ 
SOUTHERN DEPARTMENT * ATLANTA 
INTERNATIONAL FACILITIES 
WORLD-WIDE SERVICE 
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Elected President of 


Chartered Ins. Institute 


Matar 


HAROLD T. SILVERSIDES 


Harold T. Silversides, joint general 
manager of the Yorkshire at the home 
office in England and well known in 
this country as deputy manager, and 
then United States manager from 1947 
io 1950, has been elected president of 


the Chartered Insurance Institute of 


Great Britain. This Institute, which last 
month held its 54th annual conference 
at Cardiff, Wales, is one of the leading 
insurance educational organizations in 
the world, has a fine record of accom- 
plishment and looks forward to contin- 
ued expansion. Mr. Silversides’ election 
is hailed by the British insurance press, 
which commends his vigor, his popularity 
and his fine leadership qualities. 

Mr. Silversides, who succeeds G. W. 
Bridge, general manager of the Legal 
& General, as president, is a native of 
York, England, where he was born in 
1901. He was educated at Archbishop 
Holgate’s Grammar School and joined 
the Yorkshire at the head office in 
1916. Six years later he went to London 
as chief clerk at a small branch, after 
which he went to the head office in 
charge of the home fire department. Mr. 
Silversides became manager of the mer- 
cantile branch in Mincing Lane in 1938 
and in 1941 was appointed Manchester 
branch manager. 

In 1946 Mr. Silversides came to the 
United States as deputy manager and in 
1947 succeeded Herbert F. Ellen as U.S. 
manager and president of the Yorkshire 
Indemnity, and Seaboard Fire & ‘Marine. 
He was advanced to general manager 
of the Yorkshire in 1950, returning then 
to England. 

Mr. Silversides obtained his designa- 
tion as a Fellow of the Chartered Insur- 
ance Institute in 1926 and since then 
has been a leading figure in insurance 
education. For many years he lectured 
at the London Insurance Institute and is 
now a vice president of that Institute. 
He was deputy-president of the Man 
chester Institute and when he came to 
the United States joined the Insurance 
Institute of America. 


Leo Abbott Named Branch 
Manager Buffalo Ins. Co. 


Leo J. Abbott has been appointed 
manager of its Buffalo branch office of 
the Buffalo Insurance Co. servicing the 
seven western New York counties. Edu- 
cated at Rensselaer Polytechnic Insti- 
tute, he was a member of the State Po- 
lice attached to the Governor’s personal 
staff before joining the Loyalty Insur- 
ance Group in 1946, 

_ Mr. Abbott is a member of the Buf- 
falo Casualty & Surety Club and of the 
New York State Field Club. 




















The Home 
Insurance 
Company’s 
current advertising 


stresses two things 
—the value of your 
services and the 
quality of the 









In the long run, | have 


: poe 
more for your money—make fewer mistakes. e 


“That's the only way t 
After a fire or other lo 
find out if you have mad 
at least twice a year an 


it is much too late to 
ss it 1s Mm hy we talk to our agent 


d take his professional 


home, car and other property ore 


insured by The Home Insur 





dealing with The Home. 


ty insurance—and real peace © 


Now, See Your HOMEtown Agent 


THE HOME 


Pus CaUce Company 


nt local agents and brokers 





ny represented by over 40,060 





protection you 
provide. 


Remember the 
‘‘brand name” theme 
—use it in your 

own selling efforts. 
You’ll find that it’s 
a sound, sensible and 
effective way to turn 
prospects into 
policyholders. 


This advertisement 
appears in color in: 


American Home- 
Better Homes and Gardens— November 


Nation's Business 


»ek— October 8 


s & World Report- 











a 
HEADS AETNA’S IBM DEPT. 
George Gregory Named Manage; ; 
Home Office; Succeeds P 
Th w. I 

George Gregory has been appointes 
manager of the I.B.M. processing 4. 
partment in the home office of the Aetp, 
Insurance Group. Mr. Gregory success; 
Thomas W. Lennox, who has been traps. 
ferred to the planning and methods «. 
partment, associated with Ragnar 
Anderson, assistant secretary. 

Mr. Gregory goes to Hartford fron 
Park Ridge, Illinois, where he has bee, 
superintendent of the tabulating depart. 
ment for the western department fp, 
three years. A native of Chicago, fy 
attended the School of Commerce, North. 
western University, night classes for ty, 
years. After working as a bookkeepe; 
for a Chicago insurance broker and , 
casualty company, he went to the Aetn, 
in 1936, as a bookkeeper in the westem 
department. Mr. Gregory was transferre( 
to the tabulating department in 19) 
promoted to supervisor four years late; 
and made superintendent in 1952. 

Mr. Lennox also is a native of Illinois 
Born in Springfield, he attended Spring. 
field Junior College and then took sey- 
eral courses in accounting, insurance ani 
sales. He had been supervisor of taby- 
lating departments for two life insurance 
companies before going to the Interna- 
tional Business Machines Corporation 
After five years he resigned to join the 
Aetna in 1940, as supervisor of the tabu- 
lating department. Mr. Lennox was ad- 
vanced to superintendent of the depart. 
ment in July, 1942. 








Backs Installation of 


Home Fire Alarm Systems 


“This year more than 11,000 Ameri- 
cans needlessly died in fires that ravaged 
more than half a million homes,” John 
L. Taylor, vice president, the Edwards 
Co., of Norwalk, Conn., told the home 
safety conference of the Institute for 
Safer Living, in New York, on Septem- 
ber 26. “But a few foresighted home- 
owners were saved from horrible death, 
injury and high property loss. They pro- 
vided themselves with accurate, inex- 
pensive fire alarm protection,” Mr. Tay- 
lor said. 

“Fire experts say an alarm within the 
first five minutes of fire affords 0% 
more chance of saving lives and property 
and extinguishing flames. By 1975 there 
will be a greater majority of home- 
owners enjoying the comforts of that 
90% chance of survival. But we still 
hope that in 20 years all Americans will 
enjoy protection from fear of fire.” 

Mr. Taylor told more than 50 home 
safety experts that “unless homeowners, 
builders and architects become more 
cognizant of the increasing number of 
deaths due to’ home fires, and the hun- 
dreds and thousands of dollars lost, the 
millions of Americans in 1975 will suffer 
even greater loss of life and property 
than their 1955 relatives. 

Mr. Taylor, representing the Edwards 
Co., manufacturer of electrical signaling 
equipment, said that by 1975, home fire 
alarm systems will be standard in most 
American homes. These systems. will 
greatly reduce loss of life and property. 
With more expensive home furnishings 
demand for greater protection of large 
capital investments will increase.” 





MULCAHY PRODUCTION SUPT. 

John J. Mulcahy has been appointed 
superintendent of the production depart- 
ment of the Fireman’s Fund Insurance 
Group San Francisco branch office. He 
joined Fireman’s Fund in 1948. 





DULUTH CLAIM OFFICE 

The Ohio Farmers Companies have ¢* 
tablished a new claim office in Duluth, 
Minn., under direction of William, 
Buckley. Mr. Buckley will handle claims 
in Duluth and the surrounding area ® 
well as a portion of Wisconsin. The - 
office will be located in the Alworl 
Building. 
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ive directors of the Excelsior Insurance Co. of Syracuse, N. Y., who oa been 
minent in affairs of their state associations of insurance agents and the National 
E xcelsior they are (left 
N: J.: Prank “G. 


lation. Attending the 30th anniversary 
to right)—Harry L. Godshall, chairman of 
Hawk, Peoria, I1l.; Guy T. Warfield, Baltimore ; 


executive Vice President Alfred C. Sinn of 
his state association, and Mr. Warfield < 


National Association 


Jackson to Talk on 
Atomic Energy Problems 


Insurance problems relating to atomic 
energy projects will be the subject of 
1] to be given by \. B. Jackson, 
ident of the St. Paul Fire and Ma- 
ine, principal speaker at the dinner of 

e General Insurance Brokers Assn. to 
be held at the Sheraton - Astor Hotel on 
Tuesday evening, October 25, it was an- 

suunced by Russell Wittpenn, president 

t] ciation. 

n is a member of the fire 
insurance study group, com- 
t 3 level representatives of 

ndustry, app inted by the 
\tomi Energy Commission last March 
review insurance problems brought 
thout by industrial entrance into atomic 








energy installations 
In addition ,the dinner will feature 
presentation of the association’s 1955 
Gold Medal Award to Percy Chubb 2nd, 
president of the Federal Insurance Co 
He is also a member of the atomic en 
ergy study group and is chairman of the 
tomic energy committee of the Ameri- 

Insurance Assn. 
| Victor Herd, pr resident of the Na- 


nal Board of Fire Underwriters and 


executive vice president of the Amer 
Fore Group, will officiate as toast 
Nast 
Reservations for tickets or tables seat 
10 or 12 may be made bv writing 
{ he office of the General Insurance 
Brokers Assn. at 120 Liberty Street, New 
\ tk 6 N. VY 


TO RUN ALTAMOUNT AGENCY 

Alfred W. Schermerhorn and David F. 
Cowan have formed a partnership at 
Altamount, N. Y., with a branch in Al 
bany. The two, with a combined insur- 
ance experience of 18 years, will operate 
the Severson Agency, Inc., established 
in Altamount in 1925, 


ania: 





N. Y., and 
Each has been president 
. Stott are past presidents of the 





r in Hartford. 


_ panel 


} Li 
hensive general liability coverages; 
i . ” of Litchfield, 

policies; H. Sage 
maangement; 
Harold Holcomb 
surety bonds, and 

B. Fisher Co. 


, office 


Conn. Agents Issue 
Program for Meeting 


Association of Insur- 
\gents has issued the program for 
i October 26, at 
The morning 


o'clock, will 


clude reports of officers and election of 
new officers and also a panel on prob- 
lems of agents. 

"ili , editor of “The 
moderator. 
topics are Her- 


Knox & Co., 


‘and Pri): 


compre- 
Wil- 


home- 


Agents’ Assn. Completes 


MORTON V. V. WHITE 


Maurice J. Hartson, Jr., New Orleans, 
was appointed to a three year term on 
the executive committee of the National 
Association of Insurance Agents at the 
close of the convention in Los Angeles 
October 5. As stated last week Kenneth 
Ross, Arkansas City, Kan., was elected 
president, Robert E. Battles, Los An- 
geles, was elected vice president and 
executive committee chairman, Morton 
V.V. White, Allentown, Pa., was elected 
to the executive committee for three 
years and Dave R. McKown, Oklahoma 
Citv, was reelected for a two year term. 
Holdover members of the executive com- 
mittee and Archie M. Slawsby, Nashua, 
N. H.; Arthur M. O’Connell, Cincinnati, 
and Louie E. Woodbury, Jr., Wilmington, 
NAG. 

‘Mr. White, a former president of the 
Pennsylvania Association, has been one 
of the leading figures for several years 
in the Eastern Agents Conference and 
active on National Association commit- 
tees. 





Hartford, time element coverages. 

David Gray, assistant to the president 
of Afco, Inc., will then speak on more 
production and less expense through 
premium financing. 

Following lunch, Senator Bush of Con- 
necticut will spez ik on reflections from 
the Washington scene. Maurice H. 
Herndon, Washington, D. C., represen- 
tative of the National association, will 
talk on “The Federal Influences Are 
Showing” and Ellis H. Carson, president 
of National Surety and vice president of 
Fireman’s Fund group, will have as his 
topic “Quality Is Our Dimension.” 

At the annual banquet at 7 Commis- 
sioner Thomas J. Spellacy will install 
the new officers. 












CHARLES “JOE” PENNA 


HARRY ROGERS 





THE LONDON ASSURANCE 


Metropolitan Department 
99 JOHN ST., NEW YORK 38, N. Y. 


fee ee 6OSERVICE COMES FIRST! 





Executive Committee 






N.Y. STATE EXAMS 
NEW YORK « JAMAICA 


132 Nassau St. 148-15 Archer Ave, 







Starts Monday, Dec. 5, for 
Brokers’ Examination on March 15, 1956 


REAL ESTATE COURSE 


Starts Monday, Dec. 5, for 
State Examination on Feb. 29, 1956 


| NOTARY pusuic COURSE 


Starts Tuesday, Dec. 6 
for Examination on Jan. 10, 1956 


AMERICA’S LARGEST INSURANCE 
& REAL ESTATE BROKERAGE SCHOOL 


Write, phone or call for Booklet 


INSTITUTE OF 
P 0 HS ae 
132 none Street 
~— York N.Y, 
Near Cie Hall 
COrtlandt .7-7318 


\ HERBERT J. POHS, Founder-Director 


Wm. H. McGee 
& Co., Inc. 


MARINE UNDERWRITERS 
111 John Street, New York 38, N.Y. 
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Stuart Raleigh to Head 
Raleigh & Munns Agency 


Stuart F, Raleigh, Jr., has been elected 
president and treasurer of Raleigh & 
Munns, Inc., insurance agency with 
offices in the Hills Building, Syracuse, 
N. Y. He succeeds his late father as 
head of the agency, which will continue 
at the same location. 

Named vice president and secretary to 
succeed her son was Mrs. Neeltje Gere 
Raleigh, widow of Mr. Raleigh. 

The late Mr. Raleigh’s post on the 
board of directors will be filled by an- 
other son, William G. Raleigh of Arling- 
ton, Va. 


Gerry Fauth Elected 
Head Mich. Agents Assn. 


Gerry Fauth of the Fauth Agency, 
Flint, Mich. was elected president 0! 
the Michigan Association of Insurance 
Agents at the 57th annual convention 
held in Grand Rapids. ae 

Mr. Fauth served the association as 
vice president last year. He succeeds 
Ray L. Van Kuiken in the presidency 
Other new officers are: Robert 6. 
Schirmer, Saginaw, vice president; Rus- 
sell V. Worgess, Battle Creek, treasurer 

Elected as members of the executive 
committee are: John B. Gray, Detrott; 
William T. Dobson, Ann Arbor; Mrs 
Robert E. Easton, Muskegon; Harold A. 
McMartin, Port Huron; J. W.. Hicks, 
Traverse City, anid Archie R. Barnich, 
Cheboygen. 








Mutual Agents’ Daily 
The Pennsylvania Lumbermens Mu- 
tual of Philadelphia will have an om: 
the-spot staff to produce daily issues ° 
“Agent News” during the 24th annua’ 
convention in Cincinnati, October 15-2), 
of the National Association of Mutua! 
Insurance Agents. 
The staff will be members of the com 
pany’s advertising and_ public relations 
agency, Gray & Rogers, Philadelphia. 
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Los Ang ole Oct. 4—-What to be done 
pout floo id “Insurance” is rapidly com- 
“to a head in Washington, Maurice G. 
Hern mn, Washington representative of 

e NAIA, told the national board of 
aqte directors here. The Senate Bank- 
o and Cur rrency Committee, with Sena- 

1 Herbe gees Lehman, Democrat, New 
Vork, chairman, is pl anning to hold 
on the whole subject of disaster 


ee I 
insurance later this month, Mr. Hern- 
ion stated. He said it has been the in- 


ntion of President Eisenhower to send 

message to Congress on this subject 
soon after it convenes in January. 

_A num! ver of Senators and Represen- 

tives are preparing to introduce leg- 

Jation, most of which not only provide 
j fr indemnification for losses from floods, 
hut also from other disasters, such as 
earthquakes and tidal waves, Mr. Hern- 
ion continued. “Already political over- 
«ones have entered the picture as ap- 
yarently the Democratic Congress and 
the Republican Administration jockey 
for a D sition of credit in trying to 
find a solution. 

“Consensus in Washington is that the 
Federal Government may set up some 
kind of a disaster ‘insurance’ organiza- 
tion with principal funds coming from 
Congressional appropriations. Whether 
the insurance industry will be asked 

‘administer’ any such program as it 
lid war damage insurance, is a moot 
jestion. It is unlikely that a final de- 
sion on this subject’ can be reached 
until sometime early in the next session 
f Congress. 

Congress May Frobe State Regulation 

“A strong rumor is. circulating in 
Washington to the effect that the prom- 
ised Congressional investigation of how 
vell state insurance regulation is work- 
ing may be just around the corner,” 
Mr. Herndon revealed. “Apparently the 
reason is the coming anniversary date 
of the end of the moratorium granted by 
Public Law 15. This date, June, 1956. 
This situation, as well as all others af- 
fecting NAIA members, is being care- 
july watched and reported to NAIA 
ificials. 

Blanket Bonding Picture 


“Blanket bonding of Federal employes 
is now a fact under new Public Law 323 
the last Congress,” Mr. Herndon de- 
fared “Previous extensive efforts by 
the insurance companies, developed un- 
ler the threat of some form of Govern- 
ment bonding self-insurance, is appar- 
ently being ignored by the Administra- 
tion with its new demands for ‘one 
ond’ for all Post Office employes and 
iso tor all Internal Revenue employes. 
it will be recalled that after care- 
wl and lengthy conferences with inter- 
sted Government officials over a period 
of the past four years, the companies 
ad worked out a program reducing 
Federal employe bonding from over one 
million individual bonds to 80-odd thou- 
‘and blanket or position schedule bonds. 
This plan died, primarily because of 
Post Office opposition. Also, the com- 
panies had more recently worked out a 
ecihe program for the Bureau of In- 
‘ermal Revenue for the blanket bonding 
f its employes on the basis of a total 
t 68 blat nket bonds. Tentative accept- 
nce of this program by Revenue officials 
as indicated by the fact that sample 
ms had been printed. 
ct the last few weeks, however, offi- 
free of these two agencies have present- 
d their new demands for ‘one bond’ 


Ty each agency,” Mr. Herndon stressed. 
wi bla neh bonding picture, as is the 

Hood ‘insurance’ problem, is in even a 

ah cor fase state than it has been 

In the past, 

__As Private industry apparently pre- 
pares to enter the crop insurance field 


na limited basis, Federal Crop Insur- 


Washington Report Stresses Flood 
Cover, State Control, Blanket Bonds 


ance Corporation officials indicate con- 
tinued approval of the method of oper- 
ation of those local insurance agents 
who are representing FCIC throughout 
the country. Officials at this agency in- 


dicate, however, a slight reduction in the 
number of local insurance agents par- 
ticipating in the program. 
FTC Probe of A. & H. Field 

“The Federal Trade Commission inves- 
tigation of accident and health insur- 
ance companies is continuing with a 
total of 30-odd rg at being is- 
sued. Hundreds of A. &H. companies 
have allegedly been hen Two 
consent decrees in the 30-odd cases have 
been negotiated with probably others 
to follow, although some of the compa- 


nies against whom complaints have been 
issued doggedly continue their efforts 
contesting FTC jurisdiction. 

“With a major personnel change among 
FTC Commissioners, it is probable that 
some major decision will be reached 
soon as to whether to taper off the 
FTC accident and health inquiry or ac- 
celerate the issuance of complaints. A 
new and key figure among the Commis- 
sioners is former U. S. Representative 
Gwinn, who, while he was in Congress, 


(Continued on Page 35) 





Are you fighting the clock 
...and losing ? 


If you’re like most producers we know, there just aren’t enough hours in the day for 
all the calls you should be making to hold your present clients and bring in new ones. 
It’s becoming harder and harder to keep ahead of competition. 


We’d like to help you. Every month in the year more than 50,000 copies of the 
Fireman’s Fund RECORD, imprinted with the name, address and phone number of 
a producer, are going out to clients and prospects. Featuring articles of general 
interest, every issue emphasizes the advantages of using the American agency system 


..- points out the pitfalls of “do-it-yourself” insuring... 


job for the participating producer. 


does a personalized selling 


This is another example of the “selling tools” that we are making available to our 
producers. For a free copy of the RECORD and full information about the Fireman’s 
Fund RECORD Plan, just mail the coupon. 





FIREMAN’S FUND 
INSURANCE COMPANY 


NATIONAL SURETY 
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FIREMAN’S FUND INSURANCE GROUP 


401 California Street - San Francisco 
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| FIREMAN’S FUND INSURANCE GROUP | 
| 401 California Street, San Francisco 20 | 
| Please send me a free copy of the RECORD | 
and information about Fireman's Fund RECORD Plan | 
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ROY BACHMAN IN NEW POST 





General Adjustment Bureau Names Him 
Asst. to President; Was General 
Manager, Southeastern Dept. 

Roy G. Bachman, general manager of 
General Adjustment Bureau’s southeast- 
ern department, has been appointed to 
the new position of assistant to the 





Elliott’s Peachtree Studio 


ROY G. BACHMAN 


president, with headquarters in the Na- 
tional office in New York City. 

Mr. Bachman has headed the Bureau’s 
southeastern department since 1948. He 
entered the insurance business in 1926 
and joined the Bureau in 1933 as as- 
sistant manager of the Memphis, Tenn., 
branch office. Four years later he was 
transferred to the departmental head- 
quarters in Atlanta as a general ad- 
juster. Mr. Bachman was called to the 
New York national office in 1938 and 
the following year was named assistant 
general manager of the Bureau. 

He was selected to head the south- 
eastern department in 1948 and _ since 
that time has been prominently identi- 
fied with loss matters in the south- 
eastern area. 


Registrations Opened for 


Homeowners Policy Course 
Dean Arthur C. Goerlich of the Insur- 
ance Society of New York, Inc., has an- 
nounced that the Society is now taking 
registrations for its course in the Home- 
owners’ Policies. The lecture series will 
begin the week of October 17. 

Since a large enrollment is expected, 
four sections of the class have been 
scheduled. Sections will be limited in 
size and will be filled on a first come, 
first served basis. Each section will meet 
one evening a week from 6 to 8 p.m. 
Any night from Monday to Friday is 
available. The course, lasting eight 
weeks, has a tuition fee of $20. Detailec 
information may be obtained at the So- 
ciety’s offices, 16 Liberty Street, N. Y. 


Texas Federation to Dissolve 

Immediate dissolution of the 
month-old Insurance 
Texas has been ordered by a 15 to 
vote of its board of directors, according 
to Travis T. Wallace, first and = only 
president of the organization and _ presi- 
dent of the Great American Reserve, 
who already has refunded all dues paid 
since its formation. 

“Insufficient interest on the part of 
the vast majority of the companies” was 
cited by Mr. Wallace as the main reason 
for the action. Despite membership 
drives by circular letter and personal 
contact, only 33 of the approximately 
1,400 eligible companies had joined, said 
Mr. Wallace, at the time of the board’s 
meeting last March, with five added 
since that time. 


nine- 
Federation — of 
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KEEP UP TO DATE... with the facilities of the Royal- 
Liverpool Insurance Group. Our 

INFORMATIVE SERIES (number two covers the “Laundry 
and Cleaning Industry”) is designed to 

HELP YOU ... the agent, to meet the insured, 
talk his language, and 

MAKE SALES ...SAVE SALES... 


with a company of the 


ROYAL? LIVERPCOL 


CASUALTY FIRE * MARINE * SURETY 
150 WILLIAM ST., NEW YORK 38, N. Y. 
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Atlantic Companies’ 
Changes in Detroit 

MACKOWSKI IS NEW MANAGER 

Succeeds Mead Who Is Joining Durfy 


Agency in Fall River, Mass.; 
Gain Named State Agent 








The Atlantic Mutual of New York an4 
Centennial announce the following 
changes in the Detroit office: John | 
Mackowski has been appointed manage; 
and Dale M. Gain promoted to state 
agent. Mr. Mackowski replaces Arthy; 
E. Mead who has resigned to enter the 
Durfee Insurance Agency in Fall River 
Mass. : 

Mr. Mackowski is a graduate of Duke 
University and joined the Atlantic Com. 
panies in July, 1951, after serving three 
years in the Illinois territory as a ma- 
rine special agent with another com- 
pany. He was made marine manager of 
the Detroit office in 1953. 


Gain Joined Companies in 1948 


Mr. Gain joined the Atlantic Compa- 
nies in 1948 after graduating from 
Michigan State University and, after 
three years with the Atlantic Companies 
in the fire underwriting department of 
the midwest division, was transferred to 
Detroit as special agent in 1951. 

Mr. Mead has spent his entire insur- 
ance career with the Atlantic Compa- 
nies, having started in the home office 
in New York in 1937. He served the 
companies in various capacities in New 
York City, Chicago and in Boston prior 
to being assigned as manager of the 
Detroit office in 1952. 





STATE AGENT APPOINTMENTS 





Royal-Liverpool Group Names Jackson, 
Coughlin, Eggland, Wherry and 
Smowton to New Posts 

Appointment of five state agents is 
reported by the Royal-Liverpool Group 
as follows: Henry Jackson has been ap- 
pointed state agent at Detroit. Mr. Jack- 
son has been with the Group since 1932 
and for the past three years has been 
state agent at Indianapolis. 

John M. Coughlin has been appointed 
state agent at Indianapolis, succeeding 
Mr. Jackson. Mr. Coughlin joined the 
Group in 1946 and has been state agent 
at Evansville for the past three years. 

James M.. Eggland has been appointed 
state agent at Evansville, succeeding Mr. 
Coughlin. Mr. Eggland, who has been 
with the Group since 1946, has been 
state agent at South Bend for the past 
five years. 

John A. Wherry has been appointed 
state agent at Sioux City, Iowa, replac- 
ing William G. Downs, who has resigned. 
Mr. Wherry joined the Group in 1950 
and has been state agent at North 
Platte, Neb., for the past three years. 

David L. Smowton has been appointed 
state agent at North Platte, succeeding 
Mr. Wherry. Mr. Smowton joined the 
Group in 1949 and was most recently 
state agent at Lincoln, Neb. 





Joseph Bechtel Asst. Sec. 


Atlas Assurance Group 
Joseph F. Bechtel has been appointed 
assistant secretary of Atlas Insurance 
Co., Ltd., Albany Insurance Co. and the 
Quaker City Fire & Marine, member 
companies of the group. Mr. Bechtel 
formerly a special agent for the group 
in the New York field was an executive 
assistant prior to this appointment. 





Taggart Named in Baltimore 

St. Paul, Minn—The St. Paul Fire & 
Marine Insurance Co., has appointed 
Herbert H. Taggart, Jr., as special agent 
with headquarters in Baltimore where 
he will be under the supervision of Jonn 
T. Nichols, state agent. Before joing 
the Saint Paul, Mr. Taggart was asso 
ciated with the insurance business in the 
same territory. 
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w. H. Rusher Assistant 
Pacific Coast Manager 

HARTFORD FIRE INSUR. GROUP 
ceeded as Metropolitan N.Y.C. 


el by C. Nunn; Houghton Named 
Associate, Johnson, Asst. Mer. 








William H. Rusher, former metropoli- 

‘an manager in New York City, for 
Hartford Fire, has been appointed as- 
stant manager of the Pacific Coast de- 
nartment for the Hartford Fire, Hart- 
‘ord Accident & Indenmity, Citizens In- 
surance Co. of New Jersey, Northwest- 
em Fire & Marine and the Twin City 
Fir. Mr. Rusher will assume_his new 
juties, headquartered in San Francisco, 
around November 1. Claude S. Nunn, 
manager, northern New Jersey service 
afice, Newark, has been promoted to 
sicceed Mr. Rusher, effective October 
15 
“Also announced are the appointments 
of Henry E. Houghton as_ associate 
metropolitan manager, and Arthur. R. 
lohnson, named assistant metropolitan 
manager. 

Mr. Rusher entered the employ of the 
Hartford Fire in 1934. Two years later 
he was appointed a special agent in New 
York suburban territory, following 
which he was transferred to the south- 
ern tier of counties in upstate New 
York. In 1941 he was transferred to 
Washington, D. C., as manager of the 
service office. In 1946 he was made pro- 
duction manager of the Brooklyn branch 
and manager in 1948. In 1952 he became 
metropolitan manager, with general su- 
pervision over the New York City and 
Brooklyn offices for all lines, as well as 
the company’s nationwide binding office. 
Mr. Rusher, a native of Hartford, was 
educated at Loomis Institute in Wind- 
sor, Conn., and graduated from Yale in 
1933. 

Mr. Nunn has spent his entire busi- 
ness career with the Hartford Fire as a 
fire prevention and rating engineer, spe- 
cial agent in New York suburban and 
northern New Jersey territories, and as 
manager of the northern New Jersey 
service office. He entered the employ of 
the company in 1930. He is a graduate 
of Virginia Military Institute. 

Mr. Houghton joined the Hartford or- 
ganization in 1952. He has been one of 
the principals in charge of production in 
the New York office for several years. 
Mr. Houghton was a local agent in su- 
burban territory and a New York City 
broker before joining the Hartford com- 
panies, 

Mr. Johnson, veteran superintendent 
of New York nationwide binding office 
and brokerage department has been as- 
sociated with nationwide binding activi- 
ties for over 38 years. 


Big Bill 


(Continued from Page 23) 





Sharples Corp., has accepted the chair- 
manship of the committee in succession 
to Mr. Carr. 

“We are deeply indebted to the Ad- 
visory Committee and the Investment 
Policy Committee for their guidance in 
this all-important part of our worldwide 
organization.” 

United States officers of General Ac- 
cident include Edward T. Moynahan, 
general attorney; William Bernhard, 
deputy general attorney; John S. Kauf- 
man, general manager; John T. Orr, 
Clarence L. Brearley, Harold Scott 
Baile, deputy general managers; Robert 
\. Lowry, Edward C. Lynch, Charles P. 
Orndorff and Dudley M. Pruitt, assistant 
general managers. 


ADJUSTERS MEET OCT. 20 
Uthcers of the New York Association 
t Independent Insurance Adiusters have 
‘ppointed committees for the coming 
Year end announced a luncheon meeting 
lor Thursday, October 20, at the Drug 
& Chemical Club when committee chair- 
men will outline their plans. John J. 
McAndrews is the newly elected presi- 
dent of the association. 





Royal-Liverpool Group 
Michigan Field Transfers 


The Royal-Liverpool Insurance Group 
has announced two transfers in the 
Michigan field. State Agent Walter P. 
Keating, formerly at Saginaw has 
been transferred to Detroit succeeding 
Raymond A. Johnson who has resigned. 
State Agent Keating is succeeded at 
Saginaw by Special Agent Gordon D. 
Teakle. 


JOINS WARD, INC., ON L. I. 

Frank J. Higgins, adjuster, has joined 
the staff of James J. Ward, Inc. He will 
service Long Island territory for the 
Ward adjusting office. A resident of 
Syosset, Long Island, Mr. Higgins has 
been in the insurance business since 
1939, first in underwriting and then later 
in adjusting of inland marine fire and 
automobile. 





TRANSFER REDELFS TO S. D. 
Rex L. Redelfs, special agent for the 
Phoenix of Hartford Group, formerly 





HODKOWSKI TO MICHIGAN 

Special Agent Chester F. Hodkowski, 
of the Phoenix of Hartford Group, has 
been transferred to western Michigan. 
He was formerly located in eastern 
Michigan. A graduate of the University 
of Connecticut and the Phoenix home 
office training school, he will make his 
headquarters with State Agent W. P. 
Van Wormer at Grand Rapids, Mich. 





located in the Nebraska field, has been 
transferred to Huron, South Dakota 
where he will establish a field office. 





When Your Clients Buy Protection... 


They’re Entitled To It! 
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Capacit 


> Pay... 


Facilities to Pay... 


Willingness to Pay... 


stand behind all Ocean and Inland Marine insurance policies 
when they are written through the MARINE OFFICE OF AMERICA 
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Contact Our Nearest Office 
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Foresees More Agents 
Needed in Future 


INGLIS OF FOUNDERS SPEAKS 


Company President Predicts Fewer Pol- 
icy Forms, Greater Demand for 
Protection by the Public 





Los Angeles, Oct, 3—Ralph L. Inglis, 
president of the Founders’ Insurance Co. 
of this city, is confident that in the 
changing American market insurance will 
continue to expand and capital stock 
insurance and agency produced business 
will grow apace. He stated that in some 
circles there is some anxiety that the 
growth of the independent agency forces 
may not keep up with increasing need 
for agency services in the years ahead. 

Mr. Inglis spoke before the National 
Association of Insurance Agents’ con- 
vention which was held in Los Angeles 
October 3-5. 

Mr. Inglis feels that there is a rather 
disturbing lack of recruitment and devel- 
opment of new agents and he warned 
that if the agency system does not ex- 
pand commensurate with the expanding 
need for those services then other means 
will be found to provide insurance. Co- 
operative effort in the recruitment and 
development of independent agents is 
certain requirement for the future wel- 
fare of agents and companies, he told 
the convention. Hence he urged the pro- 
ducers to assist in getting more men and 
women into the business, saying that it 
is better that this “new competition be 
developed in a manner that will make it 
fairly close to parity with your type of 
operation than to let it be created in a 
radically different form.” 

Public Welfare Projects 

Apart from the growth of insurance 
implcit in a growing population and an 
expanding economy it is certain that 
another force will bear upon this growth, 
Mr. Inglis stated. He said that “as 
individual welfare continues to be an 
accepted sphere of government activity, 
it is inevitable that insurance will be 
called upon for the carrying out of pub- 
lic welfare projects. Social insurance 
forms, workmen’s compensation, UCD 
and the like produce tremendous amount 
of premium in the aggregate and new 
and expanded social insurance forms will 
create new volume measured in millions 
of dollars. When lawmakers devise these 
new social insurance forms, it seems 
proper, both in the public interest and 
the interest of the insurance industry, 
that the established facilities of the 
insurance industry be relied upon to do 
the insurance job. Those facilities, the 
agents and the companies, are people 
just as the government is comprised of 
people but these insurance people have 
the experience and the training needed 
to do the job just as the lawmakers 
have the training and experience for 
statecraft. 

“Observations of evidence of the past 
clearly establish the certainty of change 
external to the affairs of the insurance 
business and looking at our own house 
we may be equally sure that it will 
change. The vastly wider distribution 
of goods mean an increased variety of 
exposures which form the subject matter 
of our business. With the means to pur- 
chase increased protection, there is cer- 
tain to be a greater variety of perils 
from which insurance protection will be 
sought. Such demand is already manifest 
in multiple peril cover and so-called block 
insurance. 

“The writing of insurance embracing 
i variety of perils and the writing of a 
policy including within a single contract 

variety of exposures is certain to in- 
crease underwriting stability as such 
practices mitigate adverse underwriting 
selection. Further, and this with refer- 
ence to the suggestions of insurance 
agents, that companies act to eliminate 
the duplication of rating bureaus and so 
contribute to reducing the expenses of 
doing business, one of the natural results 
of multiple peril underwriting is the de- 
velopment of multiple peril or composite 
rating. 


“Once 





the number of forms and the 




















Solling’s Key Weapon Joday 


Findings in a recent independent advertising agenc 
survey indicated that local agents are not in touch wit 
their clients frequently enough, and that probably they are 
not reaching enough new prospects with their story. Actu- 
ally, sales representatives of direct writers and specialty 
companies have been asking more people to buy than many 
Teen pices have! 


Of recent years selling has been jetting ahead. Agency 
service is not enough today to hold the general run of 
business because many Insured never experience loss service, 
the really basic reason for buying insurance in the first 
place. There's a big need today for face-to-face selling, 
at which time the local agent can show his personal interest 
in the Insured and his insurance problem. 


To get a general idea of the selling picture today as 
applied to the producer, write for a copy of our recent 
article, “Return To Hard Sell.” 


A producer can do only so much personal selling; there- 
fore, he needs must employ advertising to multiply himself 
and so augment normal contacts with clients and prospects. 
Client-wise he can use our "Survey and Analysis Plan,’ link- 
ing agency service with personal selling, to turn single 
policies into accounts and thus increase the premiums per 
account so that each Insured pays his way in the agency. 
He can also utilize our Monthly Mailing Plan and Postal 
Card Series to supplement personal calls with mail calls. 
These sales plans are found in our advertising facilities 
booklet, "Key to Agency Development." Write our Ad- 
vertising Department for your copy of that, too. 
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variety of statistics are reduced, it must 
follow that the need for a variety oj 
rating organizations will be reduced ’ 

“While economic and social structupes 
are tending to become increasingly com. 
plicated and more elaborate, insurance 
is very definitely headed toward simpli. 
fication. On reflection, it seems tha 
such is the only course available becays. 
our business has previously gone to suc}, 
extremes in complicating a fairly simple 
business function. Understanding tha 
insurance is absolutely interrelated with 
the fabric of the economy of our country 
and that changes are occurring in that 
economy, one may be certain that 
changes will come in the business of 
insurance as we know it today, 

“Tt doesn’t always appear so but, by 
and large, we seem to do an insurance 
job rather better now than a decade ago 
Some of the changes which will come 
perhaps the more important ones, will 
not be brought about voluntarily by the 
thinking and actions of either insurance 
companies or their agents. 

“It is desirable certainly that the will 
of the buyers be determined. It is proper 
that the will of the buyers be influenced 
Influenced by bringing the insurance 
story to the public, Mr. Inglis said. “[p- 
fluenced by what we generally term pub- 
lic relations for our business. There haye 
been some gains in that area in recent 
years but there remains so much to be 
done. It can be helped by publicity, it can 
be accomplished best by performance of 
the functions which are the responsibilj- 
ties of the companies and the agents, 
That performance will prove the values 
which we know to be in the system of 
insurance which we have built up so 
painstakingly over the years. Remember 
though that memories are short and the 
record of past service to the community 
and to your clients may not be depended 
upon for acceptance in the future. 

“There must continue to be present 
performance and the promise of future 
service if stock insurance and independ- 
ent insurance agents marketing is to 
continue to dominate the American in- 
surance scene. 

“When all the changes are through, it 
is certain that there will continue to be 
insurance and that in its best form it 
will be a private business and not a 
governmental function,” Mr. Inglis pre- 
dicted. “Human behavior differs, but its 
basic characteristics do not change very 
much. As people acquire more things 
and as they understand the nature of 
the hazards to which they and _ their 
property are subject, the human desire 
for security will continue to manifest 
itself in demand for protection. 

Agent Integral Part of Insurance 

“Finally, let me state without equivo- 
cation, without reservation, that the in- 
surance agent is very much in the scheme 
of the insurance of the future. There is 
talk that he will have a new name but 
there has never: been the slightest ques- 
tion but that the independent insurance 
intermediary is an integral part of the 
American insurance business,” declared 
Mr. Inglis. “The agency system of mar- 
keting is one of the characteristics of 
American insurance which has been im- 
portant in the tremendous growth and 
progress of our insurance business. _ 

“There is much of insurance that 1s 
of a service nature. Service to the pol- 
icyholder, to the insurance underwriter 
and to the community. The independent 
agent is in a position superior to that 
of anyone else to perform these services 
best and most economically. Of my 
own knowledge and from my own eX- 
perience, I am certain that the best 
underwriting job can be done by_ the 
agent if he will properly prepare him- 
self with the necessary training for risk 
selection and rating. 

“There has been and continues to be 
controversy as to whether the credit 
and collection functions of insurance 1S 
not better managed directly by the com- 
pany than by the individual agents. On 
the one hand, this function does respond 
to automation. On the other, a degree 
of flexibility in credit is not possible 
otherwise than by administration by the 
agent in his close contact with the 
buyer.” 
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Advertising, Education, New Forms 
Provide Bright Future For Agents 


Support for a long-range advertising 
program, actively supported by a nation- 
wide company organization and_partici- 
ated in to the limit of their abilities by 
al] independent local agents was given 
py A. N. Bushnell, Jr., president, Insur- 
ance Association of Los Angeles, when 
he spoke before the National Associa- 
ion of Insurance Agents’ convention in 
Los Angeles last week. He also advo- 
cated a revitalized and expanded educa- 
ional program designed to provide the 
agents with the latest insurance knowl- 
edge, plus efficient use by agents of the 
many new package policies. He urged 
reductions of expenses in providing in- 
surance to the public. -_ 
“In his talk entitiled “Opportunities 
Unlimited,” Mr. Bushnell said if agents 
are to realize the opportunities of the 
next 20 years, the American Agency 
System companies and their producers 
must create in the minds of the public 
desire to buy their insurance only from 
, well educated, efficient and sincere 
local agent (and here I would prefer to 
ye another name, something more 
closely identified with our real worth to 
the public.) 

Need New Brand Name for Agents 


“l frankly don’t know what we should 
call ourselves. Some say insurance 
counselor, others insurance producer, 
and there are many more. Our friends 
in the bargain counter insurance busi- 
ness have agents, so do almost all direct 
writers—not to speak of ticket agents 
and theatrical agents. We need a new 
national brand name—sold and publicized 
by all companies and producers, so that 
when a member of the public buys from 
us he knows he is getting the ultimate 
in integrity, competence and service. 

‘If we are successful in making our 
products and services known throughout 
the length and breadth of the land—we 
must be prepared to render all of the 
services we advertise—and more. To do 
so means to constantly and persistently 
educate and reeducate ourselves. To 
take advantage of all courses offered by 
our association’s education committee 
and to attend advanced agency manage- 
ment courses. 

“Consider for a moment the intense 
immer satisfaction of having educated 
and introduced to the wonder and op- 
portunity of our industry, a new and 
competent insurance counselor fully 
qualified and able to make those calls 
which you cannot,” Mr. Bushnell stated. 


Educational Programs 


“Local associations of insurance pro- 
ducers can offer the logical start in this 
educational program. They should offer 
their services to both high schools and 
colleges, as instructors on insurance sub- 
jects and as counselors to inform the 
students of the many opportunities in 
the insurance business. Then as the pro- 
gram progresses, both company and pro- 
ducer organizations should assist in the 
establishment of graduate schools of in- 
surance in the many colleges, which now 
do not have them. These graduate 
schools would provide us not only with 
‘op-notch personnel, but also the instru- 
ment tor continued high level research 
in advertising, in marketing and internal 
Operations. 

“Let’s take another look and see what 
the insurance counselor of the future 
will have done to eliminate needless op- 
frations and expense. 

First, he has found that being a re- 
cording agent is not as complicated or 
€xpensive as he had supposed. Having a 
policy writing department has eliminated 
hundreds of errors, rewrites and delays. 
Yollections automatically improved be- 
Cause the sooner a policy is delivered 
the sooner it is paid for, and this ability 
‘0 deliver a policy immediately to the 
client without having to order it from 
‘he company office firmly establishes in 
the purchaser’s mind the professional 


status of the producer,” observed Mr. 
3ushnell. 
“He has revised his credit policies, 


realizing that credit is a privilege, not an 
obligation, and because a large percen- 
tage of his clients pay promptly and 
there are practically no flat cancella- 
tions, he has negotiated a trade discount 
agreement with all his companies. Most 
manufacturers have used such a discount 
for years. 

“The agreement states that all ac- 
counts will be paid by the fifteenth of 
the month following inception date, all 
audits will be paid by the fifteenth of 
the month following: billing. There will 
be no flat cancellations and, on cancella- 
tions for non-payment of premium, a 
minimum of $5 will be paid the company. 

“In return, the company will allow a 
3% cash discount from the net balance 
due on the monthly account. As an ex- 
ample, September account—$1,000, com- 
mission $200 - $800 due October 15, less 
the 3% discount of $24—net remittance 
$776. This extra 3%, which is in effect 
a reward for conducting an orderly busi- 


NEW FARM RISK TEXTBOOK 


Added to Standard Course Series of 
NAIA; McKernan, Director of Edu- 
cation; Prepared Text 
A completely new and up-to-date text- 
book on farm coverages has been added 
to the standard course educational series 
of the National Association of Insurance 
Agents as an optional eight-hour unit. 
Ernest F. Young, Charlotte, N. C., chair- 
man of the NAIA educational commit- 
tee, announced the availability of this 
course at the committee’s traditional 
breakfast meeting held at Los Angeles 
last week during the annual convention 

of the National Association. 
Thomas J. McKernan, CPCU, NAIA 


director of education, prepared the text 





ness, provides our agent with additional 
funds te improve his advertising efforts. 

“He has adapted to his uses all of the 
new and most modern office machinery. 
Electric typewriters, billing and book- 
keeping machines and he has conducted 
an analysis of his office operations so 
that all possible detail work could be 
eliminated, or if not eliminated entirely, 
at least substantially reduced.” 





for the course following months of re- 
search and exhaustive checking with ex- 
perts in the farm field. The text is be- 
lieved to be the first of its kind to dis- 
cuss the many types of farm property, 
crop and liability coverages at one time. 

Mr. Young pointed out that the mod- 
ern, tremendous 
investments in and equip- 
ment, livestock, grain, feeds and farm 
buildings, and is an excellent prospect 
for insurance. The text thoroughly dis- 
cusses the various farm property cov- 
erages, crop hail insurance and Federal 


farmer has 
machinery 


successful 


crop insurance. 

Mr. Young said that his committee be- 
lieves tha with the addition of the farm 
unit and the recent revision of other 
units of the standard course, the use of 
the NAIA education program will ade- 
quately prepare agents and their per- 
sonnel for the increased opportunities 
and responsibilities in the American 
Agency System. 

The standard course now embraces 15 
individual courses, each of which con- 
stitutes a separate unit of study by it- 
self. The length of time required to 
complete these separate units varies 
from six to twelve hours of discussion, 
with a total of 136 hours needed to com- 
plete all 15 units of the course. 
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General Fire And Casualty Company 


announces the opening of its new 


Fire Division 


General Fire And Casualty Company, in addition to its 
casualty lines, is now writing Fire and Allied Lines and 
Home Owners’ Package Policies. The initial operation 
is limited to New York and New Jersey. In the near 
future, GF&C fire policies will be available in the other 
states where the Company operates. 
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1790 Broadway, New York 19, N. Y. 


New Jersey Office 
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Gen. Fire and Cas. to Concentrate on 
N. Y. and N. J., Development at First; 
Sheldon Named Fire Manager 


General Fire & Casualty Co. of New 
York this week took another step in its 
expansion program with the opening of 





Fabian Bachrach 
DONALD R. SHELDON 


fire division and the appoint- 


its new 


ment of Donald R. Sheldon as manager 
The 


will write fire and allied lines and home 


of the new department. company 


owners’ package policies. 

According to Edward C. Lechner, pres- 
ident of the company, the initial efforts 
of the new fire division will be limited 
to New York and New the 
near future, the new service will be ex- 
states in the 


Jersey. In 


panded to other which 
company operates. 

Mr. Sheldon, veteran of over 20 years 
in the fire insurance field, was formerly 
with the Crum & Forster Group. Espe- 
cially qualified in the fire business and 
phases of inland marine and automo- 
bile, he has had extensive experience in 
agency management, production, under- 
writing and reinsurance. 


Crop Insurance Policy 
Is Now Being Prepared 


\ multiple peril crop insurance policy 
and rating program is being formulated 
by the Crop-Hail Insurance Actuarial 
\ssociation of Chicago, based upon a 
study of crop insurance — possibilities 
made by the American Insurance Asso- 
ciation, Milton W. Mays, secretary of 
the America Fore Group, told the Na- 
tional Association of Insurance Agents’ 
convention in Los Angeles last week 
that the crop-hail association is formu- 
lating rates, rules and forms for use in 
counties for insuring Spring 
crops in 1956. 

Mr. Mays restated the principles in 
the report of the ATA committee ‘which 
were as follows: 

1. That the industry should, if pos- 
sible, enter the field of crop insurance 
in order to discourage further Govern- 
ment competition in this field. 

2. That it is feasible to institute an 
industry program of crop insurance if 


selected 


subject to proper limitations such as 
amounts and areas of coverage. 
3. That there should be no Govern- 


ment participation in the industry pro- 
gram. 

4. That the industry program should 

permit individual company underwriting 
and individual company placement of re- 
insurance, 
5. That the recommended crop insur- 
ance program developed by the technical 
subcommittee of the ATA crop insurance 
committee is basically sound. 


AWARDS TO STATE ASSNS. 





Sparlin Cup to Connecticut, Fire Safety 
to Florida, Ohio Wins Two Cups, 
Membership to New Mexico 


At the closing general session of the 
59th annual convention of the National 
Association of Insurance Agents in Los 
Angeles last week, President Joseph A. 
Neumann awarded the Sparlin Cup to 
the Connecticut Association for its out- 
standing contribution to the American 
Agency System during the past fiscal 
The Connecticut Association also 
received the Bowen Public Relations 
Award as announced last week. 

The Florida Association won the Fire 
Safety Contest Award which is pre- 
sented by the National Board of Fire 
Underwriters to the state association 
that has performed the most outstand- 
ing work in fire safety during the pre- 
ceding year. 

The Ohio Association also was a dual 
award winner receiving the Des Moines 
Attendance Cup awarded to the state 


year. 


association having the largest number of 
members registered at the convention 
and also the California Association Mile- 
age Cup awarded to the state association 
(excluding California) showing the 
greatest combined mileage of members 
attending the convention. 

The New Mexico Association won the 
Connecticut Association Membership 
Trophy which is presented to the state 
association which, during the preceding 
fiscal year, achieved the highest total of 


points on numerical membership in- 
crease, percentage increase, low turn- 
over and local board development. 

For the first time since 1949 the 
ee Memorial Award was not 
made. 





Far Western Agents 
Meet at Los Angeles 


\bout one hundred attended the Far 
West Agents’ Conference, October 3. 
Harry H. Poulson, Boise, Idaho, pre- 
sided, assisted by Secretary W. F. Wil- 
liams, Oakland, who is also secretary of 
the Colorado Association. Paul Woll- 
cott, retiring president of the California 
Association, reviewed various installment 
premium plans which have been offered 
by various organizations and companies 
and asserted that simplification is the 
greatest need. This subject appeared to 
be of major concern to the membership. 

Frank Colridge, general manager of 
the Board of Fire Underwriters of the 
Pacific and former NAITA secretary, 
spoke on board plans to expand its con- 
ference committee for increasing coop- 
eration between the local agents and 
companies through their committees for 
solution of common problems in promo- 


ting the prestige of the capital stock 
agents. Mr. Colridge asked the agents 


to bring their problems to the board 
either individually or by community stat- 
ing “We haven’t done the job we have 
wanted to do for you.” 
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NORTH AMERICA AD CAMPAIGN 





Newspapers in Several Large Cities to 
Carry Five Ads Featuring the Apart- 
ment Tenants Policy 


The North America Companies will 
conduct an extensive newspaper adver- 
tising campaign in October and Novem- 
ber to stimulate the production of the 
apartment tenants policy recently intro- 
duced. A series of advertisements is 
scheduled for publication in the leading 
metropolitan newspapers in four of the 
states which have approved the policy. 

Newspapers will carry five large ads, 
each with a different appeal, at weekly 
beginning October 17. The 
will appear in the New York 
Times, New York Herald Tribune, Phila- 
delphia Bulletin, Philadelphia Inquirer, 
Pittsburgh Pittsburgh Post Ga- 
zette, Chicago Tribune, Chicago Daily 


intervals 
series 


Press, 


News, Los Angeles Examiner, Los An- 
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geles Times, Los Angeles Herald and 
Express, San Francisco Examiner, San 
Francisco Chronicle, and Oakland Trib- 
une. 

The apartment tenants policy is spe- 
cifically designed by the North America 
Companies to bring the benefits of pack- 
age policies to those who live in apart- 
ments in larger communities. The policy 
includes the essential multiple-line cov- 
erages necessary to apartment dwellers, 
and provides for adequate amounts 0! 
insurance at a cost which is at least 
20% lower than separate policies. 





NAIA Contest to Develop 
Distinctive Agents’ Seal 


A contest to develop an insignia or seal 
which would set the independent local 
insurance agent of this country apar! 
from direct writing companies and their 
representatives was approved at Los An- 
geles by the National Association of In- 
urance Agents at its annual convention 
The state national directors of the asso- 
ciation approved $2,500 to cover cost 0! 
prizes in the contest, the format 0! 
which must still be determined. 

Action on this subject followed a re 
port on public relations and advertising 
presented by Past President John ¢ 
Stott, Norwich, N. Y., chairman of the 
public relations committee. 





American Transfers 


Dowds to Maryland Field 


The American Insurance Co._ al 
nounces transfer of Special Agent Peter 
J. Dowds from the New Jersey field to 
the Silver Spring, Md., office where he 
will service agencies in the District © 
Columbia and western Maryland. 

Mr. Dowds is a graduate of Seton 
Hall College and the advanced multip'* 
line training class at the home office ™ 
Newark. He has been an underwrite 
and examiner and a special agent in t 
New Jersey field for three years. 
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The loss prevention committee and 
the Council of the International Union 
of Marine Insurance, when meeting at 
Monte Carlo in September, received a 
report O” the National Cargo Bureau, 
inc, of this country from Owen_E. 
Barker, Appleton & Cox, Inc., New 
York, president of the American _Insti- 
jute of Marine Underwriters and_head 
of the American delegation to the Union 
Conference. He brought up possible es- 
tablishment of a world-wide pattern of 
cargo-stowage inspection bureaus along 
the general lines of the bureau in 
America, stating however, that the exact 
ype of organization was a matter for 
cach individual country to decide. 
Member organizations of the Interna- 
tional Union, located in many countries 
of the world are now giving attention 
to Mr. Barker’s suggestions and are ex- 
pected to register their views in the next 
few months. In support of the program 
jor more cargo-stowage inspection bu- 
reaus, Mr. Barker stated in his report: 
“American ocean marine underwriters 
have encouraged the formation and now 
the operation of a cargo-loading inspec- 
tion bureau at United States ports, 
known as National Cargo Bureau, Inc. 
Impetus for formation of this bureau 
in 1952, which absorbed and expanded 
inspection bureaus formerly maintained 
by underwriters, was furnished by the 
International Safety of Life at Sea Con- 
vention, 1948. By Chapter VI of this 
convention, signatory governments un- 
dertook obligations to assure safe stow- 
age of hazardous goods and bulk grain 
aboard ships in their ports. In_ the 
United States the discharge of these 
obligations by the Government was fa- 
cilitated by reason of the existence of 
the underwriters’ inspection bureaus. 
Hence, the Government, the ship owners 
and marine underwriters cooperated to 
bring National Cargo Bureau, Inc., into 
existence, 

28000 Inspection Certificates Last Year 


“As to hazardous cargoes and bulk 
grain, for which the Government pro- 
mulgates stowage regulations, the Gov- 
emment recognizes a National Cargo 
Bureau certificate as prima facie evi- 
dence that the ship operator has com- 
plied with regulations. The bureau also 
inspects the stowage of non-hazardous 
and non-regulated cargoes. Approxi- 
mately 28,000 certificates were issued last 
year by the bureau’s surveyors. The 
modest fee paid for the inspections by 
ship operators, and by underwriters 
when inspection is for their account, 
support the non-profit bureau. 

“This information has been mentioned 
to the Union Council by the American 
delegation at recent conferences. How- 
ever, since then, our Government, our 
shipping industry, our underwriters, and 
the National Cargo Bureau have re- 
ceived numerous requests from other 
countries for information regarding the 
manner in which the United States is 
satisfying its obligations under the 
Safety of Life at Sea Convention. The 
Information requested has been and is 
being disseminated through — several 
channels, including the United Nations, 
the International Chamber of Commerce 
and the International Chamber of Ship- 
Ping, as well as the International Union 
ot Marine Insurance. Of the countries 
associated with this Council 24 have 
ratified the 1948 Convention,” Mr. 
Barker said, 
we groups in the United States that 

mentioned — Government and _ in- 
dustry—are now of the opinion that 


Barker Urges Cargo Protection 
Bureaus on a World-Wide Basis 


OWEN E. BARKER 


their counterparts in other countries 
should be invited to consider the ad- 
vantages of establishing national cargo- 
loading inspection bureaus in their coun- 
tries. In this connection, we, as under- 
writers, feel that there are definite ad- 
vantages from both the cargo loss pre- 
vention aspect and the over-all safety 
aspect including hull and personnel. 

“From the American standpoint we 
also visualize advantages that would be 
inherent in uniformity between coun- 
tries of safe stowage and _ inspection 
standards. Several disastrous experiences 
on inbound vessels in or near United 
States ports might have been avoided 
had stowage of hazardous commodities 
aboard the ships been in accordance 
with agreed standards. For example, 
one of these accidents cost the lives of 
eight American stevedores. Hence, you 
will realize that the concern of Govern- 
ment and industry for safe stowage 
extends to property and lives both afloat 
and ashore. 


Self-Regulation by Industry 


“Another fact to which attention is 
invited—and National Cargo Bureau is 
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the illustration—is the advantage of self- 
regulation by industry. Of course, not 
all countries will find reason for estab- 
lishing a bureau on the pattern of Na- 
tional Cargo Bureau. In a few countries, 
very limited inspection services are al- 
ready maintained by Government and 
this may establish a precedent for pos- 
sible expansion in those countries along 
the existing pattern. 

“Of course, a parallel could be drawn 
between existing classification societies 
and a cargo-loading inspection bureau 
at industry level. It is at industry level 
that we find the practical experience 
and information essential to the pro- 
mulgation of practical regulations and 
standards. Government - to - government 
negotiation for uniformity of regulations 
is usually an awkward process. More- 
over, a government-operated bureau may 
limit itself to regulated cargoes whereas 
an industry bureau may inspect all 
commodities. 

“In response to a request by the 
United States mission to the United 
Nations, the Secretary General has in- 
formed member governments regarding 
the American experience in the matter 
of cargo stowage inspection and _ its 
views on the potential advantages of 
inspection bureaus in other countries. 
The Secretary General has invited mem- 
ber governments to comment on the 
memorandum. 

“In this connection, the American 
delegation recommends that the commit- 
tee adopt the following resolution for 
presentation to the Council: 

“Resolved that the International Union 
of Marine Insurance, as a non-govern- 
mental organization associated with the 
Economic and Social Council of the 
United Nations, take cognizance of the 
Secretary General’s invitation for com- 
ment and express to the Secretary Gen- 
eral views to encourage further develop- 
ment by government and industry of a 
world-wide pattern of cargo-stowage in- 
spection bureaus. 

“Resolved further that preparation of 
a memorandum expressing such views be 
delegated to the executive committee, 
and that copies of the memorandum to 
the United Nations be forwarded to the 
International Chamber of Commerce and 
International Labor Organization. 

“Resolved further that member asso- 
ciations be urged to support the action 
by communicating with their govern- 
ment as well as with their national 
committee of the International Chamber 
of Commerce.” 
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actively participated in the passage of 
Public Law 15. 

“Rumor in Washington is to the effect 
that the new officials will cause the 
FTC to return to an ‘age of reason’ in 
its A. & H. activities. 

“With the Atomic Energy Commission 
completing its regulations for private 
industry use of atomic energy, the insur- 
ance companies are apparently finding 
many of the answers through proposed 
pooling operations to the insurance 
problems posed by such use. Third 
party liability is said to be the greatest 
insurance problem. 

Agents and Atomic Insurance 
_ “A study of various reports and con- 
ferences with AEC officials indicates only 
slight possibilities that any NAIA mem- 
bers will find it possible to participate 
directly in this field of insurance activity. 
AEC officials feel, however, that NAIA 
members can benefit from the various 
by-products of private industrial use of 
atomic energy through the growth of 
new industries and expansion of old. 

“For those NAIA members who wish 

to make the effort to participate directly 


.1n atomic insurance, it is necessary that 


they obtain a basic ‘L Clearance’ by 
requesting an application from for such 
from the Division of Civilian Applica- 
tion, Atomic Energy Commission, Wash- 
ington, D.C. A $10 fee is charged by the 
AEC for processing the application. 

“Getting the Federal Government out 
of business has run into a major snag. 
The Congress, when it passed the 1956 
Defense Appropriations Act, stipulated 
that before the President can eliminate 
any business-type of operation in the 
Department of Defense, where this com- 
petition with private industry is particu- 
larly acute, he must first obtain approval 
from the House and Senate Appropria- 
tions Committees. 

“This raises the distinct possibility that 
any and every Congressman who objects 
to the elimination of some Federal ‘pri- 
vate business type of operation’ in his 
district can go to his fellow members 
on one or the other Appropriations Com- 
mittee, with a cry of anguish that can 
easily result in the committee refusing 
to give the President the necessary ‘per- 
mission’ to eliminate a non-essential 
Government business operation and re- 
turn it to private industry. 

Taxes on Term Risk Commissions 

“The tax relief sought by many NAIA 
members, relative to taxes on’ prepaid 
income (commission on term business) 
which was originally enacted into law 
through the Internal Revenue Act of 
1954 and subsequently repealed in a 
rough political fight, is still being stud- 
ied by the tax-writing committees of 
the Congress and the Treasury Depart- 
ment. Frequent assurances have been is 
sued by members of Congress and Gov- 
ernment officials that something defi- 
nitely will be done in the next session 
of Congress to bring about the tax relief 
which sections 452 and 462 would have 
brought into being. 

“The issue of the purchase by the 
Federal Government of group accident 
and health insurance for its employes is 
dormant at this time, but there are 
strong indications that the subject will 
be reactivated in the next session of 
Congress,” Mr. Herndon warned. 

“The over-all outlook in Washington 
for the interests of NAIA members is 
not good as it becomes apparent that 
more and more local insurance agents 
are being ‘squeezed out’ of participation 
in Federal insurance.” 
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Glasgow, McKerrow and McCullough 
Given Higher Posts by Continental 


Following a recent board of directors’ 
meeting of Continental Casualty, Roy 
Tuchbreiter announced the appointments 
of Robert J. Glasgow and Vincent 5. 
McKerrow to vice president, Frank V. 
McCullough, assistant to the president. 
The executive appointments were made, 
according to Mr. Tuchbreiter, due to 


Griffiths, egy Ltd., a London ker ep 
firm. In 1945 he joined their board and 
in 1949 he came to the United States to 
initiate and develop their operations 
from Chicago. He joined Continental in 
February, 1954, as assistant secretary 
and superintendent of the reinsurance 
division. 


In the above picture (left to right)—Frank V. McCullough, assistant to the 
president, Robert J. Glasgow and Vincent S. McKerrow, vice presidents, are shown 


conferring together after the recent board of directors’ 


Casualty Co., Chicago. 


heavy management responsibilities re- 
sulting from the unparalleled volume of 
business written by Continental thus far 
this year. 

As of August 31, premiums totaled 
nearly $130,000,000, representing an in- 
crease of more than $23,000,000 over the 
same period of last year. 

President Tuchbreiter reported that 
Robert J. Glasgow’s appointment marks 
not only the growth in premium volume 
but also the increase in the variety of 
coverages now offered the public by the 
company. 

Over a Quarter Century With Company 

With Continental more than 25 years, 
Mr. Glasgow’s reputation is known for 
his part in developing the company’s 
aviation and travel accident portfolio. 
Assistant secretary in 1944, he was then 
appointed aviation division superintend- 
ent. He was named executive assistant 
vice president in 1952. 

In his new position, Mr. Glasgow will 
continue to devote his time exclusively 
to the accident and health insurance ac- 
tivities of Continental. 

Mr. MckKerrow’s promotion, Mr. 
breiter pointed out, reflects the com- 
pany’s continued development of rein- 
surance, excess and surplus lines facili- 
ties. A native of London, Mr. McKer- 
row has been in the insurance field for 
30 years and is a former underwriting 
memnber of Lloyd’s. 

For 15 years, he was an executive with 


BOSTIC C. & S. CLAIM MANAGER 

Hanover Fire Insurance Co. and the 
Fulton Fire Insurance Co. announce the 
appointment of Kenneth A. Bostic as 
manager of the casualty and_ surety 
claim department. 


Tuch- 





meeting of Continental 


In President Tuchbreiter’s opinion, 
Mr. McCullough’s new position reflects 
the opportunities available within the 
company to young men of executive po- 
tential. His is a newly created post. 

Mr. McCullough will have staff and 
administrative duties, with emphasis on 
coordination and communications. He 
joined the company in 1945 and was ap- 
pointed west coast supervisor for two 
divisions in 1948. He returned to the 
Chicago home office two years later as 
superintendent of the special risks divi- 
sion. In 1954, he was named _ assistant 
vice president, 


Contract Bond Rate Reduction Chief 
Topic at NACSA Annual Meeting 


Gaffney Says Surety Assn. Acted in Public Interest; Surety 
Bond Producers Name Study Committee; Conklin and 
Harrison Differ on Meeting D. W. Competition 


By Wat tace L. Capp 


The recent contract bond rate reduc- 
tion, the trend of some agency stock 
casualty companies to form subsidiaries 
in some states so as to meet the compe- 
tition of the direct writers—offering six 
months’ automobile insurance policies at 
reduced rates and at lower commissions; 
the need for aggressive cooperative ad- 
vertising and public relations by organ- 
ized agents, and legislation trends were 
the principal subjects which engaged the 
attention of National Association of Cas- 
ualty & Surety Agents at its annual 
meeting last week at The Greenbrier. 
White Sulphur Springs, W. Va, Close to 
100 agents attended. : 

Thomas W. Earls, Chace, NACSA 
retiring president; Paul i Tulsa, 
newly elected president; J. Har- 
rington, Boston, exec rca vice ee 
and the following members of the board 
of directors were the principal partici- 
pants in the discussion; John C. Conk- 
lin, Sr., Hackensack, N. J.; John T. 
Harrison, New York Citv; F. Albert 
Roloson, Baltimore; C. W. Olson, Chi- 
cago; E. R. Ledbetter, Oklahoma City. 
In addition Warren N. Gaffney, general 
manager, Surety Association of America, 
and Carl Dauksch, Cclumbus, O., presi- 
dent of National ‘Association of Surety 
Bond Producers, spoke on the contract 
bond rate revisions. 


C. W. Olson Sparked the Discussion 


The discussion on that subject was 
lively and to the point. It was sparked 
by C. W. Olson when he referred to the 
special meeting held September 17 in 
Chicago by the Surety Bond Producers. 
At that session NASBP President 
Dauksch appointed a committee of ten, 
headed by William R. Phillips of Besse- 
mer City, Ala., which was empowered to 
assemble the views of member agents 
with respect to present and future prob- 
lems facing the surety industry. 

Mr. Olson said the NASBP’s latest 
meve (taken at White Sulphur Springs 
by resolution October 3) is the appoint- 
ment of a special study committee of 
three which will analyze the data sub- 
mitted by the committee of ten. Serving 
on it are James J. Lucy, New York, 
chairman; Donald Denton, Charlotte, 
N.C.; Edward Cushman, Philadelphia, 
who is NASBP’s counsel. Between now 
and the annual meeting of this group 























PRITCHARD 


Consultants 


the best. 








Fully prepared through long experience to intel- 


ligently serve those Underwriters who demand 


AND BAIRD 


REINSURANCE 
and 


Intermediaries 








“WE ARE WHAT WE DO" 


99 John Street, New York 38, N. Y. 
WOrth 4-1981 


in March, 1956, at New Orleans, th, 
study committee will also assemble suc 
additional data as will enable it to con. 
sider the over-all problems Pertaining | 

surety (or credit) and the surety indys. 
try. 

“It is the sincere desire of the oy; 
executive committee,” said the resolution, 
“to cooperate with all producer groups 
company officials and all other segments 
of the industry by a discussion of the 
views and facts so assembled,” 

At Mr. Olson’s motion \ hich was 
passed by NACSA, Executive Vice Pres. 
dent Harrington was authorized to co- 
operate to the extent that he deems §; 
with the NASBP study committee. 


What Preliminary Survey Revealed 


Asked what trends the NASBP pre- 
liminary survey indicated, Mr. Olsoy 
said that it was too soon to point { 
well defined changes as a result of the 
rate reduction. To date, he said, ; 
has not resulted in any switching 
business in either direction. 

However, the general reaction of sure. 
ty bond producers is that the companies 
bureau and non-bureau alike, cannot 
stand these reductions and continue t 
give the calibre of service in under. 
writing and claims to which agents have 
been accustomed. 

As the situation now stands, 48 states 
and the territories of the United States 
have approved the rate reduction filings 
Ever since last July when Surety Associ- 
ation member companies took this revi- 
sion action it has been “street talk” that 
competition for contract bond business 
between the conference and non-confer- 
ence companies was a very important in- 
fluencing factor. Mr. Gaffney in address. 
ing the NAC SA meeting emphasized thai 
the revision was made in the public 
interest and as a result of many factors, 
not just one. 

Dauksch Stresses Need for Conference 

NASBP. President 
the opportunity to discuss the situation 
with other surety producer leaders, put 
his greatest emphasis on the need oy 
conference get-together with the compa- 
nies. He explained that the new study 
committee was not for the purpose ot 
“stepping into the rate-making organiza- 
tion functions or to explore the theory 
behind rate-making.” 


John Conklin on Direct Writer 
Competition 


Dauksch, glad of 


An exchange of views between John 
C. Conklin, Sr. and John T. Harrison on 
how best to cope with direct writer and 
specialty company competition further 
enlivened the session. First to take the 
floor, Mr. Conklin said he had spoken 
frankly on “Dangerous Trends” at the 
recent annual meeting of New Jerse} 
Association of Insurance Agents and, 
as a result, had been asked to give 
some of his views at White Sulphur. He 
then brought out: 

“A few of the old-line 
have become alarmed about the progress 
of the direct writers, especially in_ the 
automobile insurance line, have decided 
that the only way in which they can 
meet this competition is by fighting fire 
with fire. 

“They are using 
in some states which cut 
missions, employ direct billing 
continuous policies. Featuring a 
months’ automobile policy, these comp* 
nies have issued instructions to agen! 
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Personalities and Events at White Sulphur Springs 


Casualty-Surety Convention 


By Epwarp M. ALLEN 
Charlottesville, Va. 


Once 


again Edward M. Allen, retired executive vice president of National 


Surety Corp., is our guest reporter of the personalities and events which made last 
week’s joint convention of casualty-surety company people and agents such an out- 
sanding success. This is his seventh consecutive year as a personality columnist, 
nd he was particularly impressed at the number of “first timers” at White Sulphur, 
hoth among the agents and the company people. Mr. Allen was accompanied to the 
meeting by the always gracious Mrs. Allen, the former Gwendolyn Bradley, who 
hefore her marriage was connected with the National Association of Insurance 
\oents, Old timers will recall Mr. Allen was NAIA president in 1917-18 when an 
vent at Helena, Ark. He is, in fact, the oldest living past president of the organi- 
ation. Today at 74 years old he is in fine fettle and enjoying life and living. Many 
; his friends hope that when the 1956 White Sulphur convention comes next Oc- 
‘ober, he will again be on hand with Mrs. Allen. His columnistic impressions follow: 


\s usual, we reached The Greenbrier 
ound noon on Sunday and ran into 
Carl Dauksch of Columbus, Ohio, re- 
ently elected president of the National 
\ssociation of Surety Bond Producers 
(and what a top-drawer organization of 
experts that has turned out to be). Jean, 
his wife, was at church, praying for the 
of us sinners, so Carl became the 
oficial greeter for the time being, and 
lid a very good job of it. 

You may decide further on that we are 
unduly familiar with the given names of 
wives whom we do not know any too 
well, but there is a reason for it. This 
year at the registration desk the smiling 
receptionists asked for the given name 
f each wife, as for instance, “Ahearn, 
William & Juliette, Brooklyn.” If you 
still have your copy of the list look un- 
der the “A’s,” 


Greenbrier Handles 900 for Dinner 


As always, the weather was ideal, a 
bit cool and foggy in the early morning, 
but with brilliant sunshine around 10 
oclock just as the boys gathered around 
the first tee. The huge Greenbrier was 
at its best, and although around 900 
people (over 400 in our convention 
party) showed up for dinner Sunday 
night there was no crowding and no 
lelays in service. The Golf and Tennis 
(Casino, of course, catches most of the 
luncheon trade, and that is where the 
greetings are bandied back and forth as 
ld friends meet. 

One thing that has always impressed 
me about this particular convention is 
the definite absence of casual or miscel- 
aneous drinking. The get-together af- 
airs are well attended and jovial, with 
plenty of provender, but they stop right 
n the dot and everybody starts for the 
imnmg rooms. When the lights blink a 
‘ouple of times, everybody shifts. It’s a 
fine idea. , 
Registrations, needless to say, were 
tiheiently handled by three girls of the 
\ssociation of Casualty & Surety Com- 
pamies: Mrs. Sara Josesberg, Dewey 
Vorsett’s right hand, Mrs. Mildred 
Brackman, who is Ray Murphy’s secre- 
lary, and by Mrs. Thomas L. Hayhurst 
| the treasurer’s office. They were as- 
‘sted by Mrs. W. A. Mayer of White 
Sulphur Springs. 

Last year Roger Kenney of the U. S. 
Investor was the sole representative of 
‘he Insurance Press, but this year Wally 
“app of The Eastern Underwriter was 
“soon hand. According to the regis- 
‘Tatton list Roger now represents the 

5. Inventor,” 
ty The joint meeting of the two associa- 
—— on Monday morning was well at- 
tended and extremely interesting. The 
niltesses of Herbert P. Stellwagen and 
por are well worth re-reading, 
ran 1 brought out important points 

Serious consideration. The meetings 





of the agents’ association were better 
attended and lasted longer than the com- 
pany sessions. The discussions back and 
forth were healthy, friendly and without 
rancor. 


The Gaffneys Meet Famous Newlyweds 


Warren Gaffney, general manager of 
the Surety Association, New York, and 
Mrs. Gaffney drifted down to the drug 
store on Monday morning. There they 
ran into Eddie Fisher and Debbie Rey- 
nolds on honeymoon bent. They both 
graciously autographed a program for 
Mrs. Gaffney which she promptly mailed 
to her daughter in college. (swoon!) 

Joe Kirby, president of the good old 
Western Surety of Sioux Falls, S. D., 
and Dona his wife were welcomed back 
to the convention after an absence of 
two years. In our closely knit group we 
miss people who do not always show up. 

The last time we saw E. Kemp Cath- 
cart, Maryland Casualty, was in New 
Orleans at the A. G. C. convention in 
the Roosevelt. He seems to have re- 
covered nicely from that experience. 
The Maryland Casualty was in good 
hands during that convention, when, in 
our case, Bob Hope was one of our 
dinner companions. Bob is a sketch. 

The National Surety, as usual, was 
capably represented by President Ellis 
H. Carson & Hilda, Vice President Sher- 
man and Isabell Drake, and Spencer and 
Polly Brewer of Atlanta, Spencer being 
the regional boss of the Atlanta district. 
Raymond and Marguerite Ellis of San 
Francisco carried the banner for the 
Fireman’s Fund. The integration of Na- 
tional Surety into the Fireman’s Fund 
Group is progressing smoothly accord- 
ing to plan, proving that capable men 
working together can accomplish almost 
any desired result. 


The Convention Banquet 


At the convention banquet on Monday 
night, through the courtesy of Ellis Car- 
son, it was my privilege to sit between 
Mrs. Warren Gaffney and Mrs. William 
Gunter, and two more delightful dinner 
companions cannot be imagined. It was 
Mrs. Gaffney’s first convention, and she 
took full advantage of the experience. 
Mrs. Gunter, by the way, looks like 
Grace Kelly, and that’s about the most 
sincere compliment this harried reporter 
can pay to any woman. (Note I am try- 
ing not to be too familiar with names). 

Tom Earls was at his best as emcee at 
the banquet. He introduced Mr. and 
Mrs. Fred Meyers, the latter being the 
daughter of the late and much beloved 
Charlie Burras, for many years one of 
the wheel horses of the Association. The 
Meyers, although not attending the con- 
vention, were staying at The Greenbrier. 
Mrs. Meyers was visibly moved by the 
tribute to her father, who once told me 


he did not know how many times he 
had been president of the National As- 
sociation of Casualty & Surety Agents. 

The ladies’ bridge tournament was 
thrown into a tiz Tuesday afternoon 
when the Dodgers finally drove old 
Casey Stengel smack out of Yankee 
Stadium. The one Yankee rooter in The 
Greenbrier left the hotel just before the 
explosion, so he escaped unscathed. The 
ladies fluttered a bit, but soon settled 
down to brass tacks after the Dodgers’ 
grand slam. As in other years the de- 
tails of the tournament were in the ca- 
pable hands of Mrs. Sherman Drake. 

Tommy Dew of the Federal broke out 
his yellow sport coat again on Tuesday. 
He and Nat Mobley, together with 
Francis and Eunice Calley and Van 
Dyck Clark, Huntington, W. Va., agents, 
held forth in rooms 147-49 and the wel- 
kin did a bit of ringing between times. 
Those boys sure know how to put on a 
party. 

Reese Hill of the Crum & Forster 
Group in charge of their casualty opera- 
tions, accompanied by Mrs. Hill, re- 
minded us of World War II days when 
he was a Colonel and in charge of the 
War Department insurance rating plan 
for war projects. Association Compa- 
nies found him to be eminently fair in 
his dealings with the industry. 


Convention Attendance of “Bub” Smith 
Goes Back to 1923 


Wm. M. (“Bub”) Smith, vice president 
of the Aetna Casualty & Surety, tweeds, 
pipe and all, together with Mrs. Smith, 
journeyed all the way from Hartford to 
boost the morale of the Aetna delegation 
which included Guy Mann and Mrs. 
Mann. Bub and Mrs. Smith, by the way, 
have the record for the most consistent 
attendance at these joint casualty-surety 
conventions, their first meeting being in 
1923 at French Lick Springs when the 
late A. Duncan Reid, Globe Indemnity, 
was president. They have missed a very 


few conventions in the 22 years since 
that time. 

John Overton, the slightly “rotund 
gentleman from Alabama” walked off 


with the golf costume prize for men. It 
rather defies description, but might be 
termed a distinctly Skottish motif. John 
is head of the Turner Insurance & 
3onding Co. of Montgomery, and_ his 
heart is quite as large as his body. It 
takes someone with the disposition of 
Nesta Lou, his capable wife, to keep 
pace with his driving versatility. Roy 
and Beth Nolen, first timers here, are 
associated with big John in the business. 

Another Alabamian of note is William 
R. Phillips of Bessemer City, chairman 
of an important committee of the Surety 
3ond Producers organization. Mrs. Phil- 
lips had the misfortune to sprain her 
ankle at the meeting, and Bill pushed 
her around the open spaces of The 
Greenbrier lobbies in a wheel chair, so 
she really missed none of the sights. 

Harold G. Evans, president of the 
American Casualty of Reading, Pa., had 
the distinction of piloting his own plane 
to the convention, accompanied by his 
gracious wife, Mary. He does most of 
his traveling around the country in this 
plane. ; 

For athletic prowess Wilson Jainsen 
of the Hartford Accident is outstanding 
among the conventioneers. He _ rode 
horseback one afternoon and the next 
day played tennis with Bill Klinesmith, 
of New Orleans, who is one of the best 





EDWARD M. ALLEN 


amateur players in Louisiana. 
Oklahoma Took Top Honors 

Texas and Oklahoma have always been 
well represented at these meetings. This 
year Oklahoma took top honors in the 
election of Paul Sisk, of Tulsa, as presi- 
dent of the agents’ association. His vi- 
vacious wife, Helen, now becomes the 
Agents’ glamorous First Lady. 

Red Ledbetter and his gracious Mary 
Ann, stopped by Lynchburg enroute to 
the Spa to visit their daughter at Ran- 
dolph-Macon College. They hail from 
Oklahoma City, as do Louise and Her- 
shel Farish; Louise tries to de-glamorize 
herself behind a screen of smoked 
glasses, but without much success. 

3en and Mrs. Voth of Voth & Wright, 
Tulsa, are back again this year. Their 
daughter is also at Randolph-Macon, one 
of the outstanding women’s colleges of 
the nation. Thus they combine pleasure 
with pleasure. 

Now for the fabulous city of Houston, 
Texas: L. A. Stevenson, one of the 
senior members of the firm of Houstoun, 
Stevenson & Cummings, is here with his 
wife, Louise. But where is Nobby Cum- 
mings, the friend of all our friends? 
The firm of Langham, Langston & Bur- 
nette was well represented by A. D. and 
Agnes Langham and Ernest and Anne 
Langston. John and Matilda Williams of 
Blaine & Co., Houston, were interested 
spectators and I’ll bet they return next 
year. 

Leffert Holz Enjoyed Convention 

Superintendent Leffert Holz of New 
York, with Mrs. Holz, seemed to enjoy 
his first convention since taking office, 
and of course will be among us again 
next year. 

Mr. and Mrs. Ed DeJarnette of Rich- 
mond were unable to be with us, but 
the firm of De Jarnette & Paul was ca- 


pably represented by Jim Paul, Mrs. 
Paul and the junior Paul’s. Mrs. Paul, 
Ir., is the daughter of Nelson Parker, 


long time attorney for the Virginia As- 
sociation of Insurance Agents, and for- 
merly mayor of Richmond. Ed, as you 
know is ace high in the legislative coun- 


cils of the state. 
Frank and Judy Bell of Charleston, 
West Virginia, passed us up this year, 


as Frank has gone back to work run- 

ning the office while his son and partner, 

Sud, takes in the “other meeting” in 
(Continued on Page 39) 
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~ fillen On Personalities 


(Continued from Page 37) 


(alifornia. Frank, you will recall, is a 
vast president of the NAIA. , 
“Ctanley Kite, vice president of Phila- 
ielphia’s Fire _ Association, has your 
<ribe’s admiration. His transition from 
wheel chair to crutches, to cane, and 
now to 30 holes of lively golf, all in a 
matter of a couple of years, is a fine 
jemonstration of what grit, determina- 
ion and courage will do for a “stout 
rearted fella.” , 

“fF. X. and Naomi Malley of the Amer- 
can Reinsurance Co., drove over from 
philadelphia for the meeting. Ed Mulve- 
sil, president of that company, was on 
hand but we missed his wife. Be sure to 
st} next year. 

Mat Mobley of the Federal was bask- 
ing in the reflected glory of Nat, Jr., 
who plays right guard on the Yale team, 
and who played last Saturday when Yale 
yon 27 to 20. Was the old man proud! 
at had to attend that game even 
though it meant arriving a day later at 
White Sulphur. 

William and Imogene Pullen of the 
USF.&G.,_ Baltimore, were at the 
Edgewater Gulf in Mississippi last win- 
tr for 2 company convention. I was 
glad to see them at White Sulphur along 
with Walter and Mrs. Jeffery who were 
among the “first timers.” Mr. Jeffery 
did an outstanding job in New York for 
USF.&G. and is continuing his per- 
formance at the home office as vice 
president.  i% : 

Rav E. McGinnis, president of Central 
Surety, Kansas City, was busy coaching 
his vice president, Richard A. Hubbard 
(first timer) on the fine points of con- 
ventioneering. 

President W. E. McKell, Mrs. Mc- 
Kell of American Surety, and the Col- 
cnel Dunhams entertained with a sizable 
dinner party on Sunday night. Mrs. 
McKell was unable to attend last year 
because of illness, so we were doubly 
glad to see her this year. 

Speaking again of the banquet, Betty 
Murphy and Theodor Uppman, with Ed- 
win McDonnell at the piano, delighted 
the guests with their splendid rendition 
of a carefully selected musical program. 
Betty is the daughter-in-law of our own 
Ray Murphy, and the mother of his 
four grandchildren. Mrs. Ray, naturally, 
was the built-in baby sitter. We missed 
her this year. 


First Timers at the Convention 


The thing that pleases your scribe so 
much is to see the number of “first 
timers” at the convention. Among them 
this year were Joseph McGee, senior 
partner of Thomas McGee & Sons of 
Kansas City, who also is president of 
the Old American Insurance Co. An- 
other was Robert Beck, accompanied by 
his wife, Kay, of the John G. Beck 
Agency, Pittsburgh. They, by the way, 
celebrated their 21st wedding anniver- 
sary at the convention. A party in their 
honor was given by the Seabord Surety 
which Mr. Beck has represented for 22 
years, 

Incidentally, Seaboard Surety’s home 


olice representation include G. 

“Gibbs” Slattengren and his nice wife, 
Hildur; Ray M. Smith and Frank 
Schiele. Also noted was Bob Lemcke 


who represents that company in Newark, 
N.J., and his wife, Lillian. 

The two Bill Leslies and their gracious 
‘ives were on hand of course. They are 
convention old timers. Bill, Sr., is jus- 
iably proud of Bill, Jr., in his new post 
‘8 general manager of National Council 
on Compensation Insurance. Did you 
know that Bill, Sr., has been general 
manager of the National Bureau for 25 
years ? 

_Then we had Walter Hays, president 
ot American Fire & Casualty of Or- 
Hee! Fla, together with Mrs. Hays. 
© IS past president of National Asso- 
“lation of Independent Insurers. 


Noble Organized “Get Acquainted” 
Breakfast 


Wind Noble, NACSA board member, 
"10 Is with Wheeler-Kelly & Hagny, 





Wichita, can always be counted upon 
to do a good job. When asked to or- 
ganize a “get acquainted” breakfast at 
this convention for new members of the 
agents’ association he responded with 
vigor and precision. Some 40 first-timers 
attended and had the desired oppor- 
tunity to meet their officers and di- 
rectors as well as each other. Good 


work, Bob. 

Among these agency first timers we 
had Mr. and Mrs. Val Edwards and 
John and Margaret Wimberly, both of 
Bennett & Edwards, Inc., Kingsport, 
Tenn.; L. E. Fickling of Spratlin, Har- 
rington Co. Atlanta; Mr. and Mrs. 
Frank C. Horigan of Gilbert A. Dailey 
Co., Baltimore; Mr. and Mrs. George A. 
Hughes, of Willette & Hughes, Inc., St. 
Louis; Fred and Mrs. Mahaffey of 
Bowen-Mahaffey, Indianapolis; Francis 
J. Kane of Associated Underwriters, 
Inc., of St. Louis; John F. McGuire of 
Evarts, Tremaine, Flicker Co. Cleve- 
land, Ohio; William G. Pritchard of 
Pritchard & Baird, Inc., New York City; 
R. Rawles and Mamie Woodward 
(Woodward & Elain) Suffolk, Va.; Law- 
rence W. Zonsius of Conkling, Price & 
Webb, Chicago. 

Many of these named are new mem- 
bers of NACSA. They are among the 
boys who will sweep the decks clean as 
time goes on, and we wish them all the 
luck in the world. There may be other 
first-timers who have not been men- 
tioned, through the decided limitations 
of this reporter, but they are just as 
welcome. 


Wade Fetzer and Cliff C. Jones 


Elder Statesman Wade Fetzer, Sr., 
head of W. A. Alexander & Co., Chi- 
cago, one of the Midwest’s leading gen- 
eral agencies, was missed by the old- 
timers at the convention. He had hoped 
to attend but just didn’t feel equal to 
the long trip. Mr. Fetzer, first president 
of NACSA and the only living agent 
among the original founders of the as- 
sociation, has had a long career of use- 
ful service in the insurance agency busi- 
ness. At the same time he still con- 
tinues as a member of the board of di- 
rectors of Fidelity & Casualty. 

Another old-timer, Cliff C. Jones, 
president of R. B. Jones & Sons, Inc., 
and board chairman of Kansas City Fire 
& Marine, was also an absentee. He 
and Mrs. Jones are now on a trip around 
the world. Cliff’s friends tell your scribe 
that at 76 years “young” he is as full 
of enthusiasm for life and living as a 
man half his age. 


Six Insurance Commissioners on Hand 


Attention should also be given to the 
Tusurance Commissioners who joined 
with industry people in the pleasures of 
White Sulphur. Superintendent Holz 
has already been mentioned. His con- 
temporaries included Joseph A. Navarre, 
Michigan (he and Mrs. Navarre cele- 
brated their 25th wedding anniversary 
just before this convention) ; Thomas J. 
Gillooly, West Virginia, who had a 
grand time in presenting honorary mem- 
berships in the Supreme Lodge, West 
Virginia Association of Ridge Runners) ; 
Robert B. Taylor, Oregon, who came 
from the longest distance; Thomas R. 
Pansing, Nebraska, who is chairman of 
NAIC’s important advertising code sub- 
committee; and August Pryatel, Ohio. 
Former Superintendent Alfred J. Boh- 
linger, now in private law practice in 
New York, was also on hand. 

Your scribe noted with interest the 
attendance of Barclay Shaw, brilliant 
young attorney whose firm in New York 
is counsel of National Association of 
Insurance Brokers, and the gracious 
Mrs. Shaw. Another outstanding attor- 
ney on hand was Jim Donovan, general 
counsel of National Bureau of Casualty 
Underwriters and of the New York law 
firm of Watters & Donovan. His wife, 
Mary, was glad to be along. 

Among the reinsurance company peo- 
ple your scribe noted: Earnest and Cyn- 
thia Brandli (North American Casualty 
& Surety Reinsurance Corp.); Gerry and 
Dorothy Germain (Excess Management 





BANQUET WAS SOCIAL HIGHSPOT 





Betty Murphy Entertains; T. W. Earls 
Received Dinner Service Gift; Charles 
H. Burras Remembered 

Social highspot of last week’s casualty- 
surety gathering at White Sulphur 
Springs was the convention banquet, 
which was followed by a joint concert 
by Mrs. Betty Murphy, daughter-in- 
law of Ray Murphy, general counsel, 
Association of Casualty & Surety Com- 
panies, and Theodor Uppman, opera, TV 
and radio tenor. They were at their 
best in classical and popular duets. 

It was a big evening for Thomas W. 
Earls and !Mrs. Earls. In appreciation 
of his two years’ service as president 
of National Association of Casualty & 
Surety Agents “Tom” was presented 
with a Spode china service for eight. 
Robert Bowen of Indianapolis, a mem- 
ber of NACSA’s board of directors, did 
the honors on behalf of the association. 
He mentioned the fact that the Earls 
had recently celebrated their 20th wed- 
ding anniversary and that they have five 
children. 

Mr. Earls who shared the toastmas- 
ter’s honors with Herbert P. Stellwagen, 
TIndemnitv Co. of North America. presi- 
dent of National Association of Casualtv 
& Surety Executives, thoughtfully called 
to the head table the daughter of the late 
Charles H. Burras, Chicago, who had 
given many vears of devoted service 
to NACSA. She is Mrs. Fred Mevers 
and, although not in the convention 
partv, she and her husband were guests 
at The Greenbrier. 

Mrs. Meyers was visibly moved when 
“Tom” Earls in his tribute to the “sage 
of Jackson Boulevard” said: “We want 
you to know the love and esteem which 
we all hold for your Dad.” 

The hanqueteers numbered over 400 
including many top ranking comnany 
executives and agents, and their wives. 
The Greenbrier Hotel management did a 
superb job in teking care of the partv, 
not onlv at the banquet but throughout 
the convention. 


S. A. Myhre Named Casualty 


Supervisor in Minnesota 

Sandy A. Mvhre has been named cas- 
naltv supervisor in Minnesota for the 
National of Hartford Group, according 
to an announcement made bv FEF. H. 
Forkel, vice president of the Group. 

Mr. Mvhre is a graduate of the 
Universitv of Minnesota and is a veteran 
of the U. S. Navv. He previously was 
affiliated with other casualtv companies 
hefore joining the National of Hartford 
Group. 

He will be associated with State 
agents J. T. Mulligan and Irvin O. Steen 
and Snecial Agents F. E. Brigham, W. 
Raginski and L. S. Gut. 





Corp.); Donald and Agnes’ Brvant 
(Treaty Management Corn.):; Edwin 
300th. North American Casualtv & 
Surety Reinsurance Corp.; Frank Pro- 
per, J. B. Wornall, Jr., and Ed Trimble 
of Emplovers Reinsurance Corp. (The 
Wornalls did all right. too, on the golf 
and putting courses): William and Babs 
Morpeth, Prudential Insurance Co. 
of Great Britain: Ralpt C. Lewis. North 
American Casualty & Surety Reinsur- 
ance Corp.; Edward Lowry, Jim Cath- 
cart, Bob Braddock, Alan Boles, Walter 
Nelson of General Reinsurance Corp.: 
Charles. Jr, and Bill Pritchard of 
Pritchard & Baird, New York reinsur- 
ance intermediaries; John and Louise 
Walker, North American Casualty & 
Surety Reinsurance. 

Not to be overlooked were the inspec- 
tion agency men always welcome. Among 
them were J. Charles King and Jim Wil- 
son, Hooper-Holmes Bureau, Inc.; W. 
M. Stuffelbeem and Bill Callahan, Retail 
Credit Co.; Howard and Mrs. Slayback, 
O’Hanlon Reports, Inc. 

Last but not least, let’s pay tribute to 
the fine golf of Bob Bowen of Indiana- 
polis. He won the C. R. Miller Cham- 
pionship Golf cup, and he and his nice 
wife, Jeanette, will have the pleasure of 
keeping it shined up at home for a full 
year until we meet again. 


Accident ; 


Bowen of Indianapolis 
Won Miller Golf Cup 


HAD BEST LOW GROSS SCORE 
Mrs. Alfred Boyd, Newark, Top Winner 


in Women’s Tourney; J. M. Craw- 


ford, Mrs. Carl P. Daniel Chairmen 


Robert Bowen of Bowen - Mahaffey 
Agency, Indianapolis, was the winner of 
the Charles R. Miller championship cup 
for the best two days’ low gross score 
for 36 holes in the joint convention golf 
tournament last week at White Sulphur 
Springs of the casualty-surety company 
men and agents. It was a nip and tuck 
fight between Mr. Bowen and C. W. 
“Chuck” Olson, Chicago agent, who was 
awarded the first low net prize. 

In the women’s golf tournament Mrs. 
Alfred Boyd of Newark, N. J. was the 
low gross prize winner, shooting 82 on 
the first day and 78 on the second. 


J. M. Crawford Presented Prizes 

Golf prizes were presented to the 
winners on the final morning of the 
convention by James M. Crawford, vice 
president, Indemnity Insurance Co. of 
North America, who was chairman of 
the men’s tournament committee. In ad- 
dition to Messrs. Bowen and Olson the 








following received suitable low net 
awards: 
Thomas W. Earls, Cincinnati, vice 


president, Earls-Blain Co., who has won 
the ‘Miller cup more than three times 
in years past; Ben T. Harrison, Home 
Insurance Co. of New York; Guy E. 
Mann, Aetna Casualty & Surety; Ben- 
jamin F. Ferrier, Manufacturers Casu- 
alty; C. G. Slattengren, Seaboard Surety; 
W. Stanley Kite, Fire Association of 
Philadelphia; Forest M. Douglass, Car 
& General; Hal W. White, Standard 
John B. Wornall, Jr.. Em- 
ployers Reinsurance Corp.; William 
Morpeth, Jr., Prudential Insurance Co. of 
Great Britain; Francis J. Kane, Associ- 
ated Underwriters, Inc., St. Louis; W. 
Reid Halla, Kelly, Halla, Peacock, Inc., 
Detroit; Alfred Boyd of Boyd Co., New- 
ark; E. T. Gammons of John A. Gam- 
mons, Inc., Providence. 

Also C. E. Shelds of Gilbert A. Dailey 
& Co., Inc., Baltimore; Carlos C. Boaz, 
New Amsterdam Casualty; R. A. Hub- 
bard, Central Surety & Insurance Corp.; 
Robert L. Braddock, General Reinsur- 
ance Corp.; Paul E. Laymon, Standard 
Accident; C. F. “Gerry” Germain, Excess 
Management Corp.; John C. Conklin, 
Ir, Hackensack, N. J. agent; J. Lawra- 
son of Riggs, of Riggs-Warfield-Roloson, 
Inc., Baltimore; W. H. Wallace, Hart- 
ford Accident & Indemnity, and Ben H. 
Paddock, General Unerwriters, Inc., De- 
troit. 

Low net prize for guests was won by 
Charles H. Pritchard, Jr., of Pritchard 
& Baird, New York City. 

Women’s Golf Winners 

In addition to Mrs. Boyd as low gross 
winner, the following women received 
low net prizes in the women’s golf 
tournament. Presentations were made by 
tournament chairman, Mrs. Carl P. 
Daniel of St. Louis. 

Mrs. Val Edward (Bennett & Ed- 
ward, Kingsport, Tenn.); Mrs. John C. 


Conklin, Jr., Hackensack; Mrs. Chas. 
Shelds, Baltimore; Mrs. Edwin Gam- 
mons, Providence; Mrs. Travis Bailey 


(Lytle W. Gosling & Co., San Antonio, 
Tex.) for nine holes. 

Putting: Mrs. John C. Conklin, Sr. 
and Mrs. John B. Wornall, Jr., Kansas 
City. 

Prizes in the men’s putting contest 
were won by Frank M. Bullen, United 
States Casualty, and E. Kemp Cathcart, 
Maryland Casualty. 

In the horeshoe pitching tournament, 
co-chairmen of which were T. A. Long, 
Manufacturers Casualty, and J. Edward 
Cockran, Hagerstown, Md. agent, the 
winning team was composed of Lester 
K. Kirk, Standard Accident, and Shelby 
Cullom Davis, bank and insurance stock 
specialist, New York; runners up were 
Frank P. Weiler, Selected Risks Indem- 
nity of Branchville, N. J., and Frank 
Horigan of Gilbert A. Dailey Co., Inc., 
Baltimore. 
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Contract Bond Rates 


(Continued from Page 36) 


signed application from the 
well as the first premium 
payment. Thereafter all billing will be 
done by the company direct. Further- 
more, the bill must be paid on the dot.” 

Mr. Conklin cited commission cuts of 
40%, from 25% down to 15%, resulting 
in a 20% drop in cost to the insured. 
He maintained that an agent couldn’t 
boost his volume 50% to overcome the 
cut in commission, plus the higher over- 
head costs caused by handling a larger 
volume of business. 

Stating that formation and operation 
of these subsidiary carriers are a threat 
to the American Agency System, Mr. 
Conklin predicted that in time they 
would also write fire insurance and 
other lines, particularly as the Allstate 
is now in the fire dwelling field. He 
saw the possibility of commission reduc- 
tion on fire lines if this comes about. 

The speaker then told NACSA that he 
is afraid that the agents have not prop- 


to get a 
insured as 


erly sold the American Agency System 
to the public. He advocated (as he 
did at the New Jersey Agents’ gather- 


ing) better selling by agents, aided by a 
well developed advertising campaign. Its 
purpose would be to educate the public 


more thoroughly on the value of inde- 
pendent local agents’ services. He felt 
that such a campaign should include 


television facilities. 

Mr. Conklin concluded by 
National Association of Insurance 
Agents at its annual meeting in Los 
Angeles had put advertising and public 
relations prominently on its agenda. He 
felt that NACSA should identify itself 
with this program (as outlined by John 
C. Stott, Norwich, N. Y., chairman of 
NATA’s public relations committee). 
Upon his motion, the NACSA_ wired 
NALU that it would be behind any ad- 
vertising or public relations program 
now contemplated. 


saving that 


Harrison Sees Merit in Six Months’ 


Policy 
John Harrison, who is senior part- 
ner of ey 2 ian & Conroy, New 


York, started off by 
miration for of k Conklin’s fighting 
qualities. He then said: “Mr. Conklin 
makes two principal objections to the 
plan put forth by a number of compa- 
nies in order to complete with and to 
recover from the direct writers the 
large volume of individual automobile in- 


expressing his ad 


surance now in their hands. In some 
sections of the countrv this has been 
estimated to be as high as 47%. 

“Mr. Conklin savs the plan reduces 


the agent’s commission from 25% to 
15%. In doing so, keep in mind that the 
companies are reducing the cost to the 
buver by 20% in order to recover a 
substantial portion of the B.T. and P.D. 
business captured by the direct writers. 


and also to prevent a further increase. If 
the agents wish to avail themselves of 
this six months’ policy plan, and it is 
not compulsory, isn’t 15% commission 


them to warrant. solicita- 
tion and the servicing of it, when the 
agent’s reduced cost; in handling the 
business is taken into consideration ? 

“Tf they, the agents, cannot convince 
prospective customers that their services 
are worth more than 5% which repre- 
sents the difference between the direct 
writers’ quotation and the cost of this 
plan, they should not be classified in the 
category of a competent insurance 
man. 


sufficient for 


sales- 


Four Distinct Opportunities 


Hang the other point Mr. Conklin 
makes is ‘thet after the initial issuance 
of a snieeaain policy, the company 
makes direct billing to the insured’ and 
‘the agent never sees it again. He ob- 
serves: ‘We now finance those we can 
trust, but under this plan, we can’t” He 


evidently overlooks that the agent or his 
represent: itives have four distinet oppor- 
tunities of contacting his customer. 
These are as follows: 
“1. When he obtains the 
“2. When a notice 
tomer stating the 


application. 
is sent to the cus- 
renewal premium is 





Women’s Bridge Winners at 
White Sulphur Convention 


The women’s bridge tournament at the 
annuz il joint casualty and surety gather- 
ing of company people and agents last 
week at The Greenbrier, White Sulphur 
Springs, was held under the co-chair- 
manship of Mrs. Sherman Drake (Na- 
tional Surety Corp., New York) and 
Mrs. A. D. Langham of Houston, whose 


husband is a partner in the Houston 
agency firm of Langham, Langston & 
3urnett. The prize winners at each of 


the 17 tables in the tournament were 
as follows: 

Mrs. Travis Bailey, San Antonio; 
Mrs. Robert L. Braddock (General Re- 


insurance Corp., New York); Mrs. Ly- 
man B. Brainerd (Hartford Steam 
Boiler Inspection & Insurance Co., 


Hartford); Mrs. Spencer S. Brewer 
(National Surety Corp., Atlanta); Mrs. 
Donald E. Bryant (Treaty Management 
Corp., New York); Mrs. Donald H. Den- 
ton (American Trust Co., Charlotte, 
N. C.); Mrs. Carl Dauksch, Columbus, 
).; Mrs. Howard P. Dunham (American 
Surety Co., New York). 


Also Mrs. Benjamin F. Ferrier (Man- 


ufacturers Casualty, Philadelphia) ; Mrs. 
Val Edward, Kingsport, Tenn.; Mrs. W. 
Stanley Kite (Fire Association of Phil- 
adelphia); Mrs. Walter J. Jeffery 
(United States F. & G,, Baltimore); 
Mrs. K. H. Mead (Western Casualty & 
Surety, Kansas City, Mo.); Mrs. Chase 
Ridgely (J. Ramsay Barry & Co., Inc.), 


Mrs. Robert J. Thome (Rob- 


Baltimore; 


ert Thome Co., Inc.), Baltimore; Mrs. 
W. H. Wallace (Hartford Accident & 
Indemnity, Hartford), and Mrs. Servis 
Way (Hale & Co.), Boston. 


due (a copy is sent to the agent). 

“3. When, if necessary, a notice is sent 
to the insured that the premium is past 
due and he is afforded a grace period 
of 30 days beyond expiration in which 
to make payment (a copy of this is also 
sent to the agent). 

“4. A final notice to the insured is sent 
ten days after this grace period saying 
the policy can be reinstated upon re- 
ceipt of the premium (a copy of this is 
sent to the agent). 

“In connection with these notices, there 
is no expense to the agent except to con- 
tact his customer to effect collection 
of the premium.” 


Roloson Recommends Afco Plan 


F. Albert then told 
a plan of premium financing for 
mobile insurance which his 
(Riggs-Warfield-Roloson,  Inc., 
more) has successfully used for some 
years. He explained: “We take a note 
for nine months and require that it be 
paid by installments—$20 down and $10 


about 
auto- 
agency 

Balti- 


Roloson 


per month. We don’t have much com- 
petition from the direct writers and 
specialty companies. Our automobile 


increase for 
four years.” 


writings have continued to 
every month in the past 


Urging that agents adopt some such 
plan, Mr. Roloson said that the Afco 
premium budget plan, now available in 
every State, plus the D. of C. and Alaska, 
Hawaii and Puerto Rico, is just the 
thing. “If you fellows aren’t using it you 


are missing the boat,” he said. 
Before the NACSA meeting closed two 
resolutions authorizing contributions were 
proposed and the vote affirmatively taken. 
One was for the continuance of the 
$500 contribution hick: National Associ- 
ation of Casualty & Surety Agents has 
made for a number of vears past to the 
\merican Institute for Property and Lia- 
bility Underwriters, Inc. The feeling 
was that its CPCU educational movement 


is outstanding and should be encour- 
aged. The other resolution continues 
the contribution of $100 which NACSA 


has annually made to the President’s 
Action Committee for Highway Safety. 

The session closed with election of 
officers and board of directors. Tom 
Earls paid gracious tribute to Frank 
Harrington when he said th: ut, “he makes 
the job of president easier.” He con- 
cluded on the happy note that “I have 
had two wonderful years in office and 


have made a lot of friends which I will 
treasure.” 








NATIT Annual Meeting in Chicago 


To Draw Many Prominent Speaker 


Governor William G. Stratton of Illi- 
nois will be a featured speaker at the 
llth annual meeting of the National 
Association of Independent Insurers at 
the Sherman Hotel, ‘Chicago, it was an- 
nounced by Vestal Lemmon, general 
manager of NAIT. The convention runs 
October 31 to November 2 and 
Stratton will address the 
luncheon meeting the first day. 

The entire luncheon group will number 
1,000. Governor Stratton 
be introduced by W. 


from 
Governor 


will 
Russell Arrington, 
president and general counsel of 
Combined Insurance Co, of America., 
is chairman of the insurance com- 


close to 
vice 


who 
mittee of the Illinois Senate. 

There will be a number of other promi- 
nent speakers from outside the ranks of 
NAII. C. Lawrence Leggett, 
of National 
Commissioners, 
the 


president 
Insurance 
will appear as the final 
morning session Octo- 


Association of 


speaker at 
ber 31. 
Common Stock Discussion 

Shelby Davis, head of the 
securities firm in New York City bearing 
his name and president of the National 
Association of Security Analyst Socie- 
ties, will give a paper on “The Place of 
Common Stocks in an Insurance Invest- 
ment Portfolio.” He will be the opening 
speaker at the morning session Novem- 
ber 1 

An interesting afternoon is in store 
that day with Leffert Holz, Superintend- 
ent of Insurance of New York, and Paul 
J. Molnar, special assistant deputy of the 
New Jersey Department of Banking & 
Insurance, sharing the stage to discuss 
the problem of how to cope with the 
uninsured motorist. “The Problems Con- 
fronting the Administration with Re- 
spect to the Financially Irresponsible 
Motorist” is Mr. Holz’s topic, while Mr. 
Molnar speaks on “New Jersey’s Answer 
to Financially Irresponsible Motorists.” 

The final speaker that afternoon will 
be Allan L. Pither, chief underwriter, 
excess and surplus lines division, Con- 
tinental Casualty Co. on “Insurance 
Lessons from South America.” Until a 
few months ago Mr. Pither was in 
Brazil for American Foreign Insurance 
Association. 

Tn every NATIT meeting concentrated 
attention is given to safety questions 
and this year the safety period occupies 
the morning session following Mr. Davis’ 
talk. There will be three speakers start- 
ing with Rear Adm. H. M. Miller (USN 
Ret.), director, President’s Action Com- 
mittee for Traffic Safety. “A Safety 
Umbrella” is his subject. “Designed 
Factors in Automobile Safety” will be 
discussed by Alex L, Havnes, executive 
engineer, Ford Motor Co. Lieutenant 
Colonel John Paul Stapp, Holloman Air 
Force Development Center, Holloman 


Cullom 


Air Force Base, New Mexico, will taj, 
on the subject of “Crash Protection ; in 
Automobiles.” 

At the afternoon session October 3, 
Charles W. Tye of Joseph Froggatt ¢ 
Co., New York, will give a talk on “The 
New Federal Tax Law as. it Affects 
Insurance Companies.” At the same ses. 
sion Don Whitehead, Associated Press 
staff writer, will speak on “Inside Wash. 
ington.” The final speaker at the sessijoy 
will be A. L. Kirkpatrick, manager, Ip. 
surance Department, Chamber of Lin. 
merce of the United States, on “Shaping 
Our Changing Economic and _ Social 
Environment.” 

Luncheon feature, November 1, wil] be 
the appearance of Dunninger, a mental 
telepathist. 

Ralph G. McCallum, general manager 
of National Association of Independent 
Insurance Adjusters, will talk on “Claims 
Cost Considerations” at the morning ses- 
sion, November 2. 

Justin T. McCarthy, Director of In- 
surance of Illinois, is scheduled to give 
the address of welcome following the 
invocation by Dr. Charles C. Knapp, 
pastor of the First Baptist Church of 
Evanston. The response will be given by 
Henry F. Schricker, former governor oj 
Indiana, and now president of Wabash 
Fire & Casualty Company. Then comes 
the presidential address by L. H, Grin- 
stead, who is president of Beacon Mutual 
Indemnity Co. Vestal Lemmon will re- 
port as general manager. 

At the morning session, November 2 
R. G. Jamieson, general manager of 
Detroit Automobile Inter-Insurance Ex- 
change, will lead a discussion on “Has 
Competition Made Present Rating Laws 
Obsolete?” There will be discussion on 
specific state rate legislation with par- 
ticular reference to Mississippi, New 
Hampshire and Arkansas. 


“Claimants’ Legislation” 


Following the talk by Mr. McCallum, 
there will be a discussion of “claimants 
legislation” with special emphasis on the 
Louisiana Direct Action Statute, the 
“NACCA Package” in Alabama and the 
new Arkansas Comparative Negligence 
Law. There will also be discussion of 
other legislative developments including 
the question of Government owned in- 
surance companies and ‘the “New Look” 
in Texas. 

At the final session the afternoon ot 


November 2, speakers include G. C. 
McMillan, fire and casualty insurance 
department, International Business Ma- 


chines, on “Where the Fire and Casualty 
Insurance Industry Stands Today in 
Electronics.” Also, Fenton A. S. Gentry, 
president of Southern Fire & Casué lty of 
Knoxville, who will report as national 
councillor, U. S. Chamber of Commerce 
and, finally, L. A. Polk, secretary ot 
Inland Mutual, on “Does the Automobile 
Policy and the B. I. Rate Intend Cover- 
age for Personal Injury to the Insured?” 
There will be a reception and social 
hour both evenings and a dinner with 
floor show and dancing November 1, 





Brizzolara New Adv. Mgr. of 


North American Accident 
Robert J. 
advertising 


3rizzolara has been named 
manager for the North 
\merican Accident, Chicago, S. Robert 
Rauwolf, vice president and agency di- 
rector announced. 

Mr. Brizzolara, formerly was promo- 
tion manager for the disability division, 
Continental Casualty and prior to 1952 
Was newsstand promotion manager for 
Esquire and Coronet magazines. Follow- 
ing three and a half years’ service in the 
Air Force in World War II, he was 
associate director of public relations, 
Chicago Catholic Youth Organization. 

He is a graduate of St. Mel High 
School, Chicago, and attended North- 
western University. 


Mouzakis Now Accounting 


Manager for Allstate 

Thomas J. Mouzakis been ap- 
pointed accounting manager of the All- 
state Insurance Co.’s regional office at 


has 


Harrison, N. Y., according to John T. 
Moran, resident manager. 


Mr. Mouzakis joined Allstate's Chi- 
cago branch office in 1951. After serv 
ing for a short period in the accounting 
department he was promoted to assistant 
home office accounting manager. 

His most recent position was that of 
statistical reports manager for the home 
office. Mr. Mouzakis graduated from 
Northwestern University in 1949 with @ 
B.S. degree in business administration. 
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large N. Y. Ads Explain 
New Auto Plan to Public 


was APPROVED BY SUPT. HOLZ 





Over 90 Stock Cos. Join in Question and 
Answer Message; Mutual Ad Signed 
by 24 Companies 


The new automobile liability insurance 
coverage, announced last week by New 
York Superintendent of Insurance Lef- 
jert Holz, as a means of indemnifying 
owners of insured cars for personal in- 
juries caused by uninsured drivers, has 
attracted nationwide attention. Both 
stock and mutual companies are making 
new plans available ; however, they dif- 
fer in certain respects. 

The Superintendent’s announcement 
was accomplished by large ads in New 
York daily newspapers which were read 
with keen interest by company men and 
producers alike. Over 90 fire-casualty 
companies were signatories to the stock 
company ad which featured that “broad- 
ened coverage is automatically added to 
current policies. It was empha- 
sized: “If an uninsured car causes you 
or your family bodily injury or death, 
and the driver or owner is legally liable, 
as determined by you and your insur- 
ance company, or by arbitration, your 
own insurance company will pay you 
damages.” 

This was followed by answers to ques- 
tions which policyholders might have in 
mind. Here are some of them: 

Q. How much coverage am I getting? 
A. Up to $10,000 if one person is in- 
jured. Up to $20,000 total for injuries to 
more than one person covered by the 
policy. 

Q. Is my family covered? A. All 
members of your family living with you 
are protected. This includes your wife, 
children, parents or ‘any other relatives 
residing with you. 

Q. Does it cover guests riding in my 
car? A. Yes. Any guest in your auto- 
mobile is covered—and so are people us- 
ing your car with your permission. 

Q. Am I protected against uninsured 
cars of New York State only? A. You 
are protected against all uninsured cars, 
regardless of where they come from. 

It was then brought out that this extra 
coverage is given without charge 
throughout the current period of the in- 
sured’s present policy. Thereafter he 
may renew for a small charge $2.50 or 
$3 approved by the Superintendent of 
Insurance. 

Twenty-four mutual fire and casualty 
companies were signatories to the mu- 
tual’s ad which emphasized the follow- 
ing: 
“All you have to do to receive this 
money is to prove the amount of your 
damages—that is, what you have lost 
through medical expenses, wages, etc. 
You do not have to prove who was to 
blame. You receive your payment no 
matter whose fault it was. 

“This protection applies to accidents 
happening in New York and elsewhere 
in the United States and Canada. It 
covers members of your family living 
with you, whether they are riding or 
walking at the time of the accident. It 
goes into effect right now (with no extra 
charge) on all policies held by owners 
of private passenger cars registered and 
Principally garaged in the State of New 
York Which are insured by the compa- 
mes listed below. It will be included in 
renewals of your policy, if you want it, 
fora small additional charge. 

“This coverage, which has been devel- 
oped by the undersigned companies, is 
broader than the coverage being offered 
by. some other insurance companies. 

If this feature is not available with 
your present automobile policy, we sug- 
§ést you inquire how you can get it.” 

; One ¢ mmentary on the new coverage 
is that, although Superintendent Holz 
has urged that the plan be extended to 
other states, this may not be possible. 
National Association of Insurance Bro- 
€ts observes: “The coverage in New 
York is based primarily on the fact that 
a little over 90% of the motorists are 
msured and approximately another 6% 
are financially responsible or have de- 





CONN. DENIED NEW AUTO COVER 





Ins. Commissioner Spellacy Explains 
Why Broadened Form of Standard 
Auto Policy Is Unavailable 
Connecticut Insurance Commissioner 
Thomas J. Spellacy explained this week 
that insurance companies offering the 
new broadened coverage against unin- 
sured motorists of the standard automo- 
bile insurance policy in New York, did 
not extend like protection to his state 
because Connecticut has more uninsured 
cars than New York. His statement was 
made in a letter to Governor Abraham 
A. Ribicoff who had made the inquiry. 
The Commissioner made it known that 
only 7% of the cars operating in New 
York State have no liability insurance 
but that Connecticut has approximately 
25% of its automobiles uninsured. Mr. 
Spellacy pointed out that in granting the 
extended coverage to New York insur- 
ance companies are taking less risks 

than they would in his state. 

Governor Ribicoff, in releasing the 
Commissioner’s letter, declared that the 
certainly did not feel that New York 
residents should get insurance coverage 
advantages that Connecticut motorists 
are denied. 





MUTUAL COS.’ NEW AUTO COVER 


Offered to N. Y. Policyholders Injured 
by Uninsured Motorists Regardless 
of Who’s at Fault 

Liberty Mutual Insurance Co. and a 
number of other mutual companies are 
offering broadened coverage to the 
standard automobile policy in New York, 
to pay for bodily injuries suffered by the 
policyholder or members of his family 
in accidents involving uninsured motor- 
ists. These payments are to be made 
regardless of the question of who was at 
fault. 

S. Bruce Black, Liberty Mutual presi- 
dent and president of American Mutual 
Alliance, commented that “under the 
coverage announced by the mutual com- 
panies the policyholder is in a more se- 
cure position if he happens to be in- 
jured in an accident with an uninsured 
car than if he were injured in an acci- 
dent with an insured car.” He noted 
that the policyholder would be paying a 
small premium for being placed in this 
preferred position and that in effect the 
policyholder was purchasing a coverage 
comparable to an accident policy where 
the question of fault is irrelevant. 

“We simply do not know,” said Mr. 
Black, “whether New York policyhold- 
ers are willing to pay the cost of such a 
solution or whether they would prefer 
compulsory insurance. We shall be very 
interested to learn their reactions.” 

When asked about the prospect of in- 
troducing similar coverage in other 
states Mr. Black said that the cost 
would probably be prohibitive unless the 
percentage of insurance was approxi- 
mately 95, which is the figure usually 
given as the present New York per- 
centage. 








Founders’ Will Use New 
UM Endorsement in N. Y. 


The Whitehill Agency Inc., New York, 
eastern managers for the Founders’ In- 
surance Co., Los Angeles, Calif., has an- 
nounced that the company will use the 
stock companies’ endorsement to the 
standard automobile liability policy 
which automatically extends the insur- 
ance to cover payments to New York 
insured motorists and their families 
when injured by uninsured drivers. 

The Founders’ name was not included 
in the list of insurers, offering the cov- 
erage, that appeared in daily newspaper 
ads last week. 





posited some form of security under the 
financial responsibility law, leaving ap- 
proximateley 4% who are considered to 
be financially irresponsible. In some 
states, say where only 60% are insured, 
the companies might have to charge pro- 
hibitive premiums for such coverage or 
face almost certain insolvency.” 
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ALLIN-ONE 





Builds Business Fast 


It’s easier, simpler, more 
profitable to sell one policy 
with many attractions than 
to sell many policies, each 
with a single attraction. 
That’s why agents and 
brokers like Continental’s new Home Owners Policy. 

Designed to provide all-in-one, worry-free pro- 
tection, this modern Continental contract appeals to 
practically all home owners, is easy to sell, simple to 
handle, automatically increases your earnings from 
personal lines, makes your business less vulnerable 
to competition and gives you numerous other sales 
advantages. 

In addition, Continental’s Fire Division offers you 
simplified service procedures that save time, cut 
costs and build your local business stature. For 
complete details write Dept. 313. 


= Ask for this 36-page book! 


Regardless of what facilities you now have, 
Continental can install at least one department 
in a field you are not now serving and show 
you how to make it pay a profit. To judge for 
yourself, ask for a copy of, ‘Growth Through 
Leadership’’ Write today. 


Continental 
CASUALTY COMPANY 


310 S. MICHIGAN AVE. « CHICAGO 4, ILL. 
ASSOCIATED COMPANIES: 

Continental Assurance Company « Transportation Insurance Company 

United States Life Insurance Company 










‘America’s Department Store of Insurance”’ 
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Urges N. Y. Agents to 
Back New Auto Cover 


CAN STOP COMPULSORY THREAT 


Joseph A. Neumann Reports to NAIA; 
Sees Direct Writer Problems 
Leveling Off 
As chairman of the special automo- 
bile committee of the National Associa- 
tion of Insurance Agents, Joseph A. 
Neumann, now immediate past president 
of that organization, urged at the recent 
NAIA meeting in Los Angeles that 
agents of New York State expend every 
effort to see the public is provided with 
the additional coverage to the standard 
automobile policy (approved by Super- 
intendent of Insurance Leffert Holz last 
week) which provides bodily injury pro- 
tection resulting from accidents with 

uninsured motorists. 

He went on to point out that “the 
acceptance of this plan by the public, 

ats : 
can readily sound the death knell of the 
threat of compulsory automobile insur- 
ance legislation.” 

Mr. Neumann declared that many 
factors will enter into such decisions, 
not the least of which shall be the 
agents’ efforts. “The New York story 
can set the pattern for the entire coun- 
try,” he asserted. 

In Traditional American Manner 


A 


\s a personal observation, the speaker 
noted that for a considerab!e periol of 
time the agents have importuned t!eir 
principals to prov-de them with an a'ter 
native to compulsory automobile insur- 

“Many suggested alternatives 
been rejected for good and valid 
reasons,” he continued. “Now our com- 
panies are making available to us the 
tool we have sought. It not only pr 
vides a better protection, it also provides 
it in the traditional American manner, 
through insurance.” 

Turning his attention to the direct 
writer problem, which was another func- 
tion of the special automobile committee, 
Mr. Neumann said that the predicted 
leveling off of direct writers’ loss ratio 
and their increasing premium writings, 
is horizoning. In some needed spots, he 
emphasized, agents have stopped calling 
for cure-alls and instead of meeting com- 
petition, have gone out and made it. 

“It may be a bit early and I do not 
want to hex things,” the speaker de 
clared, “but it seems to me we are 
reaching that long sought corner, it 
seems to me the worm is fixin’ to 
turn. 

“One recent highly touted plan,” said 
Mr. Neumann, “that intimates mechani- 
zation as pretty much the answer to all 
uur problems, somehow finds it necessary 
to reduce the agent’s retention in the 
premium dollar, while, at the same time, 
requiring additional detail, thus lessen- 
ing his net take-home pay from two 
directions. No one has as yet been able 
to successfully explain the imbalance 
these new schemes create, through in- 
creased detail and decreased income to 
us agents. 

“A very de-emphasized procedure, part 
of this plan, necessitates the complete 
gamut of cancellation, policy rewrite, 
billing, collection and record revision, 
when ever ‘addition or elimination of 
coverage and changes in limits of lia- 
bility’ are desired in mid-term. I do 
not know what percentage of automobile 
policies require such change in your 
office. 


ance 
have 


Counteracts Possible Saving 


“Some say 20, some 40, some 60% of 
your business. But, whatever it is, it is 
most obvious to all but the blind, or the 
devious, that such procedure more than 
counteracts any possible saving resultant 
of mechanization. And by the way, no 
more than one automobile to each policy. 
Plus, individual insured’s check, payable 
to the company, for each new and re- 
newal policy, for the full premium must 
be sent to the company on the same day 

(Continued on Page 43) ; 


NAIA Resolutions 
Cite Traffic Safety 


SLOW DOWN AND LIVE PROGRAM 


Commend Auto Manufacturers on Inten- 
tion to Incorporate Safety Features 


in New Models 


The National Association of Insurance 
Agents at its 59th annual convention in 
Los Angeles, October 3-5, adopted the 
following resolutions pertinent to the 
casualty ‘field: 

Whereas the National Conference of 
Safety Coordinators has sponsored the 
outstanding traffic safety program, “Slow 
Down & Live,” and, 

Whereas the local, state and National 
Associations of Insurance Agents have 
participated in conducting the program, 


and 

Whereas by this participation have ob- 
served the unique effectiveness of the 
program in the reduction of accidents 
and saving of life, 

3e it resolved that this National Asso- 
ciation of Insurance Agents in convention 
assembled wholeheartedly commend the 
National Conference of Safety Coordi- 
nators for its splendid program and as- 
sure it of our continued enthusiastic 
support. 

Auto Safety Features 

Whereas automobile accident figures 
continue to mount, and 

Whereas the advertised increase in 
horsepower of late-model cars has done 
nothing to reduce that trend, 

3e it resolved that the announced in- 
tention of some automobile manufac- 
turers to cease exploiting horsepower 
is commended by the National Associa- 
tion of Insurance Agents, as is the intro- 
duction of built-in safety features in 
some of the 1956 model automobiles. 


x Oe 


Whereas strict enforcement of traffic 
laws without fear of reprisal or favor 
to persons is one of the important keys 
to the control of traffic accidents, and 

Whereas the local insurance agent is 
familiar with the level of enforcement 
practiced in his community. 

Therefore be it resolved that each lo- 
cal agent singly or in cooperation with 
others take an active interest in bring- 
ing about strict traffic law enforcement 
in his community. 

xk * x 


Whereas fewer than half of the high 
schools in the United States are offer- 
ing driver education and less than half 
of the eligible high school students are 
receiving this important instruction. 

Be it resolved that we urge the mem- 
bership of the National Association of 
Insurance Agents to continue its vigor- 
ous support of this program and work 
toward its continued growth in both 
quantity and quality of instruction. 


NAIA Urged to Adopt 1956 Theme of 
“Safety Education For Our Youth” 


Los Angeles, Calif., Oct. 3—Sidney E. 
Nelson, Racine, Wis., chairman of NAIA’s 
accident prevention committee, reported 
at the annual meeting here this morning 
that the theme, “Safety Education for 
Our Youth,” is being recommended by 
his group to the convention “because so 
many of our local boards and state asso- 


ciation accident prevention committees 
have been doing such magnificent jobs 
in this respect.” He therefore hoped 
that NAIA members would concentrate 
their efforts in the coming year on the 
most difficult and most important task 
of saving the lives of our “citizens of 
tomorrow.” Mr. Nelson also said: 

“We do not mean, however, that the 
adult driver’s road behavior is perfect— 
far from it. We, as people, are losing 
all respect for the personal and property 
rights of others. Our selfishness ‘slip’ is 
showing. Therefore, all members should 
continue their all-out efforts for traffic 
safety using every means at their dis- 
posal. Since our time and our funds 
centered on a complete program, let us 
concentrate on efforts on ‘driver educa- 
tion programs,’ so that every youth learns 
the correct ‘attitude’ before he learns to 
drive (ages 14-16). It is a proved fact 
that our youth have less accidents and 
fewer arrests when they have been 
taught the fundamentals of correct atti- 
tude before taking the wheel.” 


Close Cooperation with C. & S. Assn. 


Mr. Nelson pointed to close coopera- 
tion which his committee has enjoyed 
with the accident prevention department 
of Association of Casualty & Surety 
Companies. He mentioned the many 
safety pamphlets the Association offers 
at minor cost; the nationwide “slow 
down and live program” and the latest 
revision of the book, “Safety Is Good 
Business.” “It will be of great help to 
an agent in giving him the know-how 
on accident prevention,” he said. 

The S-D Days of 1954 and 1955 were 
featured in Mr. Nelson’s report. He said 
that the December, 1954 effort was “the 
greatest safety program for 30 days ever 
attempted,” and that the President’s Ac- 
tion Committee gave “unusual recogni- 
tion” to the NAIA’s efforts by making 
the NAIA report a part of its official 
nationwide record. As to the 1955 S-D 
Day effort (December 1) Mr. Nelson 
said the President’s (Committee has again 
invited the NAIA membership to partici- 
pate. Active promotion will begin No- 
vember 20, and “it is suggested that 
much of the excellent material developed 
for the ‘slow down and live program’ 
could be further used as promotional 
material by local associations in their 
S-D Day efforts.” 

An extra “plug” was given in the 
report for the “slow down and live” pro- 
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Since July 1, 1945, thousands of 
policies protecting many of the coun- 
try’s leading lawyers and law firms 
have been written by this Company. 
For claim and underwriting know- 
how based on more than a genera- 
tion of experience in malpractice 
insurance, consult 
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gram when Mr. Nelson said it Provides 
“such a vast amount of practical an; 
workable material.” He also favors W,; 
Disney’s “hurry bug” and said that j; 
attracted many who, on summer vaca- 
tions were attracted to the numeroy; 
24-sheet posters on outdoor advertising 
signs. Many of these were sponsore; 
by local insurance boards in cooperation 
with civic minded outdoor advertisins 
proprietors. He said further: ‘ 

“Traffic safety bumper strips by the 
thousands are seen everywhere; much 
outgoing mail from insurance agents 
offices is rubber stamped or has gummed 
stickers with the ‘slow down and liye 
message. We urge those agents who 
have missed this valuable opportunity 
for good public relations to study and 
arrange to get on the bandwagon nex 
spring.” 

In closing Mr. Nelson said he had 
represented the NAIA for the past three 
years as a member of the Traffic and 
Transportation Conference, a group 
which meets semi-annually in Chicago 
with special workshop sessions. Eastern 
meetings are attended by Maurice 6. 
Herndon of the NAIA. Expressing his 
thanks to state associations, local boards 
and many individuals who have con- 
tributed to the safety movement, Mr. 
Nelson declared: “From the hundreds oj 
letters we have received, we believe this 
past year has shown a remarkable in- 
crease in our devotion to the safety 
movement. Let’s continue our efforts 
vigorously, remembering as we do s0 
our theme, ‘Safety Education for Our 
Youth’.” 


FRODUCTION DEPARTMENT HEAD 


George C. Peacock, V.F. of Agricultural 
and Empire State, Succeeds Late ’ 
G. C. inglehart 

George C. Peacock, vice president oi 
the Agricultural and Empire State In- 
surance Cos., Watertown, N. Y. will 
assume the duties as head of the produc- 
tion department, succeeding the late 
George C. Inglehart. The announce- 
ment was made by Robert G. Horr, 
president. 

In addition, Wilson Lively, secretary 
at the home office, has been assigned 
to the department as assistant to Mr. 
Peacock. 

Paul B. Olinger, resident secretary 0! 
the Companies at Chicago, will join the 
department as an assistant to supervise 
production activities in the middle west- 
ern states. He will still continue his 
duties as manager of the Chicago serv- 
ice office. 





McAfee Elected Director 
Of American Automobile 


J. W. McAfee has been elected a di- 
rector of American Automobile Tnsur- 
ance Co., St. Louis, Mo., according to 
an announcement made by Robert Z. 
Alexander, company president. 

Mr. McAfee is president and director 
of Union Electric Co. of Missouri, and 
is a well-known business and civic leader 
in St. Louis. He is also president and 
director of Electric Energy, Inc., and 's 
a director of St. Louis Union Trust Co, 
General American Life, St. Joseph Lead 
Co., and R. E. Funsten Co. 





TO HOLD TEXAS COMP. HEARING 
The Board of Insurance Commissiol- 
ers, Austin, Texas, has announced that 
it will hold a hearing for the purpose! 
considering workmen’s compensatio! 
and employers’ liability rates, ratins 
plans, classifications, manual rules, ¢™ 
dorsement forms “and such other mar 
ters as may be properly brought betor 
the Board.” The hearing will be Be! 
in the ball room of the Commodore 
Perry Hotel, Austin, October 25. 
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p, A. Laterza Gets Big 
Post With Florida Co. 


pRESI DENTIAL, JACKSONVILLE 





Yorker Named Exec. V.P. of One- 
Old Domestic Co. in Which Over 
Floridians Are Stockholders 


New 
Year 
5,000 


peter A. Laterza, who is well known 
, casualty-surety-fire insurance circles 
; Greater New York, has recently been 
appointed executive vice president of the 
Presidential Insurance Co. of Jackson- 
vile, Fla. For the past five years he 








PETER A. LATERZA 


has been with the Springfield Fire & 
Marine in its New York office, serving 
in a supervisory capacity in the bond 
and burglary division. Prior to that 
Mr, Laterza was in all phases of pro- 
duction and claims with the Standard 

\ccident and with the National Surety 
Corp. in various states around the coun- 
try. His experience extends over 25 
years, 

Charley E. Johns, president and board 
chairman of the Presidential (former 
iting governor of Florida), in announc- 
ing Mr. Laterza’s appointment, pointed 
to his all-around ability and background 
with leading companies. He has also 
given generously of his time and efforts 
in insurance educational work, having 
been a faculty member of the New York 
Insurance Society’s school of insurance, 
the Delehanty Institute of New York, 
and Springfield F. & M. He is also a 
contributor of insurance articles to trade 
magazines. 

Mr. Johns also pointed to Mr. La- 
terza’s World War II service. He en- 
listed in 1942 and earned a battlefield 
promotion to first lieutenant as a mem- 
ver of the 101st Airborne Paratrooper 
Unit in the battle of the Bulge. 


Presidential a Year Old 


The Presidential, chartered in Octo- 
ber, 1954, as a fire and casualty com- 
pany, started to write business last March 
1. In the succeeding six months the 
company through its 225 licensed agents 
in the State of Florida has written over 
¥/00,000 in premiums. Last May 1 the 
Presidential took over the portfolio of 
oe Florida business of the Insurance 
of Texas in the amount of $1,330,000. 
"lorida is the only state in which it is 
‘censed at present. 

Success of the Presidential to date, it 
is felt, is due to the support and per- 
sonal interest of its wide spread of 
‘tockholders. Over 5,000 Floridians sub- 
scribed to stock in the company a year 
“80, contributing $2,000,000 to capital and 
‘urplus. Its management felt that this 
‘pread of ownership would insure cus- 
Po aon and salesmen for the Presiden- 
a, and so far this theory has proved 
to be sound, 


's next expansion move will be to 


form a life running mate to be called 
the Presidential Life Insurance Co., 
plans for which may be announced be- 
fore the end of this year. 

The Presidential carries its reinsur- 
ance with a group of London companies 
including the Minster Insurance Co., 
Andrew-Weir Insurance Co., British 
Commercial and City General, all of 
which are approved by the Florida In- 
surance Department. Each of them car- 
ries substantial cash deposits in United 
States banks, it is reported. 

Officers of Presidential have recently 
returned from a tour of the state, having 
held six regional stockholders’ meetings. 
The party included President Johns, 
Vice President John B. Amos, Vice 
President Bertram A. Dann and Secre- 
tary-Treasurer Arthur E. Cobb. It was 
decided to hold the regional meetings as 
it was felt that many of the stockholders 
would be unable to attend the first an- 
nual meeting at Jacksonville. 

As of June 30, 1955, the company had 
assets of $2,907,034, capital stock author- 
ized of $1,000,000 and surplus to policy- 
holders of $1,961,329. 





TO WRITE PLATE GLASS COVER 
Storebrand Insurance Co., Ltd., has 
been granted certificate by the Federal 


President Phillips Elected 
Chairman of U. S. F. & G. 


In addition to his office as president 
of United States F. & G., Charles L. 
Phillips was elected chairman of the 
board at its meeting recently in Balti- 
more. The company’s by-laws were 
amended to provide that the offices of 
president and chairman may be held by 
the same person. 

In his additional capacity as chairman, 
Mr. Phillips assumes the duties of the 
late Joseph F. Matthai, who was chair- 
man of the board at the time of his 
death on May 24, 1955. 

Mr. Phillips was elected president of 
the United States F. & G. in January 
of this year, succeeding E. Asbury 
Davis, who became president emeritus 
and who subsequently died on March 15. 
He has one of the longest service rec- 
ords in the U. S. F. & G.,, having been 
employed in 1910, shortly after gradu- 
ation in law, by the late John R. Bland, 
the founder of the company. 





Department of Insurance, Canada, to 
carry on the business of plate glass 
insurance in addition to the classes for 
which it is already registered in Canada. 





WANTED 
A. & H. FIELDMAN 


Well-known Casualty Company with 
modern Accident and Health program 
has attractive opening in New York 
State territory for experienced A. & H. 
Fieldman for appointment and produc- 
tion development with agents. Please 
give full particulars of experience and 
salary required. Inquiries will be con- 
sidered confidential. Address: Box 2351, 
The Eastern Underwriter, 93 Nassau 
Street, New York 38. 











New Automobile Cover 


(Continued from Page 42) 


it is received and the policy is written. 

“All this plus, is purported to elimi- 
nate bookkeeping, one of the alleged 
economies under the plan. It not only 
fails to eliminate bookkeeping, it seems 
to me that it is pretty well geared to 
eliminating the agent. I make no accusa- 
tion that this last is intentional. For my 
agency, however, | do not care to skate 
on such thin ice.” 
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A real eye-opener 


“For a number of years now I haven’t written too 
much life insurance,” says Harry H. McFarlin (right) 
of Riverdale, Maryland, Executive Vice President 
of the Maryland Association of Insurance Agents, 
(shown here with Dale A. Jackson, Manager of 
Prudential’s Potomac Agency, Washington, D. C.) 


“T was flying blind until I learned about 





easier for me. 


NAME 
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Prudential’s brokerage service . . . how I could 
substantially increase my income and at the same 
time render my clients invaluable service. 

“This exceptional service has helped me 

make a lot of new contacts, strengthen old ones... 
and even with all the help from Prudential, 

I still get the full commission.” 
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Real Progress Made In Perfecting 
Advertising Code For A. & H. Industry 


Day Long Meeting on Preliminary Draft Held in Chicago 
by NAIC-Industry Team; Almost All Differences 
of Opinion Resolved; Pansing Guided Discussion 


By Leverinc CARTWRIGHT 


Oct. 11 Remarkable 


achieved 


Chicago, prog- 


ress here today by an 


was 
Insurance Commissioner-industry team 
towards perfecting a code on A. & H. 
advertising and a program for its ad- 
ministration and enforcement. This brings 
close to fruition what has become known 
as the Pansing plan for resolving the 
vexing problems caused by the FTC 
claims to authority in this matter. It was 
a day-long consideration of specific pro- 
posals under the guidance of Thomas R. 
Pansing, the Nebraska Commissioner, by 
the joint committees. And with a gal- 
lery of onlookers numbering about 75. 

So smartly did the proceedings move 
along with earnest conferees, acting in 
good faith to develop in short order a 
program for accentuating the negative in 
the realm of A. & H. advertising, that 
it appears likely the NAIC executive 
committee will have an opportunity to 
take official action at least of a pre- 
liminary nature by December 1. 

What is wanted is a well considered 
and heavily-backed program that can be 
referred to the FTC. Mr. Pansing, who 
has been in close touch with that Wash 
ington agency, said that soon thereafter 
FTC would supply “staff comments.” 
Then follow some sort of a gathering 
with FTC, NAIC and the industry on 
deck in one way or another. 


Proposed Code Gets Major Attention 


Most of the day was given to con 
sideration of the proposed code which 
had been put together with the utmost 
concentration of effort in just over three 
weeks by a subcommittee headed by 
Paul Watt, Washington National presi 
dent. Points of important controversy 
were deferred until the last. The only 
one that assumed any real proportions 
concerned how to deal with non-can. 
advertising. 

Finally the and en- 
up and 
sweeping 


administration 
forcement proposal was taken 
what might well be called 
measures were considered, almost with 
out debate and as all but finished busi- 
These included the provision that 
each company should by board action 
adopt the advertising code by resolution. 
The would be promulgated in 
each under a special statute or 
under a general supervisory statute. The 
would be required to keep its 
material in for three 


ness, 


code 


state 


company 
advertising 
vears or until it has been reviewed by 
the supervisory authorities. There were 
some sharp exchanges on the proposal 
that review of vivertising material 
should be con-lucted during the 
of the regular departmental examination 
of a company. 
Then “it) was 
A. & H. trade require as 
prerequisite to membership that a com 
adopt the code. Another provision 
is that there be created a permanent 
code committee which might be com 
parable to the NAIC committee on 
definition of inland marine underwriting 
powers. The consensus was that this 
conunittee would naturally develop) an 
interpretive guide dealing with cases as 
they arose. 


file 


course 


sugezested” that each 


association 


pany 


In much of the discussion on the con- 
tent of the code the question was 
whether a point should be covered in 
the code itself, or the explanations that 
go along with it, or should be put aside 
for treatment in this guide which every- 
one assumed would be an essential ele- 
ment in the undertaking. 


Not Officially Released 


The code in its present stage was not 
officially released but the West Vir- 
ginia Department gave out copies of its 
suggested amendments and this con- 
tained the committee’s first draft as 
well. The Nebraska Department also 
circulated a mimeograph giving some 
views. Commissioners Gillooly, West 
Virginia, and Sheehan, Minnesota, were 
on hand as members of the committee. 
Superintendent Holz of New York was 
represented by Deputy Superintendent 
Wikler and Commissioner Martin of 
Louisiana by C. C. Wood. 

To give a rough idea of the content 
of the code here are some of the section 
headings: Advertising in general, de- 
scription of policy benefits in advertise- 
ments, exceptions, reductions and lim- 
itations, pre-existing conditions, waiting 
periods and elimination periods, renew- 
ability, cancellability and termination 
arrangement, inspection of policy, iden- 
tification of plan or number of policies, 
comparisons and derogatory statements. 

\lso jurisdictional licensing, identity 
of insurer, symbolisy, trade names and 
trade-marks, group or quasi-group im- 
plications, introductory offers or initial 
offerings, testimonials and __ statistics, 
approval or endorsement by third par- 
ties, exaggerated service facilities, and 
statemert about an insurer. 


Disposition by All to Move Ahead 
There was a disposition on the part 
of all hands to move on, not to get 
bogged down in dispute. For instance, 
one of the main decisions that the draft- 
(Continued on Page 45) 


Follmann and Greater N. Y. Brokers 
Discuss Latters Non-Can. Proposal 


An interchange of ideas on the merits 
of a plan by the Greater New York 
Brokers’ Association, Inc. to make stand- 
ard accident and health policies non- 
cancellable after being in force for five 
years was had last week by that Asso- 
ciation and Joseph F. Follmann, Jr., 
general manager of the Bureau of Acci- 
dent & Health Underwriters. The ex- 
change took place in the form of letters 
between the principals. 

In a letter to Mr. Follmann signed 
by Claude Markel, chairman of its spe- 
cial accident and health committee, the 
Brokers’ Association maintained that the 
new standard policy recommended would 
abolish the present cancellable-type pol- 
icy. In addition, the brokers urged “an 
end to the system employed by most car- 
riers of cancelling A. & H. policies mid- 
term when they desire to terminate a 
broker’s or agent’s account.” 


Dissatisfaction With 5-Day Notice 


The brokers also claimed dissatisfac- 
tion with the 5-day notice of cancellation 
period and recommended substitution of 
a 30-day period. 

In advocating the change to the non- 
can. policy form, the brokers’ suggested 
“a slight loading” of the premium to 
make up for the increased risk assumed 
by the carrier. Their letter stated, “most 
carriers will be able to retire from un- 
desirable risks before the five-year pe- 
riod. It is hardly believable that poor 
moral risks would escape the scrutiny 
of the underwriters after four renewals.” 

In the opinion of the brokers’, their 
proposed plan might bring an end to the 
attacks by newspapers and public offi- 
cials against the A. & H. industry. 

On the subject of the statutory 5-day 
notice of cancellation period, the brokers 
made it known that this period is 
“wholly inadequate under the realities of 
present day underwriting.” They said 
that many companies recognize this and 
allow ten and sometimes 15 days. 

The Association went on to point out 
that insureds who suffer insurable losses 


during this forced lapse period, wil] no 
be boosters for the private enterprise 
insurance industry. “Producers Soon 
from experience,” Mr. Markel’s letter 
stated, “that replacing a line requires 
many steps and much waiting. We urge, 
therefore, that the carriers join in ¢ 
forts to extend this period to 30 days” 


Brokers’ Pian Doubtful 


In his answering letter, Mr. Follman 
stated that he believed there is reason. 
able and strong doubt that the broker: 
plan to make A.&H. insurance nop. 
cancellable after it has been in force 
for a five year period would provide 
a solution to the “cancellation problem” 
He said that this is a subject, whic) 
like all other possible avenues of ap. 
proach, has been carefully explored, 

The Bureau general manager pointed 
out to the brokers‘ association that las 
year he gave this approach a great dea! 
of attention. He enclosed a 15 page ob. 
jective view of this type of insurance 
Mr. Follmann said that the brokers 
committee might find in this study cer. 
tain factors which it has overlooked, 


Premium Concept Doubtful 


“Certainly,” declared Mr. Follmann, “| 
do not believe your conclusion that such 
a form of insurance could be written ata 
‘very slightly’ loaded premium would be 
true as respects health or hospotal, 
surgical, and medical insurance.” He 
continued that “it is the considered opin- 
ion of a great many persons in the busi- 
ness that such a form of insurance would 
require an appreciably higher premium 
since such insurance would take on prac- 
tically all of the aspects of noncaneel- 
lable insurance.” 

Taking up the point mentioned in the 
brokers’ letter concerning the cancella- 
tion by the company when the agent 
ceases his affiliation with the company, 
Mr. Follmann emphasized that from fac- 
tual information it was his understanding 
that this comes about primarily because 
of the American Agency System and its 
concept that the agent owns the busi- 
ness. “Certainly there are many persons 
eminently more qualified than I to speak 
to this point,” the Bureau general man- 
ager concluded. 





Bennett to Attend HIC Meet 


Earle R. Bennett, vice president of the 
International A. & H. Association who 
is general agent of Provident Life & 
Accident in Tampa, Fla., will be the In- 
ternational’s official representative at the 
Health Insurance Council meeting Oc- 
tober 18 in New York City. While on 
his trip Mr. Bennett will make talks 
before local associations at Huntington, 
W. Va., Washington, D. C., and Boston, 
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Brown and Heaton Now 


Tampa Special Agents 


J. Ellis Brown and Donald L. Heaton 
have been appointed special agents ai 
the Tampa,. Fla., office of the Royal- 
Liverpool Insurance Group. They wi 
assist J. M. Hill, state agent. Both men 
are graduates of the Group’s training 
school in New York. ; 

Mr. Brown joined Royal in 1952 in the 
accident and health department and 1 
1953 was named special representative 
for accident and health at Atlanta. Since 
February of this year he has held that 
same post in the Tampa office. | 

Mr. Heaton joined the Group in 194 
in Atlanta. After completing training 0 
New York, he returned to Atlanta t 
serve as special agent and_ held that 
post until his new appointment t 
Tampa. 


American-Associated Group 
A. & H. Business Expands 


Expansion of the Group accident an’ 
health operations of the Portland branc 
of American-Associated Insurance Col 
panies is announced by Carol P. Maas, 
resident vice president. : 

He also announced the appointment ° 
William J. Feeney to manage the & 
panded department. Mr. Feeney .. 
transferred to Portland from Los 
geles, where he served in the Grout 
A. & H. department. 
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Webb Marks 45 Years 
With Provident L. & A. 


cOMPANY’S EXECUTIVE V. P. 

p Anniversary Luncheon; Member 

ee eaeutive Committee and on Com- 
pany’s Board of Directors 








L. N. Webb, executive vice president 
of the Provident Life & Accident, Chat- 
tanooga, Tenn., was honored for 45 
years of continuous company service at 
4 recent anniversary luncheon held at 
the Hotel Patten. A diamond-centered 
45-year service pin was presented by 
Board Chairman R. J. Maclellan. He 
recalled Mr. Webb’s early years with the 
company. 7 

“Leslie Webb was a young man al- 
ready widely and favorably known in 
Chattanooga business circles,” the board 
chairman said, “when he joined the or- 
vanization. Since the day he joined 
forces with the company, he has had an 
active part in Provident’s rise to its 
leading position among insurance institu- 
tions.” 

In Recognition of Valuable Service 


President R. L. Maclellan presented 
an antique silver service imported from 
England, which was engraved “... in 
recognition of loyal and valuable service 
and with grateful appreciation and warm 
affection . . .” 

An orchid was presented to Mrs. L. N. 
Webb by H.. O. Maclellan, vice presi- 
dent and treasurer. Also present for 
the ceremonies were the honoree’s son 
and daughter-in-law, Mr. and Mrs. Jack 
Webb. 

Mr. Webb joined the company on Oc- 
tober 1, 1910. He became associated with 
claim work and successively served as 
claim department manager and assistant 
vice president and manager, claim de- 
partment. 

Later he was promoted to vice presi- 
dent of the company to assume broader 
administrative duties. He was advanced 
to vice president and secretary in 1951 
and to his present post of executive vice 





30TH ANNIVERSARY DINNER 


To Be Held by A.& H. Club of New 
York October 20; Superintendent 
Holz Guest Speaker 
An anniversary dinner denoting the 30 
vears of existence of the Accident & 
Health Club of New York will be held 
October 20 at the Hotel Roosevelt, 
N. Y. New York State Superintendent 
of Insurance Leffert Holz will be the 

guest speaker for the occasion. 

Mr. Holz will be formally introduced 
by James T. Phillips, vice president and 
chief actuarv, New York Life. George 
F. Monks, Club president, who is man- 
ager of A.&S. claims of New York 
Life, will preside at the affair. 

Invitations have been sent to insurance 
leaders in and outside the New York 
area. 

The New York A. & H. Club, the mem- 
bership of which comprises more than 
400 insurance men from 100 companies 
in metropolitan New York, is devoted 
to the spread of good will and informa- 
tion throughout the A. &H. field and 
the stimulation of constructive thinking 
in the business. 





Ulcers More Frequent Among 
Men. Benefits Survey Shows 


Ulcers are a more frequent cause of 
disability among men than women, ac- 
cording to a study of benefits paid to 
policvowners by Mutual of Omaha. This 
conclusion was reached in a three-year 
study of more than 850,000 cases. 

Of all disability cases among men, 


707 
2.07% were for ulcers. Of all women, 
80% were for ulcers. 

al] hi- 4 7 i 

Gall bladder is a bigger factor in the 


disability of women 
women 
bladder, 
disabled 


than men. Of all 
disabled, 3.38% were for gall 
while of all men, 1.46% were 
for that cause. 


Offer Three New Major 
Medical Expense Plans 


FOR INDIVIDUALS — FAMILIES 
Mass. Protective, Paul Revere Life; 
Coverage Non-Can., Guaranteed Re- 
newable to 65; Prem. Guaranteed 








Massachusetts Protective Association, 
Inc., and Paul Revere Life have an- 
nounced new major medical expense 
policies for both individuals and families. 
Both are non-cancellable and guaranteed 
continuable to age 65. The premium is 
also guaranteed. 

Announcement by the companies cov- 
ered three plans with a different de- 
ductible, room limit and maximum bene- 
fit for each. The plan available to a 
particular applicant will depend on the 
level of cost in his area and his income. 
The premium is the same for each plan. 

Plan 1 offers a $500 deductible, an $18 
room limit and a $7,500 maximum limit; 
plan 2 offers $750 deductible, $21 room 
limit and an $8,500 maximum benefit; 
plan 3 offers $1,000 deductible, a $24 
room limit and a_ $10,000 maximum 
benefit. 

Deductible amount applies to expenses 
incurred within 70 consecutive days. 
Covered charge benefits for any one 
accident or sickness under the plans may 
extend up to two years and beyond if 
continuously hospital confined. 

Coinsurance arrangement provides that 
the company will pay 75% and the 
insured 25% of covered charges. 

Coverage in the Paul Revere is avail- 
able to both men and women, ages 18-55. 





president in 1954. He is a member of 
the executive committee and board of 
directors. 

Other speakers at the occasion were 
J. R. Bracewell, vice president of the 
claim department, and W. C. Cartinhour 
and Carter, Jr., who are retired 


from Provident. 


REPORT CRAFTSMAN CHANGES 





Wetzler Named Comptroller; Pinckney 
Benefits Dept. Consultant; Lufkin on 
NOMA Board of Directors 

Robert T. Wetzler has been named 
comptroller and L. B. Pinckney consult- 
ant to the benefits department of Crafts- 
man Insurance Co. of Boston. Robert 
W. Lufkin, company office manager, was 
elected to the board of directors of 
the Boston chapter of the National Of- 
fice Management Association. 

Mr. Wetzler has been with Craftsman 
for 16 months. Previous to his associa- 
tion with the company he was a part- 
ner in the management consultant firm 
of Fairbanks Associates of New York. 
Prior to that he was in the special serv- 
ice division of Ernst & Ernst. 

Mr. Pinckney has been in the insur- 
ance industry for more than 50 years. 
For more than 35 years, he was associ- 
ated with the U. S. Fidelity & Guaranty 
Co. He helped found the Boston Life 
& Accident Claim Association and the 
Boston Underwriters Association. 





Conference Directory Out 

The 1955-1956 edition of the Health & 
Accident Underwriters Conference di- 
rectory has been distributed to member 
companies. As always it includes a list- 
ing of all officers, committee personnel 
and committee functions, also the con- 
stitution of the Conference and its ethi- 
cal advertising standards. Furthermore, 
the directory contains an outline of Con- 
ference services and its five bulletins and 
eight regular publications. 

Total membership of the Conference 
is 188 company members and 11 associ- 
ate members with home offices located 
in 79 cities in 33 states and four prov- 
inces in Canada. 
of company reveals that 62.8% or 118 
members are life companies, 34 accident 
and health only, 19 stock casualty, 12 
mutual casualty, four fraternals and one 
reciprocal. 





THIS MAY BE THE 
MOST IMPORTANT 
THING YOU DO... 


THIS YEAR 
... OR ANY YEAR! 


Take a minute or two right 
now. Address an envelope 
to eee 


“AGENCY DEPT., 
MUTUAL OF 
OMAHA, 
OMAHA, NEBR.” 


Fill out the coupon 
in this ad, and put 
it in the envelope. 


Put an Air Mail 
stamp on the en- 


velope and 
drop it in the 
mail box. It’s 


on its way! 
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FINAL PLANS FOR NEW ASSN. 





Task Force I Meeting in Chicago 
Under E. J. Faulkner Makes Prog- 
ress Toward HIAA Structure 
Final stages were attained in Chicago 
on Monday in the aim to unify A. & H. 
trade association activity under the ban- 
ner of a new organization to be known 
as Health Insurance Association of 
America (HIAA). Task Force I, pre 
sided over by E. J. Faulkner, president 
of Woodmen Accident & Life, got agree 
ment on many finishing touches at this 

gathering. 

The aim is to send out invitations to 
join HIAA by about mid-November. 
Companies would have until about 
March 1 to respond. Once duly consti- 
tuted, Health & Accident Underwriters 
Conference and Bureau of Accident & 
Health Underwriters would be liquidated. 
HIAA will have four officers—president, 
vice president, secretary and chairman 
of public relations—plus 15 directors. 

Yet to be selected is the key staff 
executive. It is now generally taken for 
granted that he will be a man from out- 
side the present A. & H. trade associa- 
tion structure. Another matter still to 
be decided is the headquarter’s city. 

Mr. Faulkner’s team comprises the 
organizing committee and will function 
until HIAA is fully constituted. 

It was a breathtaking pair of days 
for A. & H. insurance at Chicago. Mon- 
day HIAA was all but put on the road 
and Tuesday an A. & H. advertising 
code and a plan for its administration 
and enforcement were made ready for 
roofing in, 


Adv. Code Progress 


(Continued on Page 44) 

ing committee made was whether to 
establish separate rules applicable to 
so-called sales aids which are furnished 
to agents and are to be used by them as 
an assist in their sales presentations. The 
committee did make this distinction, but 
the Chicago discussion revealed a strong 
feeling that there ought to be no special 
exception to the general rule. Thus, it 
appeared that this would be dumped. 
It was brought out that a large part 
of the FTC squawk concerns sales aids. 

The team resolved almost every dif 
ference of opinion on the side of more 
fencing in rather than less. 

The discussion on non-can. was. il 
luminating. D. S. MacNaughton of The 
Prudential made a strong and lengthy 
appeal to avoid definitions that would 
tend to curb the development of the 
non-cancellable hospital and medical ex 
pense policy that permits an adjustment 
of the premium on a class basis. John 
M. Powell, Loyal Protective president, 
advocated a definition that would cor 
respond to what he said was the tradi 
tional concept of non-can. The wording 
of the Watt draft is as follows: 

“An advertisement which refers to 
renewability, cancellability or termina 
tion of a policy, or which describes a 
policy benefit or benefits, shall contain a 
description of the policy conditions re 
lating to renewability, cancellability and 
termination because of age or for other 
reasons in a manner which shall not 
minimize or render obscure any qualify 
ing conditions.” 

Deputy Wikler the New York 
Department some time ago produced a 
definition of non-can. which is nar 
rower than this. The proposal was sub 
mitted to the A. & H. trade associations 


said 


for comment, and he indicated he was 
impatient because he had not yet got 
a response. 

One of the questions that elicited 
considerable comment was whether the 


code should apply to material on policy 
renewal as well as to the initial sale 

Those that took an especially active 
part in the discussion besides Messrs 
Pansing, Watt and Wikler were Charles 
G. Dougherty, second vice president, 
Metropolitan Life; Commissioner Gil 
looly of West Virginia; Alvis Layne, 
representing Association of Insurance 
\dvertisers, and Lee Shield of American 
Life Convention. 
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New Home Office 


Bldg. of Woodmen 


Accident & Life Formally Opened 


The new $750,000 home office building 
of the Woodmen Accident & Life Co. 
was dedicated in Lincoln, Neb., October 
6, as 
faith in the future of voluntary insur- 
America.” 


an “expression of the company’s 


ance in 





With words, E. J. Faulkner, 
president, of Woodmen Accident un- 
veiled an 18 by 24 foot sculpture, en- 
titled “The Protecting Hand,” which is 
symbolic of the insurance industry’s sup 
port and protection of the family circle. 
The huge sculpture, done from 200 tons 
of Indiana limestone, is above the main 
entrance to the new Woodmen home 
office building. 

This building was dedicated by and in 
the presence of the company’s top pro- 
ducers and home office personnel. Na- 
tional, state and civic dignitaries also 
attended the ceremony in front of the 
four-story building the street 
from Nebraska’s State Capitol Building. 

Carl T. Curtis, United States Senator 
from Nebraska, the principal speaker, 
said: 

“The insurance companies of the mid- 
west and of Nebraska in particular have 
had an important part in the growth of 
life insurance as an American institu- 
tion. 

“Today the policyholders of America 
are the recipients of the maximum in 
fair dealing and in liberal participation 
in the profits of their companies. Life 
insurance is operated on the highest 
plane for the public good and for the 
individual benefit of the 93. million 
policyholders and their families.” 


Pays Tribute to Faulkner 


Senator Curtis termed Woodmen Ac- 
cident & Life Co. as a “uniquely Ne- 
braska expression of the vigor and fa- 
cility of private enterprise operating 
within the framework of the American 
kind of government. 

“As character was one of the corner- 
stones of this company in its beginning, 


these 


across 


likewise, character is the cornerstone for 
the future,” he said. He paid particular 
tribute to Mr. Faulkner for his record 
in citizenship and leadership of Wood- 
men Accident. 

Following Senator Curtis’ talk, a floral 
lei, sent from Woodmen Accident’s Ha- 





waiian offices especially for the dedica- 
tion, was cut to allow inspection of the 
new building. 

Governor Victor Anderson of Nebraska, 


Mayor Clark Jeary of Lincoln and 
Thomas Pansing, Nebraska Insurance 
Commissioner, participated in the cere- 
monies prior to the unveiling of “The 
Protecting Hand” sculpture and_ the 
cutting of the lei. 

Klmer Prenosil of Lincoln, responded 
to the dignitaries’ greeting on behalf of 
the Woodmen Accident 1955 President’s 
Club, an organization of 92 of the top 
company producers from 26 states and 
the Territory of Hawaii. The salesmen 
and their wives were special guests at 
the dedication ceremony. Mr. Prenosil 
is president of their club. 


Faulkner Sees Greater Opportunities 
Ahead 


Mr. Faulkner attributed the growth 
of voluntary insurance in America to 
the “strong tradition of individual initia- 
tive, enterprise and freedom” and “be- 
cause the American people cherish the 
right to pick and choose, because the 
institution of voluntary insurance has 
showed itself capable of meeting the 
needs of the American people for pro- 
tection against the financial conse- 
quences of death and disability. 

“We at Woodmen Accident,” he said, 
“look forward with eagerness to greater 
opportunities of service within the 
framework of the American tradition 
during the years that lie ahead.” 

Dr. C. Vin White, pastor of the First 
Presbyterian Church of Lincoln, gave 
the invocation, and Bishop Louis Ku- 
cera, of the Catholic Diocese of Lincoln 
gave the benediction. 





U. S. F. & G. $10,463,842 BOND 


Covers Installation of 20,000 New Street 
Lights for City of Chicago; F. & D. 
Co-Surety; Joint Venture 

A combination performance and pay- 


ment bond amounting to $10,463,842, 
covering installation of 20,000 new street 
lights throughout the city of Chicago, 
has been written by United States 


K. & G. with the Fidelity & Deposit 
as co-surety, The bond was underwritten 





on a two-thirds - one-third basis, with 
U. S. F. & G. being obligated for two- 
thirds of the bond penalty. 

Meade Electric Co., Inc., and Kil-Bar 
Electric Co., both of Chicago, are the 
contractors. They were awarded the 
record lighting contract as a joint ven- 
ture. 

The new lights will be installed along 
an estimated 600 miles of Chicago streets 
in what officials say is the “biggest street 
lighting program undertaken anywhere 
in the country,” 





Jacob L. Fox Elected 
Chairman of Board 


OF NORTH AMERICAN ACCIDENT 


Served as Director Since 1935; Formerly 
Counsel for Late Alfred 
E. Forrest, Sr. 


Jacob Logan Fox has been elected 
chairman of the board of directors of 
the North American Accident Insurance 
Co., according to an announcement made 
by the company’s officers and board of 
directors. 

Mr. Fox has been a director of the 
company since 1935 and a member of 
the law firm of Brown, Fox, Blumberg 
& Markheim and its predecessors since 
his admission to the bar in 1913. 

Born November 8, 1889, Springfield, 
Ill, he was educated in the public 
schools of Springfield and Chicago. He 
is a greduate of the University of Chi- 
cago where he received his Ph.D. in 
1911, and the University of Chicago law 
school where he was graduated J.D.. cum 
laude, in 1913. 


Specialized in Insurance 


He has specialized in insurance and 
banking law and contributed numerous 
articles to legal journals. Mr. Fox be- 
came counsel to the late Alfred E. For- 
rest, Sr., president and founder of the 
North American Accident, in 1921, and 
later served as counsel for the Forrest 
family. Upon the death of Alfred E. 
Forrest, Jr., in June of this year he 
was named executor of the estate. 

Under Mr. Fox’s chairmanship, North 
American Accident will continue its 
policy of meeting the needs of the public 
in the 48 states in which it operates. 





J. J. MEADOR DIES AT 80 


Retired V.P. and Treasurer, U. S. Casu- 
alty Succumbs After Long Illness; 
Started With Company in 1903 

James J. Meador, retired vice presi- 
dent and treasurer of United States 
Casualty Co., died October 11 at his 
home at 129 Columbia Heights, Brook- 
lyn, N. Y., after a long illness. Mr. 
Meador had just passed his 80th birth- 
day which was on September 6. 

Educated in Atlanta, Ga., Mr. Meador 
joined United States Casualty in 1903 
as manager of its payroll department. 
He served successively as assistant sec- 
retary, secretary, vice president and gen- 
eral manager, and then as vice presi- 
dent-treasurer. He was also on the 
board of directors. For many years he 
was right hand man to Edson S. Lott, 
president of the company. 

Mr. Meador is survived by his widow 
and his son, William H., who is con- 
nected with C. L. Bussing, Inc., New 
York Insurance brokerage firm. Funeral 
services were conducted October 13 in 
the chapel of the First Presbyterian 
Church, Brooklyn. 


Buys Stock Control 
Of LaSalle Casualty 


OVER $1 MILLION TRANSACTION 


American-Atlas Corp. Makes P ; 
J. A. Irwin to Replace S. B. oun 
as Company President 





Controlling stock interest in 
Salle Casualty Co., Chicago, has been 
purchased by the American-Atlas Corp 
Dallas, Seymour B. Orner, LaSalle Cas. 
ualty president has announced. 

Joe A. Irwin, president of American. 
Atlas, will take over as president of the 
Chicago firm. A. R. Bagwell, formerly 
of Bankers Life & Casualty will be vice 
president in charge of home office oper- 
ations in Chicago. The price for the 
controlling stock interest was reportedly 
in excess of one million dollars. ‘ 

Other officers will be Charles M. Han- 
sen, executive vice president, formerly 
chief actuary of the Missouri Insurance 
Department 1934 - 1942 and more recently 
actuarial vice president of Bankers Life 
& Casualty; Vena Irwin, of Dallas, sec- 
retary-treasurer; Charles B. Macdonnell 
vice president, in charge of sales. 


the La. 


Company Organized in 1927 


LaSalle, which was organized in 1927 
as the Merchants Mutual Plate Glass In- 
surance Co., realized a premium income 
in 1954 of $2,000,000. The firm operates 
in 14 states including Illinois, Towa, 
Minnesota, North Dakota, South Dakota, 
Indiana, Colorado, Wyoming, Montana, 
Idaho, Utah, Kentucky, Florida and 
Louisiana. 

The company became the LaSalle Mu- 
tual Casualty Co. in 1938 when Seymour 
B. Orner, an attorney, became president 
and principal owner of the firm. Since 
organization as a stock company in 1949 
the value of its stock has more than 
doubled. 

LaSalle originally specialized in auto 
and plate glass insurance, and was for 
many years a leading plate glass insurer 


in Illinois, but, in recent years has 
handled principally accident. sickness 
and hospitalization policies. Mr. Orner 


said LaSalle’s total assets as of Sep- 
tember 30, 1955 were in excess of $1,000,- 


Theodore G. Gaines, attorney for the 
firm, and one of the principal stock hold- 
ers, represented the sellers. Frank Cain, 
of Dallas, Texas, and Frank Csar of 
Chicago were the attorneys for the 
buyers. 


Billy Earls 82 Years Old 


The many friends of Billy Earls, presi- 
dent of Earls-Blain Co., Cincinnati, will 
be interested to know that he celebrated 
his 82nd birthday on October 12 and is 
in fine fettle. The patriarch of the Earls 
tribe is proud of the insurance suc- 
cess of his sons, and has great hopes for 
his six great grandchildren and 22 
grandchildren. 





STATEMENT REQUIRED BY THE ACT OF 
AUGUST 24, 1912, AS AMENDED BY THE 
ACTS OF MARCH 3, 1933, AND JULY 2, 
1946 (Title 39, United States Code, Section 
233) SHOWING THE OWNERSHIP, MAN- 
AGEMENT, AND CIRCULATION 


Of The Eastern Underwriter, published weekly 
at New York, N. Y., for October 1, 1955. 

1. The names and addresses of the publisher, 
editor, managing editor, and business managers 


are: 

Publisher, Eastern Underwriter Company, 
93-99 Nassau Street, New York 38, N. Y. 

Editor, Clarence Axman, 299 West 12th 
Street, New York 14, N. Y. 

Managing Editor, L. Jerome Philp, 25 Rocky 
Road, Larchmont, N. Y. 

Business Manager, W. L. Hadley, 1835 Wat- 
chung Avenue, Plainfield, N. J. 

2. The owner is: (If owned by a corpora- 
tion, its name and address must be stated and 
also immediately thereunder the names and ad- 
dresses of stockholders owning or _ holding 1 
percent or more of total amount of stock. If 
not owned by a corporation, the names and 
addresses of the individual owners must be 
given. If owned by a partnership or other un- 
incorporated firm, its name and address, as well 
as that of each individual member, must be 


* given.) 


Eastern Underwriter Company, 93-99 Nassau 
Street, New York 38, N. Y. 

Clarence Axman, 299 West 12th Street, New 
York 14, N. Y. 

W. L. Hadley, 1835 Watchung Avenue, Plain- 
field, N. J. 


3. The known bondholders, mortgagees, and 
other security holders owning or holding ! 
percent or more of total amount of bonds, mort: 
gages, or other securities are: None. . 

4. Paragraphs 2 and 3 include, in cases 
where the stockholder or security holder ap- 
pears upon the books of the company as trustee 
or in any other fiduciary relation, the name 
of the person or corporation for whom such 
trustee is acting;. also the statements in the two 
paragraphs show the affiant’s full knowledge and 
belief as to the circumstances and conditions un- 
der which stockholders and security holders who 
do not appear upon the books of the company 
as trustees, hold stock and securities in a ¢# 
pacity other than that of a bona fide owner. 

5. The average number of copies of, each 
issue of this publication sold or distributed, 
through the mails or otherwise, to paid sub- 
scribers during the 12 months preceding the 
date shown above was 3,744. (This. information 
is required from daily, weekly, semiweekly, a” 
triweekly newspapers only.) 

Eastern Underwriter Company, 
W. L. Hadley, Business Manager. 

Sworn to and subscribed before me this 2Ist 

day of September, 1954. 
(Seal) 
FRED T. VOLKWEIN 


Notary Public, State of New York 
No. 03-9479900 
Qualified in Bronx County 
Certificate filed in New York County 
Commission Expires March 30, 1956 
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Appearance 


is no true test of character 


Empler Nee! FIDELITY BONDS 


THE TRAVELERS INDEMNITY COMPANY 
HARTFORD, CONNECTICUT 























































TNLeTTYLO 


to a new president 





To: George Neitlich, civ. | 7 
From: Metropolitan Life Insurance Company “5 


Subject: Heartiest Congratulations 


AY we express the pleasure and pride we take in the news hol 
M that you have been elected President for 1955-1956 of the rn 
American Society of Chartered Life Underwriters. 7 

In the nearly 29 years of our association, you have time and » 
again proved the qualities of competence and responsibility that me 
have brought you to the leadership of this national and notable mn 
body of professional life insurance men and women whom we rs 
know as C.L.U.’s. p> 

It is our earnest belief that your tenure in office will be “ 
marked by achievement that will bring added distinction to i 
this fine Society of which you have now become the head. a 

Again, our heartiest congratulations to you, and to your fellow fo 
C.L.U.’s who have thus honored you. me 

hu 
fa 
7 Pe 


COPYRIGHT 1955—-METROPOLITAN LIFE INSURANCE COMPANY 


Metropolitan Life Insurance Company 
(A MUTUAL COMPAN Y) 
1 Mapison Avenugk, New Yorx 10, N.Y. 




















